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OMEWHERE in this 
country there is a 
young man with business 
ability, who’s tired work- 
ing for the other fellow. 


I wish I could sit down 
with that fellow across 
the desk and tell him 
about all the other young 
men who have made a 
success selling Jordan 
cars. 






























































Before a motor car prospect lays down 
hard-earned money for an automobile 
—a Hupmobile or any other—he can 
now possess himself of vital facts. 
Every Hupmobile dealer can now sup- 
ply this salesmaking information. 


He can show the prospect that his 
dollar is not going to shrink the minute 
he gets behind the wheel— 


But that every penny he pays is going 
to work for him full time. 


s 


Hitherto it has not been easy for the 
public to get at these facts. It was 
clearly to the advantage of Hupmobile 
dealers to eliminate the confusion, 
conflict, no clear conviction—for the 
Hupmobile has everything to gain by 
getting the proof of its quality before 
prospects. 


Now, for the first time, Hupmobile has 
shown the way to get at facts that 
count—facts that will tell the prospect 
quickly and clearly why one car is 
better than another; 


Why fair externals may conceal in- 
herent weaknesses; 


Why many things are of less impor- 
tance than processes of manufacture; 
why a couple of hundred dollars more 
is not extravagance but a necessary 
expenditure. 


In other words, an object lesson in 
“invisible costs’ that reveals unmis- 
takably how much better in every way 
the Hupmobile actually is. 


It is at once apparent that this makes 
the going easier than ever for Hupmo- 


bile dealers. 


They are now in the strongest conceiv- 
able position—they can actually prove 
all-around quality in a way that 
literally must convince the prospect. 


The Hupmobile dealer can now point 
out to the prospect that if any car— 
no matter what its principle of design 


Hupmobile 


Valve and Valve Lifter Guide 


One-piece construction. 
forged, chrome nickel steel, double heat-treated. 
Exhaust valves, special heat-resisting steel, 
drop-forged, double heat-treated. The Hupmobile 
wearing valve operating mechanism uses 118 
parts, only 26 of which are subject to wear. In 
other popular cars, comparable in price and size, 





Intake valves drop- 


parts used range from 194 to 349; 
wearing parts from 36 to as many 


as 138. 


may be—no matter what its price— 
can show parts and processes equal to 
the Hupmobile and match it in per- 
formance, reliability, durability and 
economy 





Then, and then only, is the buyer war- 
ranted in investing money in the other 
car. He can then prove that in Hup- 
mobile alone is found such thorough 
quality at anywhere near the price. 


This new way of selling the Hupmobile 
indicates, more clearly than ever, what 
an exceptionally good car it is for the 
dealer. 


Hupp Motor Car Corporation 
Detroit, Michigan 
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Piston Rings 

The trade-name QUALITY was selected 

as the only word suitable to fully 

express the actual values in piston 
- rings that bear this name. And as 
- a a mark of identification, and a guar- 
and antee of quality, each ring is stamped 

with the name ‘‘QUALITY.”’ 
War- 
‘ Oversize rings for replacement have, 
ugh in addition, their oversizes plainly 
fei marked on each ring. | 
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- the 
-_ © Rine Company?” 

| Muskegon, Mutugan 
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No. 1 


Trainor Regular 
7-Leaf Ford Front Spring 





Trainor Heavy Duty 
9-Leaf Ford Front Spring 





Trainor Seite 
8-Leaf Ford Rear Spring 





Trainor Heavy Duty 
10-Leaf Ford Rear Spring 


We also supply 8-leaf and 10-leaf front 
and 9-leaf and 11-leaf rear springs for 
Fords—also a complete line of Ford spring 
accessories, such as extra-long clips, clip 
plates, etc. 





















OR a spring to meet the 
demands of Ford Service— 
and keep your customers satis- 
fied —it must be a good spring. 


Trainor Springs ARE good springs. 
Made with the same care and accuracy as 
springs for the highest-priced cars—by 
one of the largest and oldest spring 
makers—Trainor Ford Springs will as- 
sure satisfaction to your customers. 


It pays to sell Ford springs—especially 
when you sell Trainors. Order through 
your jobber—or write to us. 


TRAINOR NATIONAL SPRING COMPANY 
New Castle, Indiana 
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SPRINGS for FORDS 
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You Can Sell Your 

Cars Equipped with 
the Famous JOHNSON 
TRANSMISSION LOCK 


The famous Johnson Transmission Lock 
is now made for CHEVROLET and 
OVERLAND cars! 

More profit for you! Theft protection 
for your customers—for only $11.00! 
The Johnson Transmission Lock is sold 
exclusively through authorized car deal- 
ers and used as standard equipment on 
many well-known cars. 

It is an exact duplicate of the gear-shift 
lever on the car, but with a theft-proof 
locking device. A housing forces a steel 
plunger down between the gear-shifting 
forks. Prevents engagement of the 
gears. LOCKS THE CAR IN NEU- 
TRAL. Convenient to lock and unlock. 
It’s up off the floor, away from dirt. 
Hundreds of thousands are in use. Saves 
its cost in insurance premium savings. 
Your customers want the Johnson 
Transmission Lock. It makes it easier 
to sell the car. Means extra profits! 








Write at once for discounts. 
ADDRESS DEPT. A 


Johnson Automobile Lock Co. 


Makers of the famous 
Johnson armored cable Spare Tire Lock 
and the new 
Johnson Nutlok, for Spare Tires and 
Spare Disc Wheels 


St. Louis, U. S. A. 


J ohnso 


Entered as Second Class Matter Sept. 19, 1899, at the Post Office 
at Chicago, Ill, under Act of March 6, 1879. | 7 R N s M I S S | O N L O Cc K 
A 


hevrolet 
Overland 


$12.00 Denver 
and far West 
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OUR friend Bill runs the repair shop down the 

street. Sometimes you swap news and talk “auto- 
mobile”. Bill doesn’t seem to have any trouble adjust- 
ing bearings. He does it easily, quickly—in half the 
time. You see, Bill used to file solid metal till his arms 
ached. Then he tried those funny little loose-leaf 
shims that wrinkle and twist and gather dirt. 

Now, he simply takes his pocketknife and PEELS off 

a few layers from a LAMINATED SHIM and—the 

job is done. Bill saves time, money, trouble. So does 

everyone who uses LAMINATED shims. <A shim 

for every make of car. Your jobber sells them. 


Address “Sales Manager’ 
LAMINATED SHIM COMPANY, INC. 
14th St. and Governor PI., Long Island City, N. Y. 
St. Louis: Masura Mfg. Co. Detroit: Dime Bank Bldg. 


June 12, 1924 
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Supposing you were out of the 
automobile business— 


would you go back in? 


O go into the automobile business, or stay in it, means an investment of 
anywhere from $5,000 to $500,000. 

What assurance have you that your investment will be safe and profitable? 

First—You have the self-confidence of your own experience, ability and 
business knowledge. __ 

Second—You have faith in the automobile business—you know we are not 
going back to horses or ox-carts! 

But the safety of your investment is also critically dependent upon the 
car you represent. 

Is it made by a company with a history of success back of it—does its present 
business and financial standing lead you to believe that it will remain in busi- 
ness permanently? 

Is the product of the company sufficiently varied to give you a profitable 
selling range? 

Is it a popular and ready selling car? Does it represent great and obvious 
value in comparison with all competition? 

Is it a car with a high resale value and a ready used car market? 

Is it backed up by a great and willing service organization? Can its repair 
parts be obtained immediately and at a price that compares very favorably 
with competition? 

Is the dealer’s contract under which this car is sold as fair and equitable 
to you as it is to the factory? 

Studebaker answers every one of these requirements. There is no dealer’s 
contract obtainable which can better protect your investment or assure you 
of a profitable business than that of Studebaker. 











LIGHT-SIX SPECIAL-SIX BIG-SIX 
6-Pass. 112-in. W.B. 40 H.P. 5-Pass. 119-in. W.B. 50 H. P. 7-Pass. 126-in. W. B. 60 H. P. 
OE teen ccedeceanncend SR SU TO iio ddkncaadaesccdcace $1750 
porn i osaeg tee .e oa Roadster (2-Pass.) ......... 1400 Speedster (5-Pass.) ........ 1835 
Coupe (5-Pass.) ........ “"* 4395 Coupe (5-Pass.) ............ 1895 Coupe (5-Pass.)............ 2495 
Mc odbeschuctieiwenk we We) MO ss seo ccickiadancnarees Se  acccdccveusucsccccans 2685 





(All prices f.0.b. factory) 


Suse?” 


THE STUDEBAKER CORPORATION OF AMERICA - SOUTH BEND, INDIANA 
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Sales are the true barometer of value and public 
approval. And when Oakland sales are showing 
big increases while many others show less growth, 
or perhaps a decrease, it gives far-sighted dealers 
something to think about. Here are the facts: 


‘7 From August Ist, 1923, to 3) In April 1924, Oakland 
‘” May Ist, 1924, Oakland \’ dealers actually sold at 
sales show an increase of 90 retail 50.6 per cent more 
per cent over the corresponding cars than they did in the same 
period a year previous. month last year. 


pram 


‘it “a Although complete figures 
‘2} Oakland sales from Jan- So one ann yet available for 


See 


=“ uary Ist, to May Ist, 1924, May 1924, there is every indi- 
show an 80.7 per cent increase cation that this month will sur- 
over the same months in 1923. pass Aprilin increased business. 


Here is conclusive evidence that buyers are 
choosing the True Blue Oakland because they 
want its many pronounced advantages, its fine 
performance and its smart appearance. It pays to 
sell a car whose value challenges the attention of 
careful buyers. 


OAKLAND MOTOR CAR CO., PONTIAC, MICH. 





Roadster - - - $ 995 Coupe for Four $1395 
TouringCar - - 995 Sedan - + + + 1445 
Sport Touring - 1095 Glass Enclosures for Tourin 
54 
Sport Roadster - 1095 Cars $60—for Se Ten $40 
Business Coupe - 1195 All prices f. 0. b. factory 
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The rapidly growing success of MARMON is 


now one of the high lights of the motor car in- 
dustry. One sales record has followed another. 


For some time there has been to detect a trend of this kind in the 
a rising tide of national apprecia- buying habits of the public. That 
tion based on the goodness of the is why automobile dealers the 
Marmon carand the soundness of country over are watching Mar- 
Marmon engineering principles. mon today, and rallying to it, as 

Automobile dealers are quick never before in its history. 


NORDYKE & MARMON COMPANY . Established 1851 . Indianapolis, Indiana 
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hold customers as well as 


WEED BUMPER 


EED Bumper Fittings FIT like 
a glove and STAY PUT! No 
attempt has been made to “fit square 
pegs in round holes’—the exact re- 
quirements of every car are given care- 
ful consideration. 


















They are made up of the fewest parts 
possible—easy to install—nothing to 
work loose. In short, 
they are designed to 
hold customers, not 
N merely to make sales. 





‘237-AFITS 


CADILLAC -1924 
FRONT 











\ WEED BUMPERS 
are approved by the 
Underwriters’ Labora- 
tories, for allowance of 
a discount on premiums 
of collision insurance. 


"235-236 FITS 
HUDSON REAR 


AMERICAN CHAIN CO. 


INCORPORATED 
BRIDGEPORT, CONN. 
District Sales Offices: 


Boston Chicago Philadelphia 
New York Pittsburgh San Francisco \ 
In Canada: 
*216-A FITS 







DOMINION CHAIN COMPANY, LIMITED 
Niagara Falls, Ontario 


DODGE-1924-FRONT 
Largest Manufacturers of Welded and Weldless 











‘WEED BUMPER FITTINGS) 


































\ eens and Makers of WEED Automotive Products 
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What the Public Is Entitled 
to Expect in Service 


By C. A. Vane 
General Manager, 
National Automobile Dealers’ Association 


EGISTRATION fig- 
R ures available on 

January 1, 1924, gave 
us the information that on 
that date there were 13,- 
250,000 passenger cars in 
operation throughout the 
United States. To those 
who have been in the au- 
tomobile business any 
length of time, it also conveyed the understanding, although it 
did not say so in words, that there were just exactly 13,250,000 
different ideas about What the Public Is Entitled to Expect in 
Service. 

For there is no denying that there is little uniformity of 
public opinion on this point unless it be that whatever happens, 
whether due to inherent defect or owner ignorance, should be 
made good, and generally without additional expense to the 
owner. 

What is the owner entitled to expect? Has there ever been a 
concerted move on the part of the industry to outline a definite 
policy which would cover every automobile sold and which 
would be the same in Portland, Oregon, as in Portland, Maine, 
and can such a policy be formulated and, should it be? 

Until recent years, the brains of the automobile industry have 
been concentrated on production. Within the last four years 
more and more attention has been paid to the question of 
merchandising, but until very recent months, the major ques- 
tion upon which ultimately the success of both production and 
merchandising depend, namely, service, has been given inade- 
quate attention. This statement is not made in criticism but 
as a mere declaration of fact, because we are prone to do in 
this country, only what we have to do and it is not questioned 
that the public in the past has been willing to take off our 
hands almost anything that would move, whether under its own 
power or at the end of a tow-line. 


The First Effort 


But regardless of the fact that the attention of the industry 
was centered upon manufacturing and merchandising, the mil- 
lions of persons to whom we had sold our product were begin- 
ning to take an interest in the third factor and that interest 
Was seeking expression in a number of channels. The most 
notable of these channels was 

1. Legislative, and 
2. Eeonomic. 

They are listed in the order of their appearance, rather than 

in the order of their importance. 


Show. 


MOOTTOSGSOQV0NNN00000000U00U OODLE SAUNAS 


This paper by Mr. Vane was read at the opening session of the 
National Automotive Service Convention held in Detroit May 19 to 
23 in connection with the first Automotive Maintenance Equipment 
Mr. Vane has interpreted with great clarity the attitude of 
the public and has pointed out to the industry some of the things 
it must look out for in the future. 


INNLUYUUUUUUUOUULULAUUUEUGGUENNOOAANOQEOQQOOUOUOOOOOOONEEEAAOEOMAEUGUUUUUOUUOUOUUGLAEUNNMAEAAUUAOUU OUT EENAAAEAAAAU HAUNT 


What might be called the 
first public effort to estab- 
lish a principle for the 
benefit of the public came 
in the legislature of the 
State of Kansas in 1919, 
where the first such bill 
ever framed was _ intro- 
duced, providing for the 
state licensing of auto- 
mobile mechanics. Public hearings before the legislative 
committees in Topeka developed the fact that while the meas- 
ure actually was a bill to promote the interests of union labor 
in the automobile trades, it nevertheless had the support of a 
large number of business men and citizens, who felt that they 
had been the victims of overcharging, of faulty workmanship 
or of deceit at the hands of the automobile repair shops. Al- 
though defeated in Kansas in 1919 and 1921, this bill in some 
form or other has been offered in several state legislatures 
since 1919. 

American Turns to Legislation 


The next legislative expression to crop up (and someone has 
smartly said that the American turns his mind to legislation 
to remedy his disorders, just as the heathen turns to idols), was 
a measure introduced in the North Dakota legislature requiring 
every manufacturer of a motor vehicle to carry at a central 
depot, located within the state, an adequate parts repair stock 
under penalty, first of being denied a permit to do business in 
the state until such a depot was provided for, and secondly 
being subjected to a heavy fine for failure to have parts in 
stock when called for by his owners. This bill also has bobbed 
up in various states since its birth in 1919, its most recent ap- 
pearance last month being in the Mississippi legislature. 


The third significant formula of this public groping for what 
it is entitled to receive in service came to my attention in one 
of the western states that I visited this year, where one of the 
members of the legislature had a bill (which, however, was 
never actually introduced) declaring that the automobile busi- 
ness was so coupled with the public interest as to make neces- 
sary the creation of a state motor vehicle department with 
powers similar to those conferred upon the state banking de- 
partment, which would have compelled any dealer before being 
allowed to set up in business to show that there was a need 
in his community for the kind of business he proposed estab- 
lishing and would have required depositing with the motor 
vehicle commission securities guaranteeing that the dealer 
would maintain adequate service facilities for the proper main- 
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tenance of all motor vehicles sold by him 
in the community. 

What in reality is the thought behind 
these various legislative expressions of 
“Peace on earth, good will toward every- 
One except the repair shop?” I think 
that it has largely been due to the failure 
of the industry to answer two fundamen- 
tal questions that are always in the 
owner’s mind, whether he asks them or 
not, and which cannot longer be evaded 
by those who expect to continue pro- 
duction in any quantity, or so merchan- 
dise their product that it will return a 
profit to the factory and dealer and make 
a repeat buyer when the old car passes 
on and a new line is to be purchased. 

Those two questions today that are 
ever present in the owner’s mind when 
he takes his car into the service sta- 
tion or repair shop are: 


1. How much will it cost? 
2. When can I get it? 


Now there is only one way of answer- ee 
ing the customer when he asks those two aad 
questions and that is to tell him exactly 
what he is asking about. He can ask 
those same questions anywhere else in the world and get 
an answer to them, in the shoe shop, in the clothing store, at 
the hardware store or anywhere else, and get the answer imme- 
diately. Consequently, when he comes in the automobile serv- 
ice station, he comes in the same frame of mind and if we 
expect to get his money, we had better be prepared to answer 
those two questions. 

To date there has been only one effective machinery set up 
to answer those two questions and that machinery is known as 
the “flat rate system of repair charges.” Some of the flat rate 
systems in use in the trade have been worked out by the indi- 
vidual dealer or repairman while others have been standardized 
by the manufacturer. 

In both these developments, however, the need has come 
about because 90 per cent of the difficulty in collecting repair 
bills is due to opposition to the labor charge, and the labor 
charge has been objected to because the customer never twice 
received the same bill for the same job, or what he thought was 
the same job, due to unskilled mechanics, lack of adequate 
tool equipment or improper diagnosis of the prevailing disorder. 


Here brings up the first fundamental that the customer is 
entitled to in dealing with the service station, namely, the 
fundamental of confidence. That confidence is based, first, upon 
the price of the job, and, secondly, the job standing up under 
the owner’s driving requirements. If one or the other of those 
factors is absent, then the lack of confidence gives rise to sales 
resistance, disparagement and ultimately finds its way into 
legislative halls where an attempt is made to place a halter 
around the neck of the entire industry. 

The definition of price in any properly conducted business 
is “cost, plus overhead, plus profit,” but under the haphazard 
system of repair shop charges, how many dealers with no sys- 
tem, no records and no understanding, would even assert that 
they had realized their cost, much less the overhead or a profit, 
on the repair operation. The fact that dealers had been 
taught for years that the service station was an accommoda- 
tion department, necessary to keep owner good will, and not 
operated for a profit, was an initial surrender. Few dealers 
cared what happened in the service station. 


Guesswork Causes Misunderstanding 

Whenever there is guesswork in fixing a price, there is al- 
ways this misunderstanding. The use of the flat rate is a step 
toward the assurance that both the owner and the dealer in- 
terest is being looked out for, and it puts the burden of effi- 
ciency on the organization, where it belongs. 

What has occasioned the unwillingness of the trade as a 
whole to get on a flat rate basis, secure owner confidence and 
give production and merchandising a clean field with all the 
petty annoyances swept out of the way? 

Fundamentally a lack of a definite service policy as it re- 
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lates to new car sales. Interpreted in 
another manner, the fear that if th 
owner of an automobile is told that he 
will be expected to pay the repair charge 
on it, he will not buy that automobile. 


The nearest approach to a standard 
service policy in the industry is to be 
found in what is known as the manu- 
facturer’s standard warranty, but what 
a difference between what that warranty 
actually says and what the public has 
been led to believe or has convinced it- 
self it does mean! 

Primarily the warranty is a “limita- 
tion of the liability” of the manufac- 
turer. It “guarantees” each new motor 
vehicle manufactured to be free of de- 
fective material and workmanship under 
normal service, and the obligation under 
the warranty “is limited to making good 
at the factory any part or parts which 
shall within 90 days” prove defective. 


Now this warranty was adopted to 
meet a rule of contract law which is as 
old as the English-speaking people them- 
selves and that is that whenever an 
agreement is reduced to writing, all the 
terms of the agreement are presumed to be contained 
in the writing, and that anything that is not in the 
writing will not be presumed to have been in the minds of the 
contracting parties when the agreement was made. Without 
such a warranty a jury in California might take a point in dis- 
pute between the industry and an owner and decide that the 
manufacturer (or dealer) owed the owner an entirely com- 
plete new automobile in place of one complained of, while an- 
other jury in Florida, ruling on exactly the same point, might 
find that a simple repair was all the customer was entitled to. 

Public Does Not Understand 

But how differently has the public been taught to regard 
this warranty. To the public it has been held as a guarantee, 
and in the eagerness to sell new motor vehicles the customer 
has been dismissed with a magnificent wave of the hand and 
the grandiloquent exclamation, “If anything goes wrong, bring 
it back and we'll fix it for nothing.” 

So I say that in this era, when the future of the automobile 
industry is moving to a maintenance basis, the public primarily 
is entitled to expect from the automobile industry first a declar- 
ation of policy regarding automobile service and that declar- 
ation to my mind should have as its foundation the following 
principles: 

1. That all new automobiles offered to the public shall 
be so priced as to include only cost plus overhead plus 
profit. 

2. That such a list price shall not include a trading 
allowance for used automobiles or a margin for so-called 
“free service.” 

38. That inasmuch as the car contains the value indi- 
cated by its price, the dealer handling such an automobile 
must necessarily make a charge for any maintenance or 
repair work done upon the vehicle. 

4, That such maintenance or repair work shall -be effi- 
ciently performed, at a fair price to the customer and with 
a profit to the repair man, by the most skillful mechanics 
that can be obtained, with genuine repair parts and by 
the latest and most scientific tools and machine equipment 
available for the job. 

Service, in my mind, is the ability to serve. The real mean- 
ing of the word was not changed because it has been misused 
by the automobile industry. It means understanding of the 
part played by courtesy and friendliness as well as the actual 
facilities for carrying out the work. 

Unfortunately in the automobile business service has come 
to mean a technical operation or a subdivision of the business. 
As such it has a distinct place in the dealer organization—a 
place apart and below sales. In the owner mind it has meant 
“something for nothing.” 

As a matter of fact the entire dealer establishment—includ- 


ing both sales and maintenance departments, accessories aud 
(Continued on page 16) 
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Flat Rates for Electrical Service 


Complete Inspection at a Fixed Price May Reveal Many Sales Possibilities 


HE use of flat rate charges for 
work done, the use of the best pos- 
sible equipment in doing the work, 

and the payment of electricians accord- 
ing to the jobs they do, will ultimately 
be the making or breaking of the elec- 
trical department or the electrical shop. 


A radical statement? Yes. But the 
difference between profits and closing up 
shop is also radical, and the explanation 
is not hard to find. 

In the matter of general repairs, the 
shops that are succeeding are in most 
cases operating on flat rates. Is it un- 
reasonable to expect that the same plan 
of handling shop work will also extend to 
the electrical department or the elec- 
trical shop? Call it what you will, flat 
rate, predetermined estimate, or by any 
other name, the customer wants to know 
what the cost to him will be, and the 
manager of the shop wants to get enough 
from the job to pay not only for the 
workman’s time but also for the man- 
ager’s salary, the rent, the cost of tools 
and the many other items of expense 
that will sink the business if not taken 
care of by receipts from work done. 


One argument against the application 
of flat rates to electrical work has been 
that from the outside of a generator you 
can not tell what is wrong inside, and 
yet the same argument would apply to 
an engine, for who can tell exactly what 
is wrong before the engine is opened up. 
In the case of the engine, however, many 
conditions can be determined by the good 
mechanic. An idea of the piston fit can 
be obtained by the way the engine idles 
and by feeling the compression with the 
crank, while the condition of the bear- 
ings can often be approximately deter- 
mined by shorting certain spark plugs 
and noting the appearance or disappear- 
ance of various noises. 


In similar manner the electrician can 
by various tests tell with reasonable ac- 


The 


“Take a look at my ammeter, will you, 
it doesn’t seem to work just right. 
Nothing much wrong, I guess, but the 
hand always goes over to the discharge 
side.” 

Did you ever have a car owner spring 
something like that, on some fine morning 
When the shop is jammed to the doors, 
and then insist that his car be worked 
on immediately. Nothing much you can 
do for that fellow to get him out in a 
few minutes for the trouble of course is 
deeper than he thinks, perhaps in the 
senerator or cutout, and from an hour to 
ie hours may be needed to do the job 
right. 

This man who feels he must depend 
on his car constantly is the man who 
should have the electrical system period- 
lcally inspected. Carbon dust may ac- 


By A. H. PACKER 








Mr. Car Owner No. 15,246,973: 

Perhaps that isn’t your number, 
but the car you drive would get 
your number if you tried to fix up 
the electrical system. 

But that’s where we shine, and 
the best thing we do is to fix trou- 
ble before it happens, with our 
thorough inspection system. 

1. We check the battery to see 
that it still has a goodly num- 
ber of starts left in it. 

2. We neutralize the acid on the 
terminals to keep it from eat- 
ing them up for breakfast. 

3. We see that the connections 
are good, so that when you 
step on the button the starter 
will get the idea and do its 
duty. 

4. We tighten all wiring connec- 

tions and inspect the lamp con- 

nections, to keep the lights 
from winking at a passing car. 

5. We check the focus of the head 
lamps. 








Runwell Electrical Service 


6. We check the generator to see 
if it needs internal assistance 
or if it is ready to do its bit 
in filling up the old juice box. 

7. We check the spark plugs and 
clean them and inspect the 
wiring. 

8. We check the ignition timing, 
to give you the most power 
from the engine. 

AND, We save you 748 varieties 
of reasons for losing your re- 
ligion for a paltry three dol- 
lars. . 

Your car merits your confidence. 

Let us give it the once over so that 
your confidence will not be mis- 
placed. Reliability doesn’t happen, 
it’s planned. 

Just drop in for that ounce of 

prevention. Yours is waiting. 
Cordially yours, 
Runwell Electrical Service. 
“Shorty Circuit,” 
Service Superintendent. 














A letter like this to the car owners in your territory will let them know that “a live wire” 
is running the shop 


curacy what may be wrong with a gen- 
erator. For example, if on closing the 
cutout, the generator draws but a few 
amperes, he may figure that a brush is 
sticking, and that the current indicated 
is field current only. The action of the 
lamps is also a guide to the electrician 
analyzing the trouble on the car. 

Of course, it would be hardly fair to 
charge the same in repairing a generator 
if the brush were stuck in one machine, 
while in another the armature and field 
windings were burnt up, but flat rate 
does not mean anything of the sort. Re- 
moving, taking apart, assembling and 


testing will take the same time and ef- 
fort on generators of the same type 
mounted in similar manner. In the same 
way, removal and replacement of the 
armature involves about the same amount 
of work on a variety of machines, so 
that flat rates can be made up which 
will cover various operations and the 
customer will buy certain operations, de- 
pending on what his machine may need. 

But more on the generator later, for a 
special article covering work of this sort 
will appear in an early issue of Motor 
AGE. 


Story the Customer Tells 


cumulate in the generator, and stick the 
brushes or short circuit the brush hold- 
ers. Starter brushes may wear down 
until the starter fails, when the car is 
most needed. Interrupter contacts may 
burn away until the tungsten layer is 
gone and the ignition misses or fails 
entirely. The approach of most of these 
conditions can be determined by inspec- 
tion BEFORE they happen, with the re- 
sult that they can be prevented and the 
car owner will secure greater satisfac- 
tion from his car. 


Thorough Inspection at a Flat Rate 
Charge 

Then why not specialize on a thorough 

electrical inspection at a nominal flat 

rate charge. The chart shows the points 

that should be covered in an inspection 


of this sort. It looks as if the job would 
be a big one, but a good man should be 
able to do the work in an hour and a 
half. 

What you will charge for this work 
will, of course, depend on what your time 
costs you, and this may vary in Cali- 
fornia, New York and Illinois, and will 
be different in the large cities from what 
it is in the small towns, but the time 
will not be much different with men 
knowing their work and with tools need- 
ed for the job. 

Then because inspection work of this 
kind is bound to bring in other work, it 
may demand a higher charge in summer 
time when the shop is full and a lower 
or bargain price in fall and winter, when 
it will serve as a special to attract the 
car owner to your doors. 
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Flat Rates for Electrical Service 


Operations Here Charted Give a Systematic 


Procedure for Electrician to Follow 


Advantages of the sales possibilities suggested can best be secured by providing a card on 


which the electrician can write his suggestions. 


This can be similar to the job and sales 


suggestion cards in the story in the Summer Service Number on “To Get the Men and 


WORK TO DO 
BATTERY 


Wash top with ammonia water or 
soda and water and wipe dry. 

Remove both terminals, clean cor- 
rosion off with the soda or am- 
monia solution. Scrape contact 
surfaces bright. 

Replace one terminal and tighten 
bolt. 

LEAVE OTHER TERMINAL OFF to 
make inspection of wiring and 
cutout safe. 

Take hydrometer reading of each 
cell. 

Add distilled water if necessary. 


Tighten hold down bolts. 


WIRING AND CUTOUT 


Tighten all screws and nuts at 
starter switch, fuse box, junction 
box, cutout and generator. 

Put a slight pull on each wire to 
see that terminals are securely 
soldered on. 

Inspect connections at lamp plugs. 
If stray strands of wire are ex- 
posed, dip in solder. 


Trace all wires and see that insula- 
tion is not cut by sharp corner 
of frame or other metal part of 
car. 

If clips are provided for spare fuses, 
see that fuses are in place. 

Remove cutout cover, inspect con- 
tacts and if rough, run a magneto 
file between the pvints. 

Connect other battery terminal. 

Try operation of lights. 

Check focus of headlamps. 


STARTING MOTOR 


Remove commutator cover. 

Lift brushes and see that springs 
have proper tension. 

Note condition of brushes and 
springs. 

Note commutator condition. 

Sandpaper commutator. 

Examine drive mechanism. 

On Bendix drive see that spring is 
not cramped or broken. If spiral 
shaft is exposed see that it is 
clean and dry—not oiled. 

See that Bendix lock washers are in 
place and ears properly bent up. 
With other drive mechanisms see 
that operation is O. K. and that 
over-running clutches, ‘if used, cre 

working right and not slipping. 


MOTOR AND BATTERY TEST 


Operate starter and take voltage at 
battery and at motor. Difference 
of % volt permissible. 

Take high rate discharge test on 
battery, getting voltage of each 
cell. 

Take voltage cross ground connec- 
tion. Remove and clean surfaces 
if appreciable voltage is indicated. 


GENERATOR 


Remove commutator cover. 
See that brushes make good contact 
with commutator and are not 
stuck with carbon dust. Note 
whether inside of generator is 
covered with carbon dust. 


Keep Them.” 


EQUIPMENT NEEDED 


Jar of water and soda or water and 
ammonia. 


Terminal puller. 


Hydrometer. 


Still. 

Syringe for adding water. 

Wrench that fits (preferably socket 
type speed wrench). 


Screw driver. 
Pliers. 
Wrench. 


Solder iron, hot and ready to use, 
or solder pot. 


Soldering flux or paste. 
Tape. 


White sheet or wall marked for 
lamp foeusing. 


Sandpaper. 


Voltmeter. 


High rate discharge test outfit. 


Screw driver. 
Pliers. 
Sandpaper. 


SALES POSSIBILITIES 


Sealing job on battery or sale of 
battery case, 

New terminals or bolts if badly cor- 
roded. 


Sell hydrometer. 
Sell battery repair or new battery. 
Sell distilled water. 


Fuses. 


Replace blackened bulbs. 
Sell set of bulbs. 

Sell new reflectors. 

Sell new lamps. 

Sell focusing job. 


Sell starter overhaul. 


Sell Bendix spring or other parts. 


Sell overhaul of starter mechanism, 
clutch or gears. 


Sell battery or battery overhaul. 


Generator overhaul. 
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Flat Rates for Electrical Service 


WORK TO DO 


Note commutator condition. See if 
two bars on opposite sides of 
commutator are burnt more than 
others, indicating open armature. 

Sandpaper commutator. 

Note whether brushes need replac- 
ing. 

Examine coupling for wear. 

If leather driving disc is used it 
may need replacing. 

Run engine to see that charging 
rate is right. From 8 to 15 am- 
peres may be right, depending on 
season and usage. On 12 volt sys- 
tems from 5 to 10 amperes is 
right. 

Observe action of cutout, checking 
by a meter reading the point at 
which contacts open and close. 

Replace cutout cover. 


IGNITION 


Examine contacts in interrupter. 

Inspect to see how much of the 
tungsten or platinum is left. 

Set points at proper distance. 
Clean distributer track. See that 
spark plug wires are secure in 
distributer cap. 

See that spark advance lever is 
working. 

With magneto see that coupling is 
0. KE 


Inspect high tension wiring to see 
that insulation is not rubbed 
through or cracked. 

Check timing to have interrupter 
points just start to open, with ad- 
vance lever in retard position, 
with piston just starting down 
from upper dead center position. 

Remove spark plugs. Clean insu- 
lators, assemble and set points at 
from .020 inch to .025 inch. 


A Transportation Store 


Some exterior and interior views of the D’Or 
Mercantile Company’s establishment at Aguas- 
calientes, Mexico. Above on the right 
shown the Hawley Expedition halting on its 
way to Mexico City, and below to the left a 
general view of the Plaza with the Govern- 


ment Place, etc. 


is 


EQUIPMENT NEEDED 


Mirror. 


Test ammeter. 


Mirror. 


Fine sandpaper. 


Spark plug tester. 


SALES POSSIBILITIES 


New coupling. 


New cutout. 


Ignition unit overhaul including new 
points. 


New wiring. 


Sell spark plugs. 


in Mexico 
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New Series 


OON has recently added a new 
M roadster to its line to sell for 
$1350 f. o. b. factory. The road- 
ster is designed with long low sweeping 
body and comes in a grey duco finish, 
with blue Spanish leather upholstery. 
The body dimensions of the roadster 
were worked out that, although the car is 
extremely low it is generously propor- 
tioned with plenty of head clearance. 
The roadster is 161 inches in length over 


MOTOR AGE 


June 12, 1924 


A Special Moon Roadster 


all, built on either the series A special 
or standard chassis, and has ample room 
for three passengers in the driver’s com- 
partment. Additional passenger capacity 
is provided for by means of a convenient 
rumble seat, upholstered in blue Spanish 
leather to match the other upholstering. 

Two aluminum steps, one at the rear 
of each side of the car, afford easy en- 
trance and exit from the rumble seat 


and add a pleasing sport effect to the eur. 
A black moulding, three-quarter inch 
in width, extending the full length of the 
body and curving downward at the rear, 
adds a distinctive touch to the roadster, 
The roadster with Lockheed four-whee] 
hydraulic brakes, balloon tires and dise 
wheels is listed at $1350 f. 0. b. St. Louis: 
the same model without the features just 
noted lists at $1150, disc wheels extra. 





Rear view (left) of New Series A Special Moon Roadster equipped with rumble seat; 


Yellow Cab Delivery Truck 


PANEL delivery truck has_ been 
added to the line of the Yellow 
Cab Manufacturing Co. commercial cars. 
The new vehicle, which sells for $1,395 
f. o. b. Chicago, is designed for light 
delivery and particularly parcel service. 
It is mounted on the standard 130-in. 
wheelbase Yellow Cab Express chassis. 
Simultaneously with the announcement 
of the new truck a number of direct 
factory sales branches, handling retail 
sales, have been opened in larger cities 
including New York, Chicago, Boston, 
San Francisco and other cities where 
the Yellow Cab products are in general 
use. 
The trucks will be merchandised on 
the same direct from factory to user plan 
that has been employed in the market- 





ing of the cabs. Authorized service sta- 
tions are being established in the larger 
cities carrying stocks of spare parts and 
equipped to do repair work. Service 
certificates are provided with the truck 
giving the owner a number of adjust- 
ments and inspections during the pre- 
liminary operation of the truck, to insure 
that it is properly run in, without charge. 
No changes have been made in the 
truck chassis, which has been previ- 
ously described in this publication. The 
fittings are characteristic of Yellow Cab 
practice, including rubber shock insula- 
tors instead of shackles and shackle 
bolts, semi-balloon tires, disc steel 
wheels, started and generator. 
Production on the Yellow Cab Delivery 
is now at the rate of 2,500 a year. The 
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New Yellow Cab Delivery Truck now in production at rate of 2500 a year 





at right three-quarters view of the roadster 


chassis employs the four-cylinder, L 
head Continental 33/4 by 5-in. engine 
with Bosch magneto, Zenith carburetor, 
Northeast starting and lighting. Special 
Brown Lipe clutch and_ transmission 
gearset, Spicer universals and propeller 
shaft, Timken axles and Gemmer steer- 
ing. The frame is of 1/4-in. stock. The 
tires are 29 by 41/2 in. 


Aussie Roi Book 


LL main highways in Texas, Okla- 

homa, New Mexico, Arizona, South- 
ern California, Southern Colorado, West- 
ern Louisiana, and to Kansas City are 
listed in the Automobile Red Book, pub- 
lished by a company of the same name, 
with offices at Temple and San Antonio, 
Tex. The book contains information 
concerning points of scenic interest, 
garages, hotels, tourists’ camps, together 
with photographs, in addition to detailed 
routes. The price is $1. 








Inventor’s Manual Con- 
tains Practical Advice 


A revised edition of the Inventor's 
Manual is announced by the Norman W. 
Henley Publishing Co., of New York. 
This book brings out very clearly a num- 
ber of points that should prove of va.ue 
‘o the inventor. It points out the pre- 
cautions to take in securing a patent, 
und the things to consider in working Up 
ideas. It also gives advice as to steps t0 
take in placing a patented device Ol 4 
commercial basis, so that actual returns 
will be received by the inventor. The 
book sells for $1.50. 
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“Aerial” Type Sport 
Car Popular in France 


Lines Which Make for Grace and Speed Are to Be Found 
in the Cars Shown Here Built for Two Aviators. 
Airplanes Ideas Incorporated in Cars for 
Novelty and Power 





WO French aviators have 

started what seems to be a 
fad—a something that will wear 
itself out as far as novelty goes, 
within a short time. But is there 
not a suggestion here for the sale 
of used cars? The usual type of 
car is sometimes not exactly 
what people want. Many little 
details can be added to make a 
used car distinctive, a car that 
will stand out on the boulevard 
or country road. Read this arti- 
cle and study the pictures. Of 
course, these cars would cause a 
gasp in America but isn’t there 
a hint of a way of “dolling up” 
used cars in them? 











F NX HE growing popularity of the 
sedan body over the phaeton is 
now extending in France to the 

sport type body. Doubtless under the 
influence of aviation, the partisans of 
sport automobiles are asking for all the 
comforts of the sedan combined with the 
speed ability, low weight, and rapid ac- 
celeration of the light runabout. 

Two good examples of this tendency 
on the part of French sportsmen to re- 
fuse to be satisfied with the discomfort of 
an open body are to be found in an air- 
plane fuselage body on a sport type 
Peugeot chassis, and in a four seater se- 


dan on a six-cylinder Lorraine-Dietrich 
chassis, both bodies having been built to 
the order and designs of ex-aviators. 


Body on the Peugeot 


The body on the Peugeot is a four-door 
four-passenger sedan with a wood frame 
and aluminum paneling, the lines being 
very closely copied on those of an air- 
plane fuselage. The glass front, which 
slopes rearwards and is slightly V-shape, 
is hinged along the upper edge, and is 
rounded into the turtle back roof, the ex- 
tremity of which drops down to join the 
pointed tail. In addition to the glass 
window over each door, there are two 
windows on each side behind the rear 
door. Height from the ground to the 
summit of the roof is 5 ft. 7 ins., this, 
with cushions placed directly on the floor 
.boards giving just sufficient headroom 
for an ordinary person when seated. The 
spare wheel is carried across the car on 
a bracket behind the driver’s seat and 
tools and baggage are received in the 
pointed tail. Internal wood fittings are 
of polished walnut, with green leather 
ribs, is lined with leather. Weight of 
the body and all equipment is 1045 lbs. 
With a 30 h.p. Peugeot sleeve valve en- 
gine, the car is capable of rather more 
than 80 miles an hour over the measured 
mile. 
upholstery and lining. The roof, which 
has longitudinal and transverse walnut 


Janoir Body 


The two-door four-passenger sporting 
sedan built by the Janoir Company on a 


a 


15 





A view of one of the “aerial” sedans giving 

an idea of the application of airplane ap- 

pearance. Note the running board and the 
curved windshield 


Lorraine-Dietrich chassis, has the same 
front aspect as that on the Peugeot, but 
the roof is cut short flush with the rear 
axle and the pointed rear constitutes a 
deck continuing the top of the door line. 
This body has a single door each side, 
with access to the rear seats by folding 
and hinging forward the right-hand 
front seat. While the general construc- 
tion is sheet steel panelling on a wood 
frame, the roof and the whole of the up- 
per portion of the body is covered exter- 
nally with leather; and the whole of the 
inside is lined with real leather. 

A well is provided in each front fender 
for a spare wheel, and tools and baggage 
can be carried in the tail. The impres- 
sion when seated in this car is distinctly 
that of an airplane cockpit, which im- 
pression is further accentuated by the 
board. 





These cars are capable of clicking off something over 80 miles an hour —an accomplishment, what? This type of car is gaining in popularity 


over both sedan and phaeton types. 





Odd but flashy looking, aren’t they? 
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NTELLIGENTLY reasoning when sell- 
ing service and maintenance is a 
prime requisite for the service sales- 

man, service manager and in fact for 
anyone who makes it a business to meet 
the motoring public. And, along with 
this it is highly essential that every insti- 
tution engaged in the selling of mainte- 
nance have some form of accounting sys- 
tem to accurately tell at all times 
whether or not that institution is making 
money. These two thoughts stood out 
prominenty at the recent service conven- 
tion held in Detroit along with the first 
automotive equipment show. 

Selling service was the subject chosen 
by T. E. Jarrard, general sales manager 
of the Durant Motors of Michigan. He 
stressed the psychology of service and 
emphasized the point that it requires 
brains more than anything else in the 
selling of service because the public has 
brains. 

Too often, he said, service men as- 
sume that a customer does not know any- 
thing about the car he is driving and do 
not let such a customer tell of his trou- 
bles when he drives to the service sta- 
tion. The psychology of service among 
other things, means that a customer 
should be given the chance to talk of his 
troubles, even though the service man 
knows what has to be done. 

Selling service should take in every- 
thing that pertains to the dealer’s busi- 
ness. It does not mean merely the rend- 
ering of mechanical service, grinding 
valves and sending a service car out to 
a stranded motorist on the road. _ It 








































MOTOR AGE 


means, Mr. Jarrard said, such things as 
keeping the place of business clean, 
keeping the tires of the cars in the dis- 
play room pumped up for appearance’s 
sake, having the windows washed and in 
fact all things which make a customer or 
prospect feel that this is a real place of 
business, 

Four things, the speaker said should 
be emphasized in the selling of service 
and apply particularly to the service 
man. These are: 

1—Be pleasant. 
2—RBe courteous. 
38—Be considerate. 
4—Be happy. 

All the world loves a winner, he said, 
and all customers love to come into a 
place of business where they are met 
with a smile. Service is the honey with 
which sales are caught and that being the 
case it naturally follows that all those 
engaged directly or indirectly in the sell- 
ing of service and maintenance observe 
the four rules laid down by the speaker. 

In talking about being considerate, Mr. 
Jarrard said it was better not to argue 
with a customer too much about price, 
because it is better to get some money 
and more friends. 


Use Slides to Illustrate 

One of the best talks of the convention 
was that delivered by Wm. G. Eiben, who 
dwelt on the merits of a simple account- 
ing system which everyone engaged in 
the maintenance end of the automotive 
industry must have in order to know 
whether or not that business is making 
or losing money. 


(Continued from page 10) 


June 12, 1924 


Intelligent Reasoning Necessary in Service 


The company with which Mr. Eiben is 
connected has brought out accounting 
systems which are applicable to the large 
and small service station, independent 
repair shop and garages in general. One 
of the systems which he spoke of and 
which was illustrated with lantern slides, 
consists of but two cards and the record- 
ing of figures on these cards is so simple 
that any man, whether he knows any- 
thing about accounting or not cannot 
make a mistake if he but follows the plan 
laid down. 

The margin on sales of gasoline is very 
small, the speaker pointed out, and to 
insure accurate results in the tabulation 
of sales of gasoline a special card has 
been brought out to make this very sim- 
ple. Forgetting to charge for one gallon 
of gasoline often means that 30 or 40 
gallons have to be sold before the un- 
charged for gallon is accounted for. Mr. 
Eiben showed also a line of cards and 
forms used in connection with the flat 
rate system of selling maintenance and 
among this set was a card on which the 
shop keeps the time records for any one 
particular operation performed by sev- 
eral men in order to establish a flat price 
for the job. 

An interesting presentation of how the 
electric system operates was that of G. 
R. Fessenden, service engineer of the 
North East Electric Co. Practically all 
of this was devoted to moving pictures 
showing in logical order the functioning 
of generator, starting motor, cut-out, coil, 
etc. 


What the Public Is Entitled to Expect in Service 





parts, offer a “service” to the public; just as the dry goods 
merchant offers a service in its line—or a hotel. Statler says: 
“The only thing that a hotel has to sell is service.” 

The automobile dealer offers a service when he provides 
proper facilities and personnel for taking care of the car 
owner’s maintenance requirements. 

The maintenance itself is the owner’s obligation—something 
he should pay for. Length of ownership or cost of work has 
nothing to do with it. Unless the expense is due to imperfect 
material or workmanship in the manufacture of the vehicle 
itself—the customer should pay the bill whether it is 25 cents 
or $25, whether he has owned the vehicle a day or a year. 
On the other hand if the expense is caused by faulty material 
or workmanship no charge should be made for either the ma- 
terial or the workmanship necessary to correct the fault, and 
with a price based on cost plus overhead plus profit, the manu- 
facturer should be as willing to reimburse the dealer for the 
labor involved in correcting such a fault, as he is willing to 
replace the part cost-free to the customer. 

Such a declaration of policy then, to which the customer first 
of all is entitled and whose absence has resulted in the great 
American misunderstanding, should contain the three funda- 
mental obligations, the manufacturer’s obligation to build the 
vehicle right, and to sell it at an honest price; the dealer’s 
obligation of having the proper facilities and personnel to take 
care of the customer’s needs, and the owner’s obligation of 
providing maintenance for the car on the same basis as he 
provides oil and gasoline. 

These are questions just as important to the manufacturer 
and dealer as to the owner. We pointed out in the beginning 


of this paper that on January 1, 1924, there were 13,500,000 


passenger cars registered in this country. Of this total 10,611,- 
916 (80 per cent) have been sold in the last four years. Now 
the average life of the motor vehicle in this country is between 
five and six years, perhaps longer, and it is a safe thing to 
say that the public’s day of experimentation with automobiles 
is over. Purchases are more and more being confined to that 
make of car that became standard in its manufacture, progres- 
sive in its merchandising and efficient in its service. 

Most any automobile dealer who today handles a standard 
line of automobiles and conducts a first class maintenance de- 
partment will attest to this statement that if he wanted to 
burden his used car stocks down with merchandise that he 
afterward would have a difficult time disposing of, he could 
“trade off the street” hundreds of automobiles that had been 
cheaply built, unfairly priced and poorly serviced. A positive 
evidence of the owner determination that when he has dis- 
posed of his present unsatisfactory equipment he is going to 
seek satisfactory equipment. The industry, therefore, is just 
beginning to move into the replacement era. New car replace- 
ments, therefore, will be based largely upon three factors. 

1. Price. 
2. Quality of product. 
8. Service, 

Competition between the manufacturers can be relied upon 
to keep price in line more in the future than it has in the 
past. Quality of product is a factor in which no manufacturer 
can afford to let another outdo him, so that finally the deter- 
mining reason for motor vehicle purchases is going to be the 
character of service rendered and I think that we will all 
agree, that it is high time we are finding out—what the public 
is entitled to expect in service. 
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Regrinders Adopt Slogan 
“Rebuild the Car and Save the Difference” 


HAT was classed as “senseless de- 

preciation” of automotive rolling 

stock was one of the chief topics 
of discussion at the annual meeting of 
the National Motor Regrinders and Re- 
puilders Association held at the Lexing- 
ton Hotel, June 2 and 3. It was claimed 
that motor vehicle users do not utilize 
more than 50 per cent of the mileage 
puilt into their cars and it was estimated 
that the value of the unused service is 
greater than the annual corn crop of the 
United States. 


Preliminary plans were made for a 
publicity program designed to awaken 
the public and the trade to the fact that 
maintenance is more and more becoming 
an economic problem which sooner or 
later must be reckoned with. The slogan 
“Rebuild the Car and Save the Difference” 
was adopted as expressing the views of 
the association and it will be featured in 
all future organizational and promotion 
efforts. 


Twenty-Six Delegates Attend 


Among the 26 delegates present, were 
John J. Fuchs, Jr., Omaha, Neb., presi- 
dent of the National Motor Regrinders 
and Rebuilders Association; Charles H. 
Hart, secretary of the National Associa- 
tion and also of the American Cylinder 
Grinders’ Association of Chicago; John 
E. Percival, St. Louis, secretary of the 
Association of Cylinder Grinders’ of Mis- 
souri and Illinois; Charles W. Yount, In- 
dianapolis, secretary of the Central Cyl- 
inder Grinders’ Association; Robert C. 
MeWane, New York City, secretary of the 
Metropolitan Cylinder Regrinders’ Asso- 
ciation of New York; F. C. Payne, New 
Orleans, secretary of the Southern Auto- 
motive Cylinder Regrinders’ Association; 
W. B. Cooke, secretary of the Tennessee 
and Alabama Cylinder Grinders’ Associa- 
tion. 

The two-day session was given over to 
consideration and discussion of the sub- 
jects accounting, advertising, selling and 
production. 

The by-laws of the association are to 
be amended to take care of a motion made 
to allow regrinders who otherwise meet 
the requirements of the association to 
become members of the national associa- 
tion regardless of whether or not they 
belong to a local association. Annual 
dues in the national association are to 
be raised from $2 to $25. Heretofore no 
efforts have been made to obtain mem- 
bers for the national association except 
through the locals. The membership in 
the local was $25 as compared with $2 
I the national. A resolution was passed 
‘o the effect that all members present 
should donate $25 to the national associa- 
tion to provide a fund for promotion of 
the work of the parent body. 

The amendment to the by-laws be- 
tomes effective immediately for new 


members, but the status and dues for 
present members will remain unchanged 
until the next annual convention. 

A membership of 500 national members 
has been set as the goal for 1924. 

Although reports regarding conditions 
in the regrinding industry varied con- 
siderably it was indicated by the majority 
of the delegates that their business gen- 
erally is in better conditions that at any 
time since 1921. 

Mr. Grover, of Newark, N. J., spoke of 
conditions in his territory, pointing out 
that only the old established concerns 
and those engaged in other lines were 
in a prosperous condition. The recently 
published price list circulated in the New 
York section has been a decided tonic 
and present indications point to a big 
year for the established grinders and re- 
builders. 


W. B. Cooke, vice-president of the na- 
tional association, stated that although 
the Memphis section had been hard hit 
as regards car sales he believed that re- 
grinders in his vicinity were doing more 
business than ever before. He also re- 
ported that there was an increasing 
tendency on the part of the car owners 
to have their vehicles rebuilt rather than 
trade them in on new ones. 


In the Chicago territory it developed 
that there is considerable competition, 
there being about 30 regrinders in this 
section. Although there has been an in- 
creased total volume of regrinding it is 
considerably spread out so that produc- 
tion per shop has not increased notice- 
ably. 

The St. Louis representative reported 
conditions the best since 1921. Although 
the out-of-town business has shown a 
marked decrease the volume handled by 
the St. Louis regrinding concerns was 
greater for the first four months of this 
year than at any time since the boom 
period. 


Better Conditions in Indianapolis 


Generally stabilized conditions and an 
increase in business were reported by 
the delegate from Indianapolis territory. 

That the established regrinding con- 
cern need not fear competition from an 
over supply of regrinders was the opin- 
ion expressed by Mr. Fuchs and Mr. 
Cooke. The opinion was expressed that 
the secret of making money in the face 
of competition is to do good work and 
keep the customer satisfied in the mat- 
ter of adjustments. One instance was 
cited of a case where two regrinders in 
a town of 3,000 are located across the 
street from each other and both making 
money simply because they have been 
able to sell a sufficient number of car 
owners on their service. ; 

Mr. Fuchs stated that  regrinders 


should give closer attention to their in- 
dividual accounting problems, 


so that 


they will be in a position to quote prices 
to the consumer that are both sensible 
and high enough to allow a fair margin 
of profit. It was decided that each indi- 
vidual regrinding firm should publish 
some form of list showing total prices 
for regrinding, and parts required, for 
the various makes of engines and cars. 

Members of the association were uni- 
formly of the opinion that regrinders 
now doing regrinding exclusively will in 
the future go in more for the rebuilding 
of engines, selling of replacement parts 
and kindred lines. 

Mr. Fuchs was of the belief that en- 
gine rebuilding puts the firm that does 
it on a higher plane technically and 
financially than the shop that is equipped 
only for regrinding. 


Percival Given Approval 


The report of John Percival on the 
subject of production methods was given 
high approval by the delegates of the as- 
sociation. Standard clearances, approved 
methods of piston fitting, dressing of 
grinding wheels, mounting of diamond 
tools, were a few of the 26 subjects cov- 
ered in Mr. Percival’s typewritten report. 
By vote of the association it was decided 
to reprint and distribute the report to 
all present members and to offer it as a 
premium to attract new members to the 
national association. 


The Tuesday afternoon session was 
devoted largely to talks from representa- 
tives of the various replacement parts 
manufacturers. 

Mr. Westmoreland of the McQuay- 
Norris Manufacturing Co., told about 
their motor reconditioning plan and how 
it in effect has been a great boon to the 
regrinder, although received with hostil- 
ity at first. He said that actually it has 
resulted in an increased volume of re- 
grinding and that it was instrumental in 
convincing the public of the necessity of 
motor reconditioning. He spoke of the 
large amount of money which his con- 
cern has spent to put this plan over 
with the car owning public. It was 
stated that 95 per cent of the car owners 
are prospects for regrinding and that the 
motor reconditioning plan has nothing in 
it to hurt the regrinder. Mr. Westmore- 
land urged the use of the flat rate prices 
for regrinding and general rebuilding, 
and expressed the belief that the major- 
ity of the future business would be 
transacted on the flat rate plan. It was 
brought out during Mr. Westmoreland’s 
talk that regrinders for the past several 
years have sold their merchandise on the 
flat rate basis and it was emphasized 
that the system should be carried on to 
cover prices on complete rebuilding and 
also on those separate operations in- 
volved in reconditioning and overhauling. 

Mr. Lyons of Muskegon Motor Special- 


ties Co. urged co-operation to promote 
(Continued on page 53) 
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AVE you ever been on the road 
H all the afternoon wanting some 

little thing without passing a 
single place that looked encouraging as 
a place to try to buy it? As a dealer, 
perhaps you haven’t, but as a tourist it’s 
dollars to doughnuts you have. 

Finally, did you ever stop at some lit- 
tle garage as it was getting late, to dis- 
cover that the proprietor had a fine stock 
of the very article you were seeking 
packed away carefully under lock and 
key? 

The writer once asked a garageman if 
he kept accessories. “You bet we do,” 
was the answer, “but we don’t keep them 
out where every Tom, Dick and Harry 
can help himself. We keep them locked 
up,” and sure enough, he had a very 
complete line as garage stocks go. Per- 
haps the main reason why his stock was 
so complete was because nobody knew he 
had it and it remained just as he had re- 
ceived it from the jobber. 


Prospects in Quantity 
As things go it can be pretty nearly 
stated as a fact that goods will be sold 
just about directly in proportion to the 
prospects viewing them. 


If there were 
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Suppose “A” is any ordinary 50-ft. garage built for service. 
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You Can’t Sell Goods to Tourists 
Unless You Show Your Hand 
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“Here's How!” 


By TOM WILDER 


a million people passing and no goods 
were displayed none would be sold, but 
if there were no people passing a won- 
derful display also no goods would be 
sold; therefore, to produce 100% sales it 
is necessary to have 100% display located 
where prospects are bound to pass in 
quantity. 

Chain stores realize this truth and have 
everything out in plain view. Woolworth 








Where front car entrances are necessary, an 
accessory display like this makes the most of 
waste space 













By rebuilding the front as shown at “B”, a car and accessory store may be 
“C” is a better arrangement where cars are to be shown. It has the entrance to one side of the center 


and other 5 and 10 cent stores have thei! 
stocks spread over the counters while 
the chain groceries cover counters and 
walls to the ceilings. There is no fear 
of theft here or if there is they know that 
such loss will be swallowed up in the 
volume of business done, 


Knows Value of Display 


Every department head in a big town 
department store knows the value of dis- 
play and is constantly fighting for his 
share of the window space. He knows 
that directly as his goods are displayed 
will his department sales increase. He 
also knows the value of displaying goods 
that will appeal to that part of the pub- 
lic which passes on the day the display 1S 
on. Saturday is the big day to display 
automobile goods and children’s apparel 
because men are off Saturday afternoons 
and will be looking around and women 
will be downtown with their children, 
who are out of school. 

Taking a tip from the chain store. the 
department store and the 5 and 19; its 
obvious that if we would be successful 
at selling accessories this summer We 
must first display our goods and second 
display them where the passing traffic 
can see them; neither behind blank walls 
nor on the second floor nor in some out 
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of the way corner. Furthermore, while 
we are doing the thing it would be well 
to display seasonable goods if we would 
create opportunities. 

Being convinced then that the display 
of goods is the surest method of selling 
them, let us consider the common meth- 
ods of display. 


A Difference of Opinion 


There is great difference of opinion re- 
garding the display of goods. Some 
claiming that best results come with the 
intensive showing of a few articles, while 
others insist that the window should be 
crowded with all lines, so that the pros- 
pective customer will be impressed with 
the completeness of the line. Personally, 
we believe in a compromise, using enough 
goods to make a well rounded display, 
but at the same time featuring some 
specially seasonable article in the center 
in such a way that it is the keynote of 
the exhibit. It may be a bargain, or a 
novelty or something every owner wants 
but should have some sort of appeal, 


Next in importance to having a display 
at all is the placing of it and the dealer 
who is out for the coin overlooks no op- 
portunities. He displays goods in every 
place that customers are liable to con- 
gregate or be obliged to wait for one 
thing or another. 


If he has a women’s sitting room he 
has a small case of accessories which 
appeal to women displayed so that women 
customers will be obliged to see them 
and have their desires stirred. This case 
may be merely a few glass shelves set 
in the wall with a glass door in front and 
an incandescent lamp for illumination. 


At the parts counter he has a display 
that appeals to men, a few of the best 
sellers arranged so that men cannot 
escape them while waiting their turns. 
These should be the more important ac- 
cessories that need service in their ap- 
plication, such as bumpers, snubbers, mo- 
tometers and locks, automatic windshield 
wipers, oil filters, air cleaners etc. They 
may be sold by the parts department, 
too, and appointments made for their in- 
stallation. 


Another point of advantage for an ac- 
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Goods that appeal to women may be dis- 


played in a case built into the wall of the 
women’s waiting room 





cessory display is just inside the service 
entrance where customers are sometimes 
obliged to wait either for their turn to 
consult the service manager or for minor 
adjustments. Here, as at the parts win- 
dow, is a good chance to sell the customer 
the accessories and the installation serv- 
ice as well. These entrances are some- 
times dark or poorly lighted and in this 
case the showcase should be illuminated 
by lamps which are covered by reflec- 
tors that throw the light on the goods, 
but not in the customers’ eyes. Showcase 
manufacturers have specially designed 
lamps for this purpose that lie in the 
upper forward corner of the case, almost 
invisible themselves, but very effective in 
lighting the display. 

Garages that are on inside lots are 
usually short of window space, especially 
where they must have a front entrance, 
using 10 or 12 ft. In such cases all or 
nearly all the space is needed for the 
display of cars, consequently, it is a good 
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plan to place accessory displays along 
the car passageway, installing the doors 
at the back so that the displays will be 
visible from the sidewalk at all times. 

The front or side street show windows 
is, of course, the main point of display 
and it is here that the big effort should 
be made to lure the customer. These 
displays can be seen plainly from the 
street by passing motorists and are the 
means of conveying to them a general 
idea of the stock and its extent. 


Show windows for the displays of ac- 
cessories are built in numerous ways, but 
it is always well to keep the floor or 
platform low. A foot to 18 inches above 
the sidewalk is enough, but it should 
never be more than 2 ft. The only ob- 
ject in making the platform more than 3 
ft. deep is for the arranging of special 
displays at Christmas and other times 
when it is handy to have more space. 


Where practical the windows may be 
set out from the building in a sort of 
bay, which not only gives better display, 
but attracts attention because of its nov- 
elty. 


If there is a choice of locations for 
the accessory display window, try to 
place it where it will be most easily seen 
from the road by the passing tourist, as 
it is the stranger you must attract rather 
than the steady customers or the towns- 
man who knows what you have. No 
doubt he has seen the display so often 
that it does not register any more, 


If there is a gas pump either at the 
curb or otherwise, there is no better 
place to catch the tourist than here. A 
good display near the pump of little 
things that the tourist needs will be sure 
to make sales which will outclass the 
profits from gas. In fact, many do not 
believe in gas as a means of profit but 
merely to bring prospects for other 
things. 


A Wheeled Showease 


Sometimes where it is impossible to 
place the necessary display so that it 
can be seen from the pump, a display 
can be brought to the pump in the form 
of some sort of wheeled showcase con- 
taining an assortment of the more com- 
mon things. Even if the case does not 
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There is no question which of these fronts makes the most attractive appearance or which is most valuable for displaying goods. 


It is neither hard nor excessively expensive to rebuild a front, but the design should be well worked out before starting 
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Sometimes, the side of a building may be 
used in this way when there is no chance for 


a show window inside 


contain the article desired it will prompt 
the customer to ask for what he wants 
and give the dealer a chance to make 
a sale. 

If a dealer has no facilities for show- 
ing accessories he should either not stock 
them or only keep such things in small 
quantities as he needs in his garage, or 
he should rebuild the front of his place 
to show them. It is poor business to 
invest in stock that becomes dead on the 
shelves and it will surely become dead 
if not shown. 


May Be an Expensive Job 


Rebuilding the front may be made an 
expensive job or comparatively simple 
and inexpensive, depending on the way 
in which it is done. But if it displays 
the goods instead of hiding them it can- 
not help being a good investment. In 
our illustration A is the sort of secretive 
front which may be seen everywhere. B 
is the same front with the blank wall 
spaces and small windows replaced by 
plate glass. C is a more pretentious 
front where the dealer wants to display 
cars as well as accessories. All these 
fronts are 50 ft. in width and include a 
car entrance. To turn A into B or C 
the upper part of the wall must be sup- 
ported by timbers while the lower part 
is torn away and replaced. 


Unless the upper part is especially well 
designed it would be better and nearly 
as cheap to tear down the whole thing 
and replace it with a good looking eleva- 
tion and thereby, to all appearances, have 
an entirely new building. It is always 
hard to match up old and new work. The 
mortar looks different and very often 
unless carefully handled additions turn 
out botch jobs, another reason for re- 
building the whole front. 


Buildings, of wood, cement blocks or 
brick, may be remodeled and then treated 
with a coat of stucco to cover up the 
traces of the remodeling and to improve 
their appearance generally. 


MOTOR AGE 


23 Years Ago“Ihis Week In Motor Age 


(From Motor AGE of June 13, 1901) 
Chicago to Regulate Speed 


The alderman of Chicago will enjoy 
an automobile outing, probably not later 
than the second Saturday hence. Owing 
to the complaints of excessive speed on 
the city’s streets, the council is con- 
sidering the enactment of legislation 
which will place the status of automo- 
biles beyond question and so thoroughly 
define their rights that anyone may 
know them and be guided accordingly. 


Supported by Royalty 


NEW YORK, June 9.—The King of the 
Belgians, following the example set by 
the Kaiser and the President of France, 
will give as a special prize for the Paris- 
Berlin automobile race, a cup valued at 
$1,000. There are now 115 entries, with 
a promise of more of an international 
element than in the Paris-Bordeaux race. 


Australia Backward 


J. F. McDermott & Co., Sydney, N. S. 
W., write that the automobile business 
has not made great progress there. “We 
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have a few of the better known makes 

of American steam and gasoline wagons, 
as well as a few electrics,” they say, 
“but the style of vehicle suitable for 
our requirements for country use has 
not yet been placed on the market.” 


Foreign Chauffeurs Coming 


NEW YORK, June 8.—C. J. Field an- 
nounced that he had received a letter 
from S. F. Edge, the noted English 
chauffeur, stating that he was coming 
over to participate in the Buffalo-Erie 
race and would bring an 80-horsepower 
Napier racer. This exceeds by 20 horse- 
power the Mors racing vehicle Fournier 
says he will bring with him. An A.C. A. 
member, by the way, has ordered a 25- 
horsepower Napier for the race. 


Century Increases Capital 


SYRACUSE, June 10.—The stockhold- 
ers of the Century Motor Vehicle Co., 
voted at a meeting on Friday to increase 
the capital stock from $30,000 to $100,- 
000. Practically all of the stockholders 
were present and all were pleased at the 
showing made the first year. 


Meeting the Price Obstacle 


“ HAT’S the price?” asks the pros- 

pective buyer, and then it is up to 
the salesman whether price is going to 
be an obstacle or not. 

If the salesman works correctly, re- 
ports the Business Research Bureau of 
LaSalle Extension University, price is 
not necessarily an obstacle, but if his 
practice is faulty or he has not succeeded 
in arousing the desire to possess, he may 
lose the sale because the prospect may 
be unwilling to pay the price. 

As a rule, when a prospective pur- 
chaser asks the price of anything it is 
because he is interested; because he is 
turning over in his mind the question of 
whether he is able to pay the price. 

If the salesman himself thinks his 
price is too high—and a good many 
salesmen do—his prospect is very likely 
to agree with him because the salesman 
will be apologetic about his price. The 
salesman who thinks his price is too high 
is easy to turn down. 

The first essential to the effective han- 
dling of price is that the salesman thor- 
oughly convince himself that his price is 
right. Then his attitude toward the price 
will not be shaken by prospects who say 
they can buy the same thing for less 
elsewhere, because he will often cor- 
rectly size this up as no more than an 
attempt, either to get a lower price or 
to get rid of him, or as showing that he 
has as yet not convinced the prospect 
of the merits of his proposition. 

Most standard products and commodi- 
ties today are priced on a basis of their 
cost to produce, handle, and sell. The 
salesman who feels that the cost of what 
he sells is higher than it should be is 
usually deluding himself. No price is 
too high, if the service rendered by the 





article or the profit achieved through the 
article justifies it. The salesman should 
investigate his prices and find out how 
they are arrived at. This will justify 
them in his mind and convince him that 
the price is fair. Then when he talks of 
the price, his voice will have a ring of 
confidence which will go a long way to- 
ward convincing the customer. 


There is only one basis upon which 
price should be judged and that is: the 
price is never too high if the customer 
can secure a net gain by purchasing it. 
The initial cost may be high but the net 
gain to the purchaser, even if spread 
over a period of time, is justification for 
the expenditure. In order to convince 
the prospect on this point the salesman 
must satisfy him by actual test, demon- 
stration, and comparison of figures. 
Arguments that appeal to his reason and 
good judgment should be advanced and 
he should be convinced that the benefits 
he can or will secure through purchase 
of the product really outweigh the price. 


The second essential to effective han- 
dling of the price problem is to make 
sure the prospective purchaser knows 
what he is going to get in exchange for 
the price before he is told what the 
price is. 

If the prospective buyer has a basis on 
which to make a comparison between 
the price and what he will gain through 
buying, it will be easier to convince him 
of the net gain than if he were told what 
the price is without having such a basis 
for comparison. When he is thoroughly 
convinced of the net gain (service OF 
profit greater than the cost) to be se 
cured through buying, he will buy, pro- 
vided he is able to pay the price. 
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An Echo From the Race 
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The largest band in the world paraded 
before the start of the race and was caught 
in the act by an aerial photographer. Each 
year at this event, numerous bands from 
all parts of the middle west are collected 
under the leadership of W. S. Mitchell of 

the Indianapolis band 





Cliff Durant’s $25,000 Miller engine Durant 


Ode Porter, the official timer, was a busy man— 
upon his shoulders rests a great responsibility and 
he must be on the job every second of the grind. 
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WHAT MOTOR AGE READERS THINK 
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A Few of the Letters of Appreciation Received 


Gary, Ind. 
To the Editor of Motor AcE: 


Just to show you what we think 
of your Summer Service Number of 
Motor AGE, which you recently pub- 
lished, we wish that you would for- 
ward us six more copies and in- 
voice us with same. 

We want these extra copies so 
that we may provide each one of 
our department heads with a copy 
of this issue, as we believe that 
they will all be able to derive a lot 
of benefit from the data which you 
have compiled in this issue, during 
the coming months. 

Such information as you have 
furnished in this issue is exactly 
the kind that is of concrete benefit 
to the garage man in our opinion, 
and we heartily approve, and wish 
to co-operate with you in any man- 
ner that we can, so that you may 
keep us posted with such informa- 
tion, 

FIFTH AVE. GARAGE, 
D. F. SHARP, 
Service Manager. 
New Orleans, La, 
To the Editor of Motor AcE: 

The Summer Service Number of 
Motor AcE should be in the hands 
of every automotive service station 
in this country. It is a remarkable 
text book and worth the price of a 
year’s subscription to your excel- 
lent journal. 

ABBOTT MOTORS, INC., 
G. ABBorTT, 
President. 
Oklahoma City 
To the Editor of Motor Ace: 

I very much enjoyed the Summer 
Service Number of Motor AcE, ard 
I am indeed very glad to see your 
paper making the effort which you 
are to educate dealers and distribu- 
tors. 

I believe that there is a great 
deal more money to be made out of 
the automobile business than has 
ever been made out of it. I be- 
lieve that the dealer is yet to real- 
ize his greatest possibilities in this 
business, but it is going to take 
education, evolution, elimination, 


and everything else before we vet - 


the business standardized like 
other older businesses. 

The great trouble with the auto- 
mobile business today is that it is 
such a young industry that the fie'd 
of. endeavors is yet uncharted. 


by the Editor 


We have reproduced on these 
pages only a few of the many 
letters of commendation re- 
ceived by the editor with re- 
gard to the Summer Service 
Number of MOTOR AGE 
which was published May 15. 
The letters quoted here were 
selected because we believe 
they will be of value to other 
readers in pointing out the 
benefits to be had from a care- 
ful reading of every issue of 
MOTOR AGE. To all who 
wrote us of their appreciation 
we extend our grateful thanks. 
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Each year has seen the records 
made the previous year passed, and 
the rules laid down five years ago, 
or even two years ago, would be 
out of date today. Ten years will 
see great changes in the industry, 
perhaps greater than the past ten. 
Out of the situation will grow a 
type of dealer who is strong 
enough to withstand the tempta- 
tions of higher trade-ins, the al- 
lurement of volume. He will, no 
doubt, also be the type of a dealer 
who will be able to dictate about as 
much to the factory as the factory 
will to him. I think that that is 
perhaps more the type of automo- 
tive merchant that we will see in 
ten years. I believe that the trou- 
ble with most of the dealers today, 
and especially the small type of 
dealer, is the fact that they are put- 
ting too little effort into their work. 
SHELBURNE MOTOR CO. 
S. P. SHELBURNE. 


_ 


Tacoma, Wash. 
To the Editor of Morér Ace: 


Relative to your Summer Service 
Number, we wish to compliment 
you on this particular issue, as well 
as the constructive work carried on 
in your paper. 

During the past few years we 
have gained a great many ideas 
which we have adopted in our bus- 
iness from the various articles that 
have appeared from time to time. 

Let the good work go on and rest 
assured that you have our hearty 
support. 

MUELLER-HARKINS 
MOTOR CO., 


L. W. HarkInNs. 


SERVICE ISSUE 


New Orleans, La. 
To the Editor of Motor AGE: 

We have read wiih much interest 
the Summer Service Number ol! 
Motor AGE and believe that you 
have succeeded in giving your read- 
ers information that should awaken 
them to the needs of their custom- 
ers at this time—two articles in 
particular, by A. H. Packer, “Prof- 
its that Grow by the Roadside,” and 
“How to Get the Men and Keep 
Them.” 

The automotive merchant today 
must conduct his business on mer- 
chandising principles in every de- 
partment. The lack of this has 
been particularly in the service 
department and the accessory de- 
partment, and these two articles 
bear directly in this direction. 

We liken the service departmeni 
to something through which we can 
constantly keep in touch with our 
customers. As an example, we are 
enclosing a slip with reference to 
changing the oil in the engine. The 
average motorist in our city will go 
500 miles every 20 days. We recom- 
mend changing the oil in the engine 
every 500 miles, and by arranging 
the price and quality of this serv- 
ice to make it attractive, we bring 
our customer into the shop once 
every 20 days. 

You will agree with us that he 
not only comes for the oil change, 
but with the proper amount of per- 
sistence, it is possible to sell him 
something else. 

To help the automotive merchan‘, 
is the business of every one of us, 
as each one is only a link in the 
chain and we all need one another; 
therefore, if there is anything at 
any time that we can do to further 
the interest of the industry in gen- 
eral, we will be glad to have you 
call on us, 

GUS. D. REVOL, 
CuHas. PIQUE, 
General Manager. 


Milwaukee, Wis. 
To the Editor of Motor AGE: 

With reference to your Summer 
Service issue of recent date. We 
think you put all in it you could 
possibly get into a magazine and it 
seems to me as though the readers 
should appreciate it. 

FRINT MOTOR CAR CO., 
L. D. FRINT, 
President and General Manager. 
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OF THE SUMMER SERVICE NUMBER 


MOTOR AGE 


Successful Dealers Tell How They Have Profited 


St. Louis, Mo. 
To the Editor of Motor AGE: 

Such aids as suggested in the 
Summer Service Number of Motor 
AGE cannot help but be of great 
benefit to the industry and for that 
reason you are to be commended 
on having worked up such a com- 
prehensive, interesting number. I 
am very sure that the results will 
be beneficial. 

If it were possible to get the in- 
formation not only circulated but 
read that is contained in trade pub- 
lications, especially when gathered 
in one comprehensive number, 
many suggestions would be utilized 
and then quite a lot of the so-called 
problems of the dealer industry 
would be much easier of solution. 

Congratulating you, therefore, 
on the enterprise shown in the 
Summer Service Number, I am 

Yours very truly, 
VESPER-BUICK AUTO CO., 
F. W. A. VESPER, 
President. 
Zanesville, 0. 
To the Editor of Motor AcE: 


I would say that you succeeded in 
putting into the Summer Service 
issue of your Motor AcE that which 
I believe you have set out to em- 
body in this publication and that 
which will most help all automobile 
dealers if they will but use a small 
portion of those good points which 
you make. 

We are using Moror AGE every 
week and each of my departmental 
managers receives a copy of every 
issue. 

ZANESVILLE BUICK CO., 
E, R. CRAMER, 
Manager. 
Evansville, Ind. 
To the Editor of Motor AcE: 

We have nothing but commenda- 
tion for your Summer Service Num- 
ber of Motor AGE just published. 

We could not begin to tell you 
how to run a magazine, but we cer- 
tainly do approve of your magazine 
throughout. It is a real vital prob- 
lem to make merchants out of the 
proprietors of automobile busi- 
nesses, repair shops, and those in 
the automobile trade generally. 
Our efforts as distributors for Hud- 
son-Essex cars in this territory are 
to do that same thing with our deal- 
ers. Weare not using any brilliant 
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Although the special num- 
bers of MOTOR AGE are but 
a small part of our task of get- 
ting out 52 interesting and in- 
structive issues a year, it gives 
us great pleasure to have many 
of our readers say that one spe- 
cial number alone is worth the 
price of a year’s subscription. 
It will be of interest to our 
readers to know that the edi- 
torial staff is now planning the 
annual Winter Service Issue, 
which will appear the first week 
in November, and which we 
hope will be even better than 
the Summer Service Number. 


methods, but just keep talking 
about it, and we are satisfied that 
you are on the right track by keep- 
ing on talking about the same 
thing. 

With your help and the help of 
the better dealers, we will sooner 


get to the place where it is most: 


pleasant to be in the automotive 
business. 
WABASH VALLEY MOTOR CO., 
CarL MAXWELL, 
General Manager. 


—- 


Moline, Ill. 
To the Editor of Motor AcE: 


Our mail this morning was 
brightened by the Summer Service 
Number and we certainly want to 
compliment you upon this fine 
number, 

Would it be possible for us to get 
two more copies of this magazine, 
as there is so much good stuff that 
we want to frame and we still want 
to keep one copy for our files. 

WYNES EXIDE BATTERY & 
ELECTRICAL SERVICE, 
J. A. WyYnes. 
Chattanooga, Tenn. 
To the Editor of Motor AcE: 


Your Summer Service Number of 
Motor AGE was, in our opinion, 
complete in every detail and we 
feel that you succeeded in convey- 
ing splendid suggestions to th2 
dealers. 

BUICK-CADILLAC CO., 
Emmett S. NEwrTON, 
President. 


Birmingham, Aca, 
‘Yo the kditor of MuToR AGE: 

1 read your special issue .hrough 
lrulu cover to cover lasc night. 

1 wish to take this opportunity to 
compliment you on this spiendid is- 
sue. I am going to urge that you 
give us more of them. In this con- 
nection please mail us two addi- 
tional copies of this issue. 

I can’t express to you too strong- 
ly how I feel in regard to the future 
of the automobile service depari- 
ment as a great source of revenue 
for the car distributor. I know that 
in the past five years I have viewed 
it as a necessary evil and it is just 
recently that I have come to the 
realization that service can and 
must be sold at a profit. 

I feel that I, like many other car 
dealer executives, have not spent 
sufficient time in supervising and 
training ourselves to be better ex- 
ecutives as related to service. I, 
personally, am spending more time 
and thought to it now. 

Just a word in regard to your 
advertising: I believe that you can 
safely tell all shop equipment man- 
ufacturers that the dealers of this 
country are in the most receptive 
mood to purchase tools and equip- 
ment that will do better work for 
the same money or the same work 
in less time, 

{ am writing this morning some 
fifteen concerns that have adver- 
tised in your Summer Service 
Number. : 

With best wishes for your con- 
tinued success, I am, 

BISSEL MOTOR.-CO., INC., 
H. E. BIsseELt, 
Vice-President. 


Oshawa, Ont. 
To the Editor of Motor AcE: 


We have studied very carefully 
your Summer Service Number of 
Motor AcE and feel that the infor- 
mation contained therein is of a 
very valuable nature. 

We would like to have this edi- 
tion generally read throughout our 
service department and we are 
wondering if it would be possible 
for you to mail us three extra 
copies. You may have these in- 
voiced to us and addressed to the 
attention of Mr. J. J. L. Aridel. 

Thanking you, we are, 

CHEVROLET MOTOR CO. 
OF CANADA, LTD., 
H. Rutter. 
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Engineering for the Service Man 


No. 13 


What the Maintenance Man Should Know About the Effect of Heat in 
Expanding Such Parts as Piston Rings, Valves and Crankshaft 


YELLOW cur was spinning in a 
A miniature whirlpool trying to 

catch its tail. Tony stopped, 
heaved a stone that went wide or its 
luark, picked up his lunch box again, and 
continued toward the shop. 

“What yub sore at,” said Jim, his side- 
kicker and partner in many an argument, 
“What’s bitin’ yuh that yuh got ter pick 
on a poor innercent brute, can’t yuh see 
he’s just tryin’ to make ends meet?” 

“Quit yer kiddin’,” said Tony. “If yer 
tryin’ to insinuate somethin’ about that 
piston ring job I did, where the ends of 
the rings hit when the old boiler got hot, 
yer can just forget it. Nobody never told 
me nothing about the durn things gettin’ 
bigger. Don’t even sound sensible yet, 
far as I kin see.” 

Jim repressed a desire to laugh, dis- 
cression having the edge on valor, and 
the two walked the rest of the way in 
silence. Tony had learned a lesson, but 
the price had been high, for he had 
worked late the night before to clean up 
a scored cylinder, the result of a piston 
ring too tightly fitted. 

Better men than Tony have made mis- 
takes, due to no fault of their own except 
a lack of knowledge of some fundamental 
principle which entered into every phase 
of their work. And the law of expansion 
of metals, in connection with engines in 
which there are great variations of tem- 
perature, is one of the things that the 
mechanic should know about. 


What the Expansion Means 


A common illustration of the way that 
expansion of metals affects us is seen in 
walking along a railroad track where we 
see that a space has been left between 
the ends of the rails, for if this were 
not done, the ends of the rails would 
strike each other on a hot day in sum- 
mer, and due to the force of the expan- 
sion the rails would be buckled up or 
forced out of shape or loose from the 
ties. 

One of the engine parts which must be 
fitted with regard to the expansion that 
will take place when hot is the piston 
ring. In a Ford car, for example, with a 
ring 3%-inch in diameter, we would find 
that if we could unroll the ring to make 
a straight bar out of it that it would be 
nearly a foot long. Such a bar of cast 
iron, if heated from the temperature of 
melting ice which is 32 degrees Fahren- 
heit, up to the temperature of boiling 
water which is 212 degrees Fahrenheit, 
would increase from an original length 
which we will say is 1 foot, to a length 
of 1.001125 foot. 


Of course we do not usually fit the 
rings in a freezing temperature, at least 






































The same iron rod will be 1.001125 feet long in boiling water. 


if the job is done in a garage which is 
somewhere near modern, so that the ex- 
pansion would apparently be less. On 
the other hand, the temperature of the 
ring, at least the top one on the piston, 
will often be greater than that of boiling 
water, for the heat from each explosion 
must be transmitted through the cast 
iron of the cylinder walls to the water 
in the cooling system. We can accord- 
ingly assume that the rings are fitted at 
72 degrees which is 40 degrees above 
freezing and this will allow us to also 
figure on a temperature of 252 which is 
40 degrees more than the temperature of 
boiling water. 

The figures for the expansion of cast 
iron may be obtained from any physics 
book, and although they seem small, we 
must consider that the increase was ex- 
pressed in feet. Changing the increase 
of .001125 feet to inches we find that the 
length of the piston ring was increased 
.0135 inches, that is 13% thousandths. 
The recommended clearance for the up- 


per Ford ring is only .008 so it would 
seem as if the ring ends might hit and 
give trouble, but the heating and conse- 
quent expansion of the cylinder itself 
explains a portion of this difference. We 
must also consider that in the first few 
hours of running, considerable wear 0oc- 
curs on the portion of the ring which 
rubs on the cylinder wall, so that the 
gap clearance is increased. This in- 
crease in clearance will be a little over 
.003 for every thousandth inch decrease 
in diameter so that the gap soon in- 
creases to a safe point. 


Why Tight Rings Score Cylinders 


Practice is also safer to depend on 
than straight theory, but in this case the 
theory very closely checks with the rec- 
ommended clearance. 

With plenty of oil it may seem peculiar 
that a smooth piston ring would injure 
the cylinder wall even if it does expand. 
It is interesting to note, however, that 
the pressure produced due to the expan- 
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Other “Engineering for the Service 
Man” articles were published in 
MOTOR AGE in the following issues: 

No. 1—June 28, 1923, page 10. 

No, 2—July 19, 1923, page 17. 

No. 3—August 9, 1923, page 18. 

No. 4—August 30, 1923, page 15. 

No. 5—September 20, 1923, page 24. 

No. 6—October 11, 1923, page 21. 

No. 7—November 8, 1923, page 25. 

No. 8—December 20, 1923, page 23. 

No. 9—January 14, 1924, page 12. 

No. 10—March 6, 1924, page 24. 

No. 11—March 27, 1924, page 24. 

No. 12—April 17, 1924, page 24. 


Additional “Engineering” articles 
will be printed in forthcoming issues. 

















sion of heat is the same pressure that 
would be required to compress the metal 
back to its original dimension. The total 
expansion of the cast iron rod a foot 
long was .0135 inch or an expansion of 
0135 divided by 12 for each inch of 
length. This gives .001125 inches expan- 
sion per inch. 

In all materials there is a factor known 
as the modulus of elasticity which in this 
case is 14,000,000 and a rule says that we 
multiply this by the expansion or reduc- 
tion in size to find the force necessary to 
produce that change in size in a one-inch 
piece, 

Then multiplying .001125 by 14,000,000 
we get 15,760 pounds as the force neces- 
sary to produce this change in size in a 
piece of one-inch section, but as the aver- 
age piston ring is only about 3/16 inch 
square we have to multiply by 3/16 twice. 
This gives us 3/16x3/16x15,760, or 555 
pounds required to compress the piston 
ring back into the size that it was when 
cold, this being the force required at one 
section of the ring. However, two sides 
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A total force of 1,110 pounds at each side 
of the cylinder is needed to hold the hot ring 
in to the size it was when cold, assuming no 
clearance had been allowed for expansion. 
























MOTOR AGE 


is the difference in expansion, between 
the valve stems and tappets as compared 
with the expansion in the cylinder cast- 
ing itself which affects the clearance. 
The exhaust valves in particular are ex- 
posed to the heat of the gasses being 
expelled from the cylinders, while the 
engine block is cooled by the water in it, 
so that in an L-head type of engine the 
clearance when hot will be less than 
when cold. For similar reasons, the 
opposite may be true in an overhead 
type of engine, for the exposed rocker 
arm rods may run cooler than the cylin- 
der block. 


Effect of Expansion on the Crankshaft 


A change of temperature from the 
freezing point to the boiling point will 
increase the length of tempered steel 
.0012395 foot for every foot of length. 
If we had a crankshaft then that was 2 
feet long from the rear main bearing 
which takes care of the end play, to the 
front connecting rod bearing, it would 
increase in length twice the figure given 
or .002479 foot, or .0297 inch. 

This increase in length of .0297 inch is 
about 1/32 inch and might in some cases 
cramp the front connecting rod and, 
therefore hold the piston in a cramped 
position so that oil pumping would occur 
in the front cylinder. This condition, 
however, would not be likely if the upper 
end of the connecting rod is floating 
about in the center of the piston so that 
the piston pin has plenty of travel both 
ways in the piston pin bushings. With 
the rod up against the front bushing 
when cold, however, the cramping action 
of the piston would be likely to occur 
when the engine got hot. 
of the ring are combining to exert out- 
ward pressure against the cylinder wall 
so that there is a pressure on the wall of 
2x555 pounds, or 1,100 pounds on each 
side of the cylinder wall. 

Half a ton pressure exerted against the 
walls, certainly enough to squeeze out all 
oil and cause scoring if no gap is left 
and the ring fits the cylinder walls when 
cold. 


What Expansion Does in Valve 
Adjustment 


The old-time mechanic in tuning up an 
engine would let it idle for a long time 
to get it thoroughly warm and would 
then set the valve tappets while the en- 
gine was running in order to have the hot 
adjustment right. Knowing, however, 
what expansion will do it is possible to 
do practically as good a job by making 
a cold adjustment. Here the factory 
recommendation should be taken if pos- 
sible, for from experience it is known 
what the variation between the cold and 
hot adjustment will be. Calculations on 
a job of this sort would be difficult, for it 


Where Expansion of Heat Is Useful 


We have been discussing cases where 
the expansion due to heat was apparent- 
ly an enemy, or at least an obstacle to 
good work in the shop, which could only 
be overcome with difficulty. In many 
cases, however, the expansive effect of 
heat can be used to advantage. In re- 
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A force of 555 pounds would be needed to 
compress the 3/16 inch square rod at the 
temperature of boiling water back to the 
length it had when in ice. 











moving the slip ring of a magneto arma- 
ture, for example, it is usually only nec- 
essary to dip the rubber ring in hot 
water, which expands it enough so that 
it comes off easily without a special 
puller of any kind. Again when a hub 
of any sort is fast to a shaft so that it 
seems well-nigh impossible to get it off, 
it is often possible to get results by heat- 
ing the outer portion with a torch, while 
the inner part is kept cool with wet 
rags. 

In riveting a frame together the ex- 
pansion and contraction due to changes 
in temperature is also made use of. Hot 
rivets are often used, for when these cool 
off they contract and hold the parts even 
more tightly together than would other- 
wise be possible. 














The slip ring of a magneto armature 
comes off easily if dipped in hot water, due 
to the expansion that occurs. 
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A Real Greeting. Thomas 
O’Brien and Roy M. Hatfield 
of the Olds Motor Works on 
their tour of the west, when 
they arrived in Portland were 
met by Ed Cohen, head of 


the Oldsmobile Company of ; 


Oregon with “Old Scout,” the ' 


first car to have crossed the 


con tinent under its own & : ; 
i aT al 


power 
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America’s Latest Aernauti- 

cal Achievement. The pull- 

man plane, shown here, is 

equipped with all the com 

forts of home fér eight 
people 


Thousands by Water. 313 
automobiles were aboard 
the S. S. Sonora when she 
docked at Chicago to dump 
‘em on a ready market. 
Many more will be shipped 
this way in the future 
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»}OF AUTOMOTIVE INTEREST 
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For Luis Angel Firpo. This Stutz Special 

with the veteran Tom Rooney at the whee! 

was built for the South American fighter, 
now a dealer in the Argentine 














Amundsen Inspects His Plane. The Arctic 
explorer looking over one of the planes 
being built for him in Italy 





’ The Republic Does Its Stuff. With a heavy load of wood—enough to heat the house for 
t a year—the truck makes its way easily to the mill 
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A view of the Glenn E. Thomas Studebaker agency in San Pedro—the finest in San Pedro, whatever that is 
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Better or Worse 
HICAGO’S inquiring reporter who pays $5 a day for 
a question to ask people on the streets recently pro- 
pounded the query—‘‘Do you find any general improve- 
ment this year in the work done by Chicago service 
stations ?” 


Of course that was an interesting question in these 
days of almost 100 per cent avtomobile ownership and 
the dealers who read the answers no doubt picked out 
their own customers from among the five whose replies 
were published in the newspaper. These replies were 
supposed to be typical and perhaps to represent a cross 
section of public opinion. At least they are interesting. 

For instance, here is what a police officer said: 

“It seems to me that the motorist is robbed in most 
service stations. J do not believe that there is any fixed 
price for jobs in Chicago. A friend who fixed my car 
did a bum job and charged me a terrible price. They 
ought to have a flat rate system in all garages.” 

He had an unsatisfactory experience and he wants the 
world to know it. Notice he advocates flat rate. The 
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next one interview fared little better. Here is his opinion: 

“My experience is that there is an improvement in 
stations this year. Last season my car broke down on the 
road and a station left me high and dry most of the after- 
noon before they sent a car to tow me in. Then I was 
charged $15 for the service. The same station responded 
in 10 minutes to another call last week, towed the car 
about the same distance and made a charge of $10.” 

A pugilist said: “I think they have improved a great 
deal this year because there are so many more machines in 
use. In one instance I found that four different garages 
charged me 75 cents for repairing a tire. This looks like 
some stations at least employ a flat rate.” 

A bookkeeper stated: “Some of the stations this year 
are giving better service in washing and greasing cars. 
There is a quick service bath tub on the North Side which 
has helped bring the price of this work to a better level. 
I think that factories are making an effort to keep their 
service stations better supplied with parts, too.” 

The last opinion quoted was that of a chauffeur who 
said: “Uniform flat rate systems installed in various 
wide-awake stations are, I believe, one of the best things 
done for the automobile industry this year. The increase 
in cars in service has brought keen competition and better 
service.” 

From the number of references to flat rate it is evident 
that the public knows what this is and the advantage of it. 
The progressive service station that wants to improve its 
maintenance service has the way pointed out for it. 





Two Summer Service Numbers 

N a lively suburb of Chicago, almost directly opposite 

each other on a well traveled highway are two main- 
tenance and accessory houses. They are owned by men 
who are as entirely different as the more or less well 
known night is from day. 

The difference in these men is that one is making a go 
of his business while the other is almost sound asleep. 

“I got my Summer Service Number of Moror AcE,” 
says the successful one, “and I have been cashing in on 
the suggestions.” 

The unsuccessful one also got his Summer Service 
Number and it is piled with the others in a stack where 
it will never be read. 

This man should have kept the subscription price and 
bought himself a meal, for, if he “hasn’t time” to read it, 
he should not bother the mails. 


Records Are Broken 


PEED was expected at Indianapolis this year. But 

not such speed as was recorded for the 500 mile 
dash. When the record of 94.48 m.p.h. was established 
in 1922 with 183 cubic inch cars it was though that the 
ultimate had just about been reached. 

The size of competing cars was then reduced so that last 
year the maximum cylinder capacity of the cars was made 
122 cubic inches. The result was a reduction in average 
speed, the race being won at 90.95 m.p.h. It was expected 
that higher average speed would be made this year, but 
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few if any of the experts were prepared for what happened 
when the first five cars to finish made the old record look 
like a shadow of itself. 

There is reason to believe that one of the leading con- 
testants was confident that if he could maintain an average 
of 94 m.p.h. he would win the race. There is also reason 
to believe that the close margin that existed between the 
leaders throughout the race was responsible for pushing 
the score higher than it would otherwise have been. But 
even so little accident that happened at the start to what 
appeared to be the fastest car on the track may have pre- 
vented an even greater average speed. At any rate the 
old timers are looking forward jubilantly to next year 
when they expect the thoroughly tried 122 cubic inch jobs 
to turn up some startling speeds that will belittle the 
record of 98.24 m.p.h. that looks so big now. 

In the meantime the industry will progress and profit 
from the lesson learned on the track. The fact that only 
five of the 22 cars that started had to quit before the 
finish tells a remarkable story of the motor car design and 
durability. Metals have been thoroughly tested and alloys 
have been developed that enable small parts to endure the 
terrific strain of revolution and reciprocation at speeds 
heretofore believed impossible. Thus is power increased 
as weight is reduced. In a manner almost exactly parallel 
the motor vehicles produced for the public are being made 
better and more efficient. 





Light the Boulevard Signs 
EY, you, why don’t you stop? Don’t they have laws 
where you come from? 

It was the voice of the law, raw and gruff, booming 
through the darkness and the rain, calling a halt. 

True enough, the sign was there, the street being one 
of those designated as a through street. But what chance 
for the driver passing there for the first time to see that 
sign? In daylight it was plain enough, a heart shaped 
affair, plainly worded, and generally heeded, but the job 
had been half done. 

Safety, planned by the reservation of certain streets for 
through traffic, had been made into a danger. Motorists 
familiar with that street would make good time where the 
going was good, figuring on cross traffic stopping, and 
therein lay the danger. With no lights to show the sign, 
only an owl could find it at night, making violations of the 
law inevitable and accidents likely. 

How are the signs in your town? 





Lower Taxes—Better Business 
OW that the Federal revenue bill with its widespread 
slashing of taxes has become a law it is time for the 
automotive trade to perk up a bit and begin to talk about 
prosperity. 

When the President signed the compromise measure 
agreed upon by the House and Senate the financial burdens 
of every man, woman and child who pays an income tax 
Were immediately lightened. Not only were income taxes 
payable this year reduced by one-fourth but still greater 
reductions were made effective for next year. That ought 
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to encourage a lot of people to buy things they need but 
thought they could not afford. 

But the automotive industry wins an even greater bene- 
fit from the new law. The Federal excise tax on acces- 
sories, tires and parts is reduced from five per cent to 
two and one-half per cent. The total saving to the in- 
dustry is estimated at $25,000,000. This ought to mean 
something in the way of stimulation of new business and 
the trade ought to take full advantage of the opportunity. 

And while enjoying the benefits of tax reduction dealers 
everywhere should not fail to give credit to the efficient 
automotive trade organizations which worked hard and 
faithfully for this tax reduction and to whom the sucess- 
ful outcome is largely due. 





A Marvel of Standardization 


NE of the large automobile manufacturers has 

started a demonstration truck out to show the peo- 
ple of the United States how auomobiles are built. This 
truck will go from town to town and in the larger cities 
where there is a branch house or distributor representing 
the manufacturer the truck crew will actually build an 
automobile before the eyes of the spectators. The parts 
used will come from the stock carried by the branch or 
distributor. When the car is finished it will be driven 
off of the truck, a body will be put on it and it will be 
offered for sale by the local dealer. It is proposed to 
show by this demonstration that parts for this make of car 
carried by dealers throughout the country are uniform and 
identical with the factory parts from which cars regularly 
are assembled in the plant. This demonstration will show 
the public the marvelous progress the automotive industry 
has made in economical standardization. 


Fire Him! 


NEWS item informs us that 15 cities went through 

the month of April without a single motor tragedy. 

That proves that “accidents” can be avoided. Watch that 

speeding service truck—if your driver persists in speeding 
—fire him! 








Youth and Accidents 


OUTHFUL operators figured in the majority of mo- 

tor car accidents in Connecticut during April, accord- 
ing to an official report. This finding was not excep- 
tional, although given considerable publicity. Youthful 
drivers always are a conspicuous factor in the total of 
motor accidents. 

And not only in motor accidents but in everything else 
offering a chance to recklessness or thoughtlessness. 
Youth of this age is no more reckless and irresponsible, 
however, than was youth 25, 50 or 100 years back. 

Had there been automobiles in Washington’s time the 
youngsters of that day would have been the same dare- 
devils as they were on horses. In dealing with the prob- 
lem of motor accidents it is a foregone conclusion that the 
younger generation will come in for the lion’s share of 
blame. The appalling generousness of its contribution 
must be accepted philosophically. 
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Some Templar and 
° <6 9 
Hupmobile “Dope 

Q—Is it true that the Templar Motor 
Car Co. has ceased to make cars? If not, 
what is their address, and do they have a 
dealer in New York State?—W. H. Ken- 
dall, West Point, N. Y. 

The Templar Motor Car Co. is build- 
ing a 6-cylinder car at the present time 
and according to a mailing list published 
in September, 1923, the Borrel Motors 
Corp. of 1902 Broadway, New York City, 
are dealers. 

Q—About what speed should a Templar 
roadster make? 

We assume that you refer to the 1923 
model 6-cylinder car, which should show 
in the neighborhood of 65 to 70 miles 
per hour. 


Improvements on Serial No. 100,000 


Q—The 1924 Hupmobile has an increased 
wheelbase and have increased the crank- 
shaft 77 per cent, making it weigh 57% 
pounds. What is the motor number and 
serial number of the first Hupmobile that 
came out with these improvements? 

We have been informed by the local 
Hupmobile Service Organization that the 
counter balanced crankshaft and long 
wheel base began with their serial No. 
100,000. 

Q—About what speed should a stock 
Hupmobile roadster 1924 model make? 

The estimate we can give is only ap- 
proximate and lies somewhere between 
57 and 60 miles per hour. 

Q—Would you advise making the 
change to balloon tires and disc wheels on 
a smaller diameter on either a late model 
Templar or Hupmobile? Not from an eco- 
nomical viewpoint, but to increase com- 
fort, safety and etc., without interfering 
with the mechanics or design of the car. 

It is contrary to the policy of Motor 
AGE to recommend or condem any article 
of automotive equipment. Judging from 
the real advantages of balloon tires we 
believe that their installation will actual- 
ly increase the riding comfort of your 
car and will decrease the number of rat- 
tles and vibration of the chassis and 
body. 


$200 for 75 m.p.m. 


Q—How much would it cost to gear a 
new Hupmobile roadster up to do 75 miles 
per hour. All work to be done by hired 
mechanics or at the Hupmobile local 
agency in New York City? 

It will be impossible to get 75 miles 
per hour out of a Hupmobile by changing 
the gear ratio only. In order to secure 
the speed mentioned it will be necessary 
to revise the engine considerably, by 
raising the compression, increasing the 
size of the valve passages and smooth- 
ing them out, installing a larger carbu- 
reter and using a new camshaft, ete. 
Our off-hand estimate of the job would 
be in the neighborhood of $200. 
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The Readers’ Clearing House 
(ome department is conducted to 


assist dealers and maintenance 
station executives in the solution of 
their problems. 


All questions are answered direct by 
letter, so the name and address should 
be given in full. This saves waiting 
for the answer to be published, which 
sometimes eccurs several weeks late, 
depending upon the space available. 


Readers’ names will not be pub- 
lished with articles, if a request to 
this effect is received with the letter. 


Inquiries not of general interest 
will be answered by personal letter 
only. Emergency questions will be 
replied to by letter or telegram. 


Also state whether a permanent file 
of MOTOR AGE is kept, for many 
times inquiries of an identical nature 
have been made and these are 
answered by reference to previous 
issues. 

Addresses of business firms will not 
be published in this department but 
will be supplied by letter. 

Technical questions answered by 
B. M. Ikert, P. L. Dumas and A. H. 
Packer; Legal, by Wellington Gustin; 
Paint, by G. King Franklin; Archi- 
tectural, by Tom Wilder; Tires, by a 
Practical Tire Man; General Business 
questions, by MOTOR AGE organiza- 
tion in conference. 

















Q—I have been unable to obtain any in- 
formation on the Templar except that I 
see it is listed in your “Current Specifica- 
tions of Passenger Automobiles,” so I 
would be very grateful for any informa- 
tion as to the specifications of the Temp- 
lar and the address of the company, and 
whether or not it still produces cars. 


Specifications of Templar Model Six 


The following are the specifications of 
of the current Templar, known as the 
Model Six: 

Wheel base, 122 inches. Clutch 
make and model, Merchant & Evans 
model 10. Type, single plate. Gear- 
set make and model, Warner. Loca- 
tion, on engine. Number of forward 
speeds, three. Universal joint type 
and make, fabric front and fabric 
rear made by Climax. Rear axle 
make, Salisbury. Type of rear axle, 
three-quarter floating. Rear axle final 
drive ratio, four and seventy hun- 
dredths to one. Service brake, type 
and location, internal on front wheels. 
Method of application, direct me- 
chanical. Emergency brakes, type 

and location, external on drive shaft. 
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Third Brush May Need 
Adjustment 


Q. We have a Dodge 1921 motor gen- 
erator which has been overhauled by the 
factory about six months ago. We cannot 
make it generate more than _ three 
amperes. It was sent to the factory for 
that reason, and it is now doing the same 
thing again. Can you give us the reason 
for this.—Fischer & Schoen, Perryville, 
Mo. 

One possibility occurs to us, that the 
third brush has worn in to make con- 
tact with the commutator in a different 
way from what it was when received 
from the factory. This would change the 
charging rate somewhat. You do not 
say whether you have shifted the third 
brush or not. This is accomplished by 
loosening one of the screws on the end 
bracket and turning another one which 
operates the small pinion. This pinion 
engages with a rack which in turn moves 
the third brush one way or the other. 


In some of the older type machines a 
rather long third brush holder was used 
and in some cases this was changed to a 
shorter third brush holder, so as to ad- 
vance the brush farther in the direction 
of armature rotation and give a higher 
output. If the trouble occurred suddenly 
while being used on the car it is possible 
that the armature is open and this might 
happen even if the machine had been re- 
paired six months ago. 


An open armature can often be detect- 
ed by a burnt condition of commutator 
bars on opposite sides of the commutator. 
If these suggestions do not enable you 
to overcome the condition and you do not 
have facilities for properly testing arma- 
ture and field windings we would suggest 
your getting in touch with the nearest 
authorized North East service station or 
again taking the matter up with the fac- 
tory or a factory branch. 








Front axle make, Salisbury. Front 
springs type and length, one-half 
elliptic and 36 inches long. Rear 
springs type and length one-half 
elliptic and 54 inches long. Engine 
make, own. Rated horsepower, N. A. 
C. C. 27 and 34 hundredths. Piston 
displacement in cubic inches 268 
and 4/10. Number of main bearings, 
five. Oiling system, splash pressure. 
Type of oil pump, gear. Cooling sys- 
tem, centrifugal pump. Make of car- 
bureter, Tillotson. Make of startils 
and lighting system, Dyneto. 
The address of the Templar Motor Cat 
Co. is Cleveland, Ohio. 
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Shop in Basement Always 


Undesirable 


Q. We have a lot 100x300 feet facing 
only on one street, on which we are con- 
templating building a garage and show- 
room for Chevrolet and Oldsmobile cars. 
We would appreciate any suggestions or 
plans for said garage with which you 
could furnish us. We want the building 
approximately 650x100 feet with side en- 
trance. The lot slopes to the rear making 
it possible to have a gradual decline into 
the repair department, to be located in 
the basement. We want the car washing, 
etec., done in the basement also. We want 
a showroom in front of main floor for new 
and used cars on main floor of building. 
—Dunn-Barnes Co., 255 West Manlius 
street, East Syracuse, N. Y. 

We are sorry that you did not give us 
a plot of your lot, so that we might make 
a better layout for you than we have. We 
have followed your instructions rather 
too closely, we believe, and perhaps the 
building would have been better had we 
departed from them. 

The location of the shop for instance, 
is, we believe, not the place that should 
be desired, as basements are always more 
or less dark and there is no way of get- 
ting light into them except through side 
windows, while shops on upper floors can 
always have skylights. We show a wide 
light area way along both sides of the 
building which will help to some extent 
in admitting light, but even at that, this 
is not a good plan. 

In regard to the incline down to the 
basement and the side entrance, if they 
are both taken from one roadway you 
will probably have to rise slightly from 
the main road to the side entrance and 
in order to have a slope to the basement, 
more light can be obtained by carrying 
the incline into the building from the 
street as we have'indicated, making the 
back door higher than the floor. 


The shop would be better if it had a 
little more width, say 5 to 8 feet. Then 
the space between the cars on either side 
would be wide enough so that cars could 
get in and out more easily. 

In regard to the gas pump, we would 
place it in front of the accessory dis- 
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play, as this is considered the very best 
location for it, as patrons of the gas 
pump will have full view of the acces- 
sories. 

We have indicated the support of the 
roof to be five trusses, say sixteen feet 


apart, except the front and back which 
are eighteen feet from the front and rear 
walls respectively. If the round top 
wooden trusses are used this makes a 
very economical spacing as sixteen foot 
rafters may be used. 














Architectural Service 


N giving architectural advice, MOTOR AGE 
aims to assist its readers in their problems of 
planning, building and equipping maintenance 
stations, garages, dealers’ establishments, shops, 
filling stations, and, in fact, any building neces- 





When making request for assistance, please see 
that we have all the data necessary to an intelli- 
gent handling of the job. Among other things, 
we need such information as follows: 


Rough pencil sketch showing size and shape of 
plot and its relation to streets and alleys. 


What departments are to be operated and how 
large it is expected to be. 

Number of cars on the sales floor. 

Number of cars it is expected to garage. 

Number of men employed in repair shop. 


How much of an accessory department is 
anticipated. 








sary to automotive activity. 


Q—Explain the following. Four wheel 
brake cars show deceleration rates on dry 
asphalt pavement which average 20.9 feet 
per second per second, as compared with 
an average of 11.1 feet per second per sec- 
ond for cars equipped with two wheel 
brakes. J do not understand the under- 
lined part. 


We are showing an illustration which 
We hope will make this plain. At the 


left we have a car which is supposed to 
be traveling at the rate of 28.4 miles per 
hour, which-is the same as 41.8 feet per 
second. This means that if it continues 


“Per Seconds” Puzzle 


to go at a uniform velocity or uniform 
speed for one second it will travel 41.8 
feet and will continue to travel that dis- 
tance each second as long as the speed 
does not increase or decrease. 

You will note that we have to use the 
words, “per second” also the distance ex- 
pressed in feet to fully explain a velocity. 
Now when we come to acceleration which 
is an increase in speed, or deceleration 
which is a reduction in speed, we have to 
figure how fast the velocity is being 








changed, so that the question of time 
again comes into the descriptive term. 
That is the reason that the term “per 
second” comes in twice in describing ac- 
celeration or deceleration. Referring 
again to our illustration we assume that 
the brakes have been applied and that 
after one second the car has moved over 
to the right but has lost speed so that it 
is now traveling at the rate of 20.9 feet 
per second. It has therefore lost a ve- 
(Continued on next page) 
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TWO “PER SECONDS” PUZZLE 
(Continued from preceding page) 


locity of 20.9 feet per second and it has 
lost it in one second, so that the deceler- 
ation is 20.9 feet per second per second. 


In the same way if we continue to 
apply the brakes for another second and 
the deceleration is 20.9 feet per second 
per second, it will have lost all of its 
velocity or will have stopped at the end 
of the second second. There are a few 
equations which may be of interest in 
this connection. One is that if the car 
starts from rest and increases its speed 
at a uniform rate then the velocity at 
any time equals the acceleration multi- 
plied by time. 

For example, instead of having the car 
stopping we could have it starting up 
with an acceleration of 20.9 feet per sec- 
ond, then we multiply this figure by two 
and we would get back to our figure of 
41.8 feet per second which would be its 
velocity at the end of two seconds. There 
is another equation that is interesting, 
this being that S, or the space equals % 
at >. Using this same equation we would 
find that the distance covered at the end 
of two seconds would be 20.9 divided by 
two which gives us 10.45 and this multi- 
plied by two squared or four would give 
us 41.8 feet as the distance covered in 
two seconds starting from rest, this also 
being the distance covered while the 
brakes are applied when the car is com- 
ing to rest. 


Figuring the action of the car which 
had a deceleration of 11.1 feet per second 
by using these equations we would find 
that it would take 3.77 seconds for the 
car to come to rest and it would have 
traveled 79 feet. 

Q—What is meant by so many inches of 
mercury suction? 

The approximate atmospheric pressure 
at the surface of the earth is 14.7 pounds 
per square inch. If a tube about a yard 
long be filled with mercury and this tube 


Wiring and Information on 


Q—I want to ask for a little informa- 
tion concerning two Haynes cars. I want 
a wiring diagram for a Haynes car, model 
30, type T, made in the year 1915. 

Wiring diagram requested is shown at 
Fig. 142. 


S. A. E. Horsepower 

Q—How much horse power does this 
car develop? 

The actual brake horsepower is not 
known. The engine is of the six-cylinder 
type, has a 31%” bore by 5” stroke, and 
S. A. E. rating of 29.45 horsepower and 
a total cubic inch piston displacement 
of 288.06”. 


Q—What is the gear ratio and how fast 
will this car run? 


The gear ratio is four to one. The 
road speed of the car is not available. 


Haynes Diagrams 


Q—We also have a Haynes car, model 
22, made in the year 1913. This car has 
two sets of wires, one for the magneto, 
one for the starter and lights. I want a 
wiring diagram for the magneto and also 
one for the battery. 


Wiring diagram of the magneto is 
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Distances traveled by car in stopping 


be then inverted so that the open end 
is submerged in a well of mercury we 
will find that the column of mercury in 
the tube will fall a certain amount, but 
it will not all run out of the tube. The 
reason for this is that the atmospheric 
pressure of 14.7 pounds acting downward 
on the well of mercury serves to sup- 
port the column of mercury in the tube 
which will be at a height of about 30 
inches. 

We therefore have formed the custom 
of expressing pressure in terms of the 
number of inches of mercury which that 
pressure would support. Therefore, if we 
say that we have a suction of 5 inches 
of mercury, it means that we have a 
reduction of pressure amounting to about 
1/6 of the normal atmospheric pressure, 
or about 2.5 pounds per square inch. 


Q—Explain balanced brakes, actuating 
system and balanced brake forces? 


To actuate means to operate or to 
make a thing work. For this reason the 
actuating system by which brakes are 
made to work refers to the system of 
pedals, rods, levers and connections, or 
other methods which may be used to 
apply the brakes. Your reference to bal- 
anced brakes or balanced brake forces 
refers to methods used to equalize the 
retarding action exerted at the various 
wheels. The usual method of doing this 
is to apply the pull to the center of a 


Stave Kile 





lever or arm and have the ends of the 
arm connected to two separate rods. 

When this equalizing action is ex- 
tended to the four-wheel brake the lever- 
age is often made different from one to 
one so that the retarding force on the 
front wheels will be somewhat less than 
that on the rear wheels. 


Q—Explain stratification of gasoline in 
a manifold?—Curtis Auto Company, Bax- 
ter, Iowa. 


If you will look up in the dictionary 
for the definition of the word strata you 
will probably find some reference to lay- 
ers of rocks as they are found in the 
earth, the different layers being known 
as different strata. When we extend this 
definition to the gas in the manifold we 
find that it means that the gas in the 
manifold is not the same at all parts 
but exists in layers. 

To illustrate this action all you have 
to do is to send out a puff of smoke in 
a still room or a room in which there 
are slight air currents and you will see 
various layers of smoke weaving back 
and forth so that even the smoke shows 
this tendency toward stratification. When 
this occurs in the intake manifold it 
means that there is a possibility of some 
cylinder receiving a comparative richer 
mixture than is available for other cyl- 
inders, due to the variation in the way 
the mixture stratifies in the manifold. 
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shown at Fig. 145, it being the diagram 
of the model E. B. low tension Eisemann 
magneto and the model B. D. coil. The 
wiring diagram of the electrical system, 
starter and generator, is shown at Fig. 
143. 


N. A. C. C. Rating 

Q—This is a four cylinder car. 
the N. A. C. C. rating for this car? 

32.40 horsepower. 

Q—How much horse power does this 
car develop? 

Actual horespower is not known and 
we would suggest that you communicate 
direct with the factory for this informa- 
tion. 

Q—What is the speed of this car? 

55 to 60 miles per hour on the average 
car, for this model. 

Q—What is the gear ratio? 

3.66 to 1. 

Q—I want a diagram of Saxon car, 
model B 5 R. I do not know the year it 
was made, but I think it was made in the 
year 1915. 

The model B 5 R Saxon was built in 
1917 and wiring diagram is illustrated 
at Fig. 144. 

Q—I want to know the speed of this 
car. 

Motor AcE does not possess specifica- 
tions that give the actual road speed of 
stock cars and in the case of the Haynes 
we would suggest that you communicate 
direct with the factory. 


Gear Ratio 

Q—What is the gear ratio? 

5 tol. 

Q—What horse power does it develop? 

Same as for Haynes. 

Q—I have driven this car a mile in 65 
seconds on paved road pulling a hill that 
was pretty steep while doing it. I would 
like a sketch for making a submarine 
speedster out of this Saxon and also a 
sketch for the four cylinder Haynes. I 
am also thinking of making a speedster 
out of this car, but not in the shape of a 
submarine. Thanking you for same.—Rex 
Hutchinson, Quitman, Ga. 

We regret to state that Motor AcE does 
not supply body design service and that 
it will be necessary for you to communi- 
cate with any of the numerous custom 
body builders for this information. 


THIS MAN FINDS THE KNOCK 


Q—I wrote you some time ago about a 
noise, or rather a knock, in a Studebaker 
Light Six car that had been gone into 
several times but with no results. You 
suggested a bent or twisted connecting 
rod, and I had already suspected this and 
suggested to the owner of the car that 
this might be the case. After getting 
your letter I thought that this must be 
the condition which was causing the trou- 
ble, but when the engine pan was removed 
the first thing I noticed was that the dip 
on No. & connecting rod was one-quarter 
inch shorter than on the other rods, and on 
measuring up the oil pan I found that the 
dip on the connecting rod would not touch 
the oil at all. 

It seems that a new rod has been in- 
stalled before the car was sold to the 
owner, as a new car and a rod from a 
1921 model car was used instead of the 
1922 model. As the 1922 car has a differ- 
ent oil pan, it caused the trouble indicated. 
After the proper connecting rod had been 
installed the trouble was entirely over- 
come.—R. M. Olmsted, Bloomington, Wis. 

We are glad to hear that you found 
the cause of the knocking. It is a con- 
dition that only a wide awake mechanic 
would find and we accordingly congratu- 


late you. 


What is 
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Stromberg Carbureter 
on Templar 


Q.—Could you let me know what model 
Stromberg carbureter is best for a model 
4-45 Templar, 1918 model car No. 396? 
Also the correct jet and any other data 
you might have. The local service sta- 
tion put one on this car but doesn’t seem 
to be able to get the correct adjustment. 

At slow speed it has a tendency to load 
up, making the car lope, or at most any 
speed on the level, as long as I depress the 
thiottle steadily. By accelerating quickly 
the car will run smoothly until 1 have to 
resume a steady speed, 


Screwing down on the high speed ad- 
justment does not help any except to make 
the mixture too lean for quick throttling. 
It has even compression on cylinders.— 
C. T., Seattle, Wash. 

A.—The following by the recommenda- 
tion of the Stromberg company. A model 
M. E. carbureter may be applied to the 
car and if so it should have the follow- 
ing internal specifications: % of an inch 
veniture No. 57 air bleeder, No. B. B. 
70-68-66 accelerating well, No. 56 gas 
reducer. 

The model O. E. No. 2 carbureter, 
which is the latest product and one also 
recommended for installation, should 
have a 29-32 veniture, a No. 30 well 
bleeder, No. 56 economizer needle, No. 
42 economizer reducer. The model O. E. 
No. 2 has no gas reducer. 

Either one of the carbureters men- 
tioned should give satisfactory results on 
this engine, but our personal recommen- 
dation is that you install some form of 
replacement hot spot. The name of a 
firm who can supply you with a hot spot 
which can be applied to this engine will 
be supplied you by letter. 


BUILDING BURNING-IN MACHINE 

Q.—Would like to build a burning-in 
machine for Fords and other small en- 
gines and would like suggestions as to 
how to build one. Also supply drawing, 
if possible. We would like to use a Ford 
engine as source of power for this burn- 
ing-in machine.—John N. Pruitt, Hender- 
son, Ky. 

A—A Ford engine will have enough 
power for this purpose, as 10 horsepower 
is sufficient. The best results, however, 
are obtained by having a _ three-speed 
transmission of the conventional type 
and using the low speed when burning- 
in bearings. 

One possibility is to use an old auto- 
mobile frame to support the engine de- 
livering the power as well as the one 
having its bearings fitted. 

The three-speed transmission could be 
mounted at the rear of the driving engine 
and the regular Ford clutch could be 
used. Ford universal joints are quite 
suitable for use in connecting up the 
source of power to the engine being 
driven, 

We are also giving by separate letter 
names of concerns making burning-in 
machines, and it might be to your advan- 
tage to either purchase one outright or 
purchase the stand without the electric 
motor which is normally employed. 
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Wiring Diagram for Grant Six 
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WIRING DIAGRAM ALLIS CHALMERS MOTOR GENERATOR WITH WARD LEONARD REGULATOR ON A 


1916 MODEL V GRANT #100626 


Q. Would like to have a wiring dia- 
gram for a 1916 Grant six with Allis 
Chalmers starter generator. Our subscrip- 
tion for the Motor AcE began with the cur- 
rent year and we have received much 
valuable information through the Read- 
er’s Clearing House.—Lee Robertson, 
Mountain Home, Ark. 


A diagram of this system is shown in 
accordance with your request. It also 


occurs to us that you might be inter- 
ested in a description of the system in 
case you are having trouble on the car 
and we are accordingly mailing you by 
separate letter a copy of page 46 of the 
August 17, 1922, issue of Motor AcE. 
This page not only gave a wiring dia- 
gram but also suggested a method of 
tracing trouble. 





The Law in West Virginia 


Q.—In West Virginia, can a repairman 
hold a car for the repair bill? Does this 
state have any lien law? If so, please 
explain it to us. If this state has a me- 
chanic’s lien law, can the repairman go 
out and bring the car back for the bill?— 
Buffalo Garage, Manning, W. Va. 


A.—In the state of West Virginia the 
garageman has but a common law lien 
upon the motor vehicle which he repairs. 
Not only is he permitted under this lien 
to hold possession of repaired articles, 
but he is required to keep possession if 
he wishes to retain the lien. If he gives 
up the car he loses his lien, and he can 
not go out and bring back the car for 
the repair bill. 


The exception to the rule is where he 


has been induced to give up his posses- 
sion by artifice, trickery, etc., amounting 
to fraud. In such case the facts must 
show that the garageman did not intend 
to part with the possession of the re- 
paired car, not to extend credit to his 
customer for the repair charges. So it 
may be seen that all you have to do to 
have a lien on a repaired car is to hold 
possession of same. 


While West Virginia does not have a 
repairman’s lien statute, it does, by spe- 
cial statute, supplement this common 
law lien by giving him the right to col- 
lect on this lien by giving him the same 
remedy as the landlord is given to en- 
force his rent due. 





A Noisy Dodge Transmission 


Q.—I have been having trouble with a 
noisy transmission in a 1921 Dodge car. 
I bushed the lower shaft and put a new 
shaft in but it seemed to make matters 
worse. It is more noisy when the car is 
idle than when pulling. Any information 
you can give me in regard to this will be 
appreciated.—Star Battery Service Station, 
John A. Snyder, Hollidays Cove, W. Va. 


A—The Dodge transmission has one 
unconventional feature. The counter 
shaft or lay shaft is thrown out of en- 
gagement in high speed. To secure this 
condition the construction of the Dodge 
transmission is changed slightly as com- 
pared with other layouts. You can elim- 





inate the trouble by the following 
method: 

Remove the transmission assembly 
from the clutch. When this is done in- 
stall a new high second speed gear on 
the sliding gear shaft. Wear produced 
by long usage accounts for the noise 
which you have experienced. The high 
second speed gear may be secured from 
any authorized Dodge dealer. When this 
is installed you will find that your trou- 
ble is ended. 

While you are doing the work we 
would suggest that you examine all bear- 
ings to make sure they are in good con- 
dition. 
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Q.—will you kindly give me illustration 
of the transmission and engine arrange- 
ment of a model 32 Hupmobile, 1912. The 
engine No. is 41017, serial No. 44989. I 
would also like to have instructions on 
the transmission and engine timing for 
valves and magneto.—George Stancombe, 
489 Oakland avenue, Pontiac, Mich. 

A view of the engine oiling system is 
shown in accordance with your request. 
The general plan of this system is the 
same as used on the Ford car, where the 
rotary action of the flywheel picks up oil 
and throws it into a pipe. In this case, 
however, the pipe is inverted so that the 
direct stream of oil from the flywheel 
enters the pipe with considerable force 
and flows through the system. The oil 
taken from the flywheel first goes to the 
oil regulator which contains a fine screen 
for removing grit and sediment. This 
sediment may be drawn off by opening 
a drawn cock at the base of the regulator 
when the engine is running. 

From the regulator the oil is distrib- 
uted to the crankshaft and cylinders by 
means of a valve which is operated by a 
lever connected to the accelerator. When 
the throttle is opened about one-quarter 
way the valve shown in the illustration 
starts to open. After the oil goes to the 


yO 








FF OuUSY 


iain bearings it passes through holes in 
the crankshaft and connecting rod bear- 
ings. At high engine speeds with the 
throttle about half open the valve be- 
gins to open to the oil tubes which carry 
oil to the cylinders. When the piston is 
all the way down a stream of oil flows 
into the hollow wrist pin, thus oiling the 
piston pin bearings through small holes, 
also allowing oil to flow into the groove 
around the piston which spreads the oi] 
over the cylinder walls. 

The transmission is also oiled in the 
same way, the excess flowing to the uni- 
versal joint and returning by means of a 
tube to the main oil pocket in the bot- 
tom of the engine. The valve timing is 
such that the intake valve opens 25 de- 
grees after the piston has reached upper 
dead center, while the exhaust valve 
closes 20 degrees after the piston has 
reached upper dead center. On a 10 in. 
crank this means that the engine is 
turned until the piston reaches top dead 
center and then the crank handle is 
pushed about 41/3 in. farther to get the 
point at which the intake valve should 
open, but only 31/2 in. past dead center 
to get the point at which the exhaust 
valve should close. 





Dodge Engine Can Be Installed 


Q.—Some time ago I wrote you for in- 
formation through the Reader’s Clearing 
House section and wish to thank you for 
the information, which was very helpful, 
and wish to ask you a few more questions. 

Can a 1923 or 1924 Dodge engine be used 
ina 1922? The only difference that I can 
See is that the fan is mounted on the cyl- 
Inder head. Is there sufficient room to 
Swing the fan to its lowest point and 
clear the radiator hose? If not, what kind 
of brackets could I make to hold the fan? 
Ihave access to a welding outfit and lathe 
and can probably make a bracket.—A. M. 
McClellan, Pernell, Okla. 


A.—It is possible to install a 1924 en- 
gine in the 1922 or 1923 chassis. Some 
changes will be required, however, as fol- 
lows: A 1924 chassis frame is equipped 
with a different style of engine mounting 





brackets and it will be necessary to se- 
cure these mounting brackets from a 
Dodge agency and install them in the 
present frame, 


The fan may be installed without any 
trouble but the top radiator hose must 
have an extra connection. The change 
here is required because of the fact that 
the top connection on the radiator does 
not line up with the connection on the 
cylinder head. It will be necessary, 
therefore, to install a hose connection 
on the cylinder head as done on the regu- 
lar model and insert an 11 or 22-degree 
metal elbow, on the end of which you 
will install a second hose connection 
which connects to the radiator. The fan 


bracket will go on without any change. 
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Testing Buick Starting 
Motor 


Q.—I would like to have you tell me 
what the trouble is with the connections 
on starting motor on a model 20 six-cylin- 
der Buick. The starter and lights go on 
all right and the clicker in the distributer 
heads rotates. Then occasionally, when 
you stop, the whole electrical system on 
the car is cut off, no clicker, no starter, or 
lights. I have not torn down the start- 
ing motor or generator. Do you think 
I will have to disassemble these units to 
find the place where the system cuts out? 
R. Y. McIntyre, McIntyre-Kent Motor 
Co., Douglas County, II. 





A.—The trouble is apparently in a poor 
ground connection or a poor connection 
at either battery post. You should pro- 
vide yourself with a small test lamp or 
trouble lamp, having two leads. ‘Then 
when the trouble occurs, connect the test 
lamp across the battery, and see if it 
lights. 

Next, connect it at the starter cable 
terminals which are attached to the bat- 
tery posts. Then test from the frame of 
the car to the live battery terminal and 
then from the frame of the car to the 
motor generator terminal to which the 
cable from the battery is attached. 

In making these progressive tests, you 
will come to a place where the lamp does 
not light, while at a previous test it did 
light. The location of the trouble is in 
between these two points. 


SOME FURTHER BUICK INFORMATION 


Q.—We have a model D-45, 1917, six- 
cylinder Buick in which the cylinder oil 
thins out in a very few trips. The cylin- 
ders, also pistons and rings, are in good 
condition but the old hot air tukes on the 
hot spot are gone, and we would like to 
know where we can buy an electric heater 
to put in between the carbureter and 
manifold to heat the gas. Would it be 
advisable to do this or would it be better 
to have the hot spot repaired?—Holken- 
brink Service Station, Sieg], Ill. 

A.—It takes a great deal of electric 
current to produce a small amount of 
heat so that devices of this sort are only 
advantageous in starting. For continu- 
ous running, the hot spot is quite essen- 
tial with present-day fuel, and it would 
accordingly be our recommendation that 
you secure the necessary parts from the 
nearest authorized Buick service station 
so that you may have the advantages 
which a hot spot gives. 


FURTHER STILL 


Q.—Kindly send me a sheet of all the 
knocks and how to locate them. I am 
having a little trouble with the 1921-1922 
and 1923 Buick. The knock is something 
like a wrist pin and it is hard for me to 
locate it. Motor Ace is the finest book I 
have ever read.—Geo. Pcollasek, 252 
Farmington avenue, New Britain, Conn. 


A.—Would suggest that you search for 
loose connecting rods or worn timing 
gears. We are also sending you a list 
of 34 probable causes of engine knocks. 
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Those Vexatious Liens 


Conflicting Claims of Repairman and Chattel Mortgage Holder Discussed 


ii NHE subject of liens is continually 
confronting the garage keeper. 
Each state has its own laws on the 

subject, but general principles are com- 
mon to all the states. Most of the states 
follow the common law on the subject 
and are practically uniform in the rules 
and their interpretations. 

In common language a lien is a claim 
which attaches to a particular piece of 
property regardless of ownership of 
same. That is, the particular property 
stands good for payment of the claim. 
We ordinarily speak of a lien as an en- 
cumbrance on property. Now the garage 
man is most commonly perplexed over 
two liens—the repairman’s lien and the 
lien of a chattel mortgage. 


In a state, as Illinois for example, 
where the garageman’s or repairman’s 
lien is given no preference over a prior 
mortgage, when an automobile is brought 
into his shop for repairs, he proceeds to 
repair at his own peril if he has not gone 
over the public records to find out if 
there is a chattel mortgage on record 
against the car he is about to repair. 
For if he repairs the car his lien is sec- 
ondary to a recorded mortgage, and if he 
must resort to the car itself to collect 
for his charges, he will find that the 
mortgage holder will step in to assert his 
rights under his priority. Thus he may 
lose his repair bill. 

On the other hand, if the garagekeeper, 
in a state as New York, for example, has 
sold a car, either under a conditional 
contract of sale, or by taking a mortgage 
on the car sold to insure payment, he 
may find that his mortgage is of no avail 
due to that state’s law giving priority to 
a garagekeeper’s lien for care, storage 
and repairs. Very few states have fol- 
lowed the lead of New York in giving the 
repairman a lien and making it superior 
to the lien of a prior chattel mortgage. 

A garagekeeper in New York, who may 
also sell cars, shows by his own perplex- 
ity when he writes to inquire as to “what 
prevents any man from buying a car on 
time, then having a friend put on a fake 
repair lien, and so escape further pay- 
ment on the mortgage?” The answer to 
that is that a fake lien is invalid. But 
the difficulty is, of course, detecting and 
proving the fake liens false. That is a 
different matter. However, an honest re- 
pair lien in New York is given priority 
over a previously recorded chattel mort- 
gage, and there is nothing to prevent the 
repair man defeating the mortgage lien. 

Then, the garagekeeper, who is also a 
dealer, has conflicting interests in these 
two liens whether he is in one state or 
another. In those centers where com- 
mercial companies finance the sales for 
the dealers the burden of caring for the 
mortgage lien is shifted to them. These 


By WELLINGTON GUSTIN 
Of the Chicago Bar 








Which lien is superior? That of the 
repairman or the holder of the chat- 
tel mortgage? General principles of 
law discussed in this article by Well- 
ington Gustin will help answer the 
question. Mr. Gustin answers specific 
legal questions for MOTOR AGE 
readers through the Readers’ Clearing 
House Department and answers of 
general interest are published for the 
information of other readers. In- 
quiries should be addressed to the 
Editor of MOTOR AGE. 




















companies are combining in their efforts 
to establish the priority of the mortgage 
paper, which they largely hold, over the 
lien of the repairman. 

The garagekeeper’s lien is a creature 
of the law. It is created, determined and 
limited by the law. If the state has a 
special act creating the lien, then the 
statute must be strictly followed to per- 
fect and preserve such lien. The chattel 
mortgage is a lien by contract which the 
courts will uphold. In the mortgage the 
mortgagor passes title to the mortgagee, 
which title, it is agreed, shall revert to 
the mortgagor upon some compact being 
carried out by the mortgagor, as the pay- 
ment of money. The lien then is deter- 
mined by the provisions in the mortgage. 
Now when this mortgage is properly filed 
of record, or recorded, it becomes notice 
to all others dealing with the property 
of the agreement of the parties relating 
thereto. Of this valid existing agreement 
the world must take notice and is bound 
thereby, with the exception of the repair- 
man in certain states who is permitted 
a superior lien under an implied agree- 
ment on the part of the mortgagee, con- 
senting to his mortgagor’s having re- 
pairs, etc., made. 

Originally a repairman was given a 
lien upon personal property he had done 
work upon. This lien was extended to 
the garagekeeper’s common-law lien. A 
majority of the states recognize this 
lien, while some of the states go a step 
farther and give the garagekeeper by 
statute an additional and distinct lien, as 
is the case in Illinois. Other states do 
not go as far, but seek to remedy the de- 
fect inherent in the common-law lien by 
a statutory provision permitting a lien 
holder to sell the property in his pos- 
session under claim of lien. 

The common-law lien is one of posses- 
sion only. Once the garagekeeper relin- 
quishes possession of a car on which he 
claims this lien, his lien is destroyed. 
The trouble with this lien is that the 
garageman may not sell a car under it. 
He can only keep the car and enforce 
payment in some other legal way. Most 
of the states have now made provision 





for sale of cars held under this lien, 
Also some of the states have another dis- 
tinct lien under which possession of the 
car is returned to the owner and the lien 
is preserved by filing a claim of lien for 
record in the proper department of the 
county or city government, or recording 
the lien claim the same as mortgages. 

A piece’ of property may be the sub- 
ject of a number of liens, all valid and 
existing at the same time. Here is where 
the mortgage holder and garagekeeper 
get into difficulty if not conflict. The 
general rule as to all liens is that the 
first lien in point of time is given pref- 
erence. 
linois between the garagekeepers and 
chattel mortgage holders it appears im- 
possible in this state at least to make a 
provision preferring the garagekeeper in 
his lien. 

Except in those very few states which 
give the repairman’s lien superiority over 
previously recorded chattel mortgages, 
the repairman can only protect himself 
by carefully searching the public records 
for prior recorded liens. 

This does not mean that his lien is in- 
valid. Only that if the repaired property 
is worth no more than the prior recorded 
lien or mortgage and the costs of fore- 
closure, then there will be nothing left 
out of which he may satisfy his own lien 
claims. 

In those cases where a mortgage 
holder takes the property upon which the 
garagekeeper claims a lien, it should be 
known and remembered that this mort- 
gagee has an interest in the property 
only to the extent of his loan. When he 
has a priority, any residue from a sale 
of the property under the mortgage is a 
fund to which the lien will attach. 

The vigilant garagekeeper will have a 
representative present at the sale to see 
that the property is properly sold at a 
proper price, and not knocked down to a 
low bidder, or to a confederate or other 
at figures only sufficient to cover the 
mortgage. 

Now where a mortgage has priority it 
might, in some cases, be safest and 
easiest for the garagekeeper to pay off 
the mortgage and then retain the prop- 
erty under both liens. Especially is this 
true where the property is worth more 
than the mortgage and yet not enough to 
cover the repair bill if court costs, etc. 
are to be added, and where time and 
costs may be saved to the inferior lien 
claimant. In other words, time, difficulty 
and expense of litigating between the 
two lien claimants may be saved the 
garagekeeper, in certain instances, by his 
taking up the mortgage. Of course this 
is a matter requiring good sound bust- 
ness judgment, with knowledge of car 
values. 


And from the litigation in II-” 
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HERE are pictured and described on 

this page some more of the many ac- 
cessories which the dealer can stock for 
the use of the automobilist who is look- 
ing toward the country with longing eyes 
as the vacation season approaches. He 
is deeply interested in having the old bus 
in the pink of condition and keenly alert 
for those things which will add to the 
comfort and enjoyment of his trip. Mr. 
Dealer, study the needs of this potential 
customer and see that he wants for noth- 
ing when he pilots the car on his long 
trip. 
Balloon Tire Clearance Gage 

Dealers selling balloon tires are now in 
a position to speak with certainty in rec- 
ommending the balloon tire size needed 
to replace the other style of tire. The 
Dunlap Tire & Rubber Co., Buffalo, N. Y., 
has devised a Balloon Clearance Gage. 
By placing this gage on the hub cap, at 
the balloon tire size which the manufac- 
turer has recommended as proper for re- 
placement, and swinging one end of it to 
the point of least clearance on the fender, 
the dealer can tell whether the balloon 
to fit present rims will go on the car. 

The Dunlop company has in every in- 
stance allowed clearance for chains and 
chain swing. The balloon sizes to fit 
present rims, together with the tire size 
they replace, is also plainly shown in a 


_ table on the clearance gage so that the 


dealer has the whole story in front of 
him when he talks to the buyer. 


Kim-Dims for Fords 


Dropping the lights instead of dimming 
is the principle of a device known as 
Kim-Dims, produced by the Kim-Dim 
Specialty Works, Taylorville, Ill., for use 
on Ford cars and trucks. Compression 
springs secure the drop of the lamps 
when the control lever on the steering 
post is released. The levers on top of 
the posts, by means of the pull rods 
through the radiator shell, raise the 
lamps to full light ahead when the con- 
trol lever is lifted. All parts are under 
a strong tension. 


Acorn Visible Pump 

A visible gasoline pump of ten gallons 
capacity, of the hand-lift type, is an- 
nounced by the Acorn Mfg. Co., 226-228 
East Main street, Oklahoma City, Okla. 
The pumping unit is of the oscillatory 
type. The vertical position of suction 
and discharge openings, also flanges on 
Suction and discharge, permits removal 
of pumping unit without disturbing pipe 
threads or unions. The height of the 
pump is 9 feet 8 inches. Provision is 
made for the electric illumination of the 
gasoline through plate glass in top of 
cylinder, 


New Fabrice Sheet Packing 

Tanpaec is the name of a new fabric 
Sheet packing for repair work brought 
out by the Advance Packing & Supply 
Co., 808 W. Washington street, Chicago. 
It is tough, light in weight and guaran- 
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Engine cover for Chevrolets 


teed against oil, grease, gasoline and 
water. It is recommended by the manu- 
facturer for every gasket except those 
in contact with burning temperatures in 
the engine and exhaust lines. 

It is chemically treated, containing 
neither rubber nor asbestos, and, it is 
claimed, is easily cut and worked and 
does not disintegrate or harden even in 
long service. It comes in 36-in. rolls, 
in thicknesses 1/64 in., .020 in., 2: in. 
and ys in. 

Jackson Engine Cover for Chevrolets 


Designed to insure quiet operation, 
keep the valve mechanism and other 
moving parts clean, and provide lubrica- 
tion for the valve rockers, the Jackson 
Gray Side and Top Cover for Chevrolet 
engines is announced by the Jackson 
Sales Co., Inc., Cedar Rapids, Iowa. The 
cover is in two pieces, one for the side 
of the engine which encloses the push 
rods, and the other for the top, covering 
the rocker arms, valve stems and other 
moving parts. 

The side cover is permanently attached 
and is held in place by the side water 
connection. The top cover is installed 
by removing two studs and replacing 
them with longer ones on which the cover 
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Fabric sheet packing for repair work 


plate is secured by using nuts, so that 
it is easily removable. Inside the top 
cover is a large felt pad which can be 
saturated with oil every 1,000 or 1,500 
miles, providing lubrication for the valve 
mechanism. Where the two parts of the 
cover meet there is a patented rolled 
edge or channel construction which in- 
sures a tight fit and prevents noise. 

A support for the spark plug cables is 
included. The complete cover is finished 
in gray baked enamel and retails at $4.50. 
Trunk with Tool Compartment 

Hudson owners may now obtain a 
trunk for their cars which embodies a 
folding tool compartment; also a sepa- 
rate compartment provides space for 
chains, tubes or thermos bottles. The 
large space will carry two 26-inch trav- 
eling cases, with room on top for other 
articles. This trunk is made to fit the 
1924 Hudson Coach. The size is 38 
inches long, 13 inches wide and 18 inches 
high. The price of the trunk with two 
cases to match is $50; without cases, at- 
tached storm cover and fastenings in- 
cluded, $35. The trunk is made by the 
Bigler Mfg. Co., Chippewa Falls, Wis., 
which also makes a special trunk for the 
Essex, 





38 





LL Lhe eeld eg 
ise RB Bete 
— 





PATENT PENDING 
Center reamer 


ITH more than fifteen millions of 

cars and trucks registered in the 
United States it is at once apparent that 
the servicing of these automotive vehicles 
is a tremendous task and that the pro- 
gressive shop which is in a position to 
render the most efficient service is going 
to cash in. In order to give the proper 
service to automobiles it is of course nec- 
essary that the tools and equipment be 
provided and to this end the maintenance 
man will do well to see that he is pro- 
vided with these implements. 

Here are described and shown some of 
the many things which are on the market 
and which are appearing from time to 
time. It will pay the man in the service 
department to study them well and to 
take advantage of the opportunity to put 
himself in a position to render the utmost 
in service. 


New Threader for Shop Use 


“Zoerman Threader” is the name of a 
new tool for shop use that is being made 
by Zoerman-Clark Manufacturing Co., 
7146 South Carpenter street, Chicago. 
The screw plate is multiple and adjusta- 
ble die stock is provided. ‘The adjust- 
ment provides for a wide range of grad- 
uations, making it possible to use any 
fraction of 64th, 32nd or 16th of an inch 
in cutting over or undersize threading 
stock. All the dies are always ready for 
use and the dies remain assembled in 
the frames at all times. 


The frames are made in two sections, 
firmly connected, and hold the dies in 
alignment. On one end of the frame 
there is a bolt and nut working in con- 
nection with the graduated aligning 
hinge, making it possible to adjust above 
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Zoerman threader 


or below standard sizes from 0 to 16th 
of an inch. The opposite end of the tool 
is connected by a latch correspondingly 
graduated and adjusted, making a per- 
fect alignment of the dies. 

This design of adjustment makes it 
possible to cut over or under size stock 
or a tight or loose thread. A feature of 
the tool makes it possible to cut a full 
or shallow thread, so that a nut will go 
on tight or loose. The hinge also allows 
the member to swing to the opposite side 
to match outside cutters. The tool is de- 
signed with folding handles for compact- 
ness. It is furnished in United States 
Standard and S. A. E. thread. Both U. S. 
S. and S. A, E. dies can be used in the 
same frame. 

Three different sets are sold: No. 1 at 
$16, No. 2 at $18, and No. 3 at $35.75, 
prices f. 0. b. Chicago. Set No. 3 con- 
tains extra equipment, 


K. & S. Quick-Acting Lift and 
Carrier for Fords 

HE K. & S. quick acting lift and car- 

rier for Fords is a single motion jack 
designed especially for quick elevation 
of Fords. It elevates one wheel separ- 
ately or either axle as a unit with little 
effort, and will clear all mountings, 
offering no obstructions to the mechanic 
at work, it is claimed. By the use of 
two K. & §S. lifts, a Ford without wheels 
undergoing repair can be easily moved 
from place to place. The lift is con- 
structed of iron and steel throughout and 
it compact, easily handled, occupies the 
small floor space of 22x24”, weighs only 
70 lbs., and large double anti-friction 
caster wheels make it easily movable 
whether loaded or empty. Price $16.50. 
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ORE OUT ofthe SHOP 


The K. & S. quick acting lift and car- 
rier is made by The Kelly & Stewart Co. 
South Brownsville, Pa. 


Tie Rod Bolts and Bushings 


The latest addition to the automotive 
replacement parts manufactured by the 
King Sewing Machine Co. is a complete 
line of tie rod bolts and bushings. These 
supplement the steering knuckle bolts 
and bushings which the company has 
been manufacturing for some time past, 
and are furnished for every car for 
which the latter are made. Extensive 
additions have recently been made to the 
older line incorporating the bolts and 
bushings for all the new cars, and the 
two lines now cover more than 90 per- 
cent of all the passenger cars in use. 

The tie rod bolts are made from solid 
bar S. A. E. 1020 carbon steel. They are 
carefully machined, heat treated and 
ground. They are exact duplicates of the 
original manufacturer’s design. Particu- 
lar attention has been paid to the heat 
treating; oil holes and threaded holes in 
the head, if there are any, are plugged so 
as to prevent the surfaces from becoming 
hardened. 

The threads at the lower end of the 
bolt are carefully drawn in lead, so as to 
prevent their being too hard or brittle. 
The grinding of the shank is held to a 
tolerance of .001 of an inch. 

The bushings are of two kinds—bronze 
and steel. In the bronze bushings the 
aim has been, first, by using a special 
alloy of bronze to secure long wearing 
life; second, by turning the outside di- 
ameter to insure perfect fit into the 
steering knuckle arms; and third, by 
matching the bushings to the bolts to 
insure that there will be a minimum of 
metal to ream out in installation. 

The bushings are packed in sets of two 
or four bushings, according to the car 
for which they are made. 


, 


Center Reamer 


A reamer which has been named the 
Center reamer, and which is designed for 
reclaiming axles and taking the “wab- 
ble” out of front wheels, is the product 
of the Safety Manufacturing Co., 1812-14 
Walnut street, Kansas City, Mo. The 
outfit consists of the reamer, ratchet 
wrench and six sets of lock-nuts and 
lock-washers. The reamer is made of 
high grade steel and will ream from one- 
half to one inch. It is operated with 4 
ratchet wrench, 

The lock-nuts and the lock-washers 
work on the ends of the spindle bolt, 
holding it in the center and locking the 
nut with a cotter key. 

The price is $7.50, postage prepaid; 
additional lock-nuts and washers, six 
sets, postpaid, $3. 
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SQUEEKS 8RAITTLES 


on it. The Man who Thinks he can’t do it, is always 


|= better to Fall Down on a job than to Lay Down 
more than half right. 





Success is not made by lying awake nights but by 
keeping awake in the daytime. 





So says that Studebaker Riley Co. of Kansas City. 
Cast your eye over this—also Studebaker Riley dope: 


Getting the Business 


MENU 
Generator Cocktail F. O. B. 
Starter Soup 
Shackle Bolt Olives Steering Gear Celery 
Differential Guinea Hen 
Clutch Mushrooms 
Frame Potatoes 

Top Dressing 


Spring Ham 
Bearing Peas 
Piston Salad 
Grease Ice Cream Nut Cakes 
Oil Demi Tasse 
Mohair Cigarettes Leather Cigars 
Exhaust Music 
—0-0— 


STUDEBAKER RILEY COMPANY 
KANSAS CITY 
Kansas City Club May Ist, 1924 





Engineous Advice 
Don’t spark, plug. 
Work at high tension, 
Said the piston boss. 


Don’t buy a ring 
For any skirt, 
Give a wrist pin. 





Lucky for Johnny 

Teacher asked her class if they could compose a rhyme 
using the word “Nellie.” Johnny Jones, being called up, 
arose much embarrassed. “There was a pretty little girl 
named Nellie, who fell in the water and wet her little 
feet !” 

“Why, Johnny, that don’t rhyme.” 

“I know it doesn’t. The water wasn’t deep enough.”— 
Ke-Nash-A Club News. 





Significant Omission 


He tried to cross the railroad track 
Before a rushing train; 
They put the pieces in a sack, 
But couldn’t find the brain. 
—Indiana Walton Enterprise. 


Ditched 


Ensign: “And you say you lost control of your car?” 
Chief: “Yes. I couldn’t keep up the installments.”— 
The Naval Weekly. 








At the Show 


Visitor—“Pardon my taking up your time. I don’t want 
4 car—but could you tell me where the tea-room is?” 

Salesman—“With the utmost pleasure, Sir. Yours is 
the first genuine inquiry I’ve had today.” 


The Price I Paid 


After Ella Wheeler Wilcox’, “The Price He Paid.” 


I said I would have my fling 
And buy what a greenhorn may; 
And I didn’t believe a thing 
That the wise guys had to say. 
I didn’t believe in a car 
That would stand up under the fire, 
I wanted the one that the salesman said 
He’d sell with an extra tire. 


And I said car knowledge is rot 
And the laws of the trade are nil, 
For the fall guy is he who is caught 
When they hold his car for the bill. 
And I said, “they can go to hell,” 
And I meant it as only the truth, 
When I ordered the car that I did 
In my fresh, keen hour of youth. 


With money I bought my gas 
At the station across from the church 
And with money I put on the class 
As I sat on my satisfied perch, 
For I saw men everywhere 
Hotfooting in new machines 
And all of the flappers smiled on them 
As long as they had the means. 


So I had my joy rides then, 
I went the pace of the town 
Repeating again and again 
Till one day I busted down. 
I had cash enough and to spare 
For any garage bill, I thought, 
So they towed me in from there— 
And then I found out what I’d bought. 


When I purchased the car I had health 
And virtue and spotless fame, 

And I gave in exchange my wealth 
For a manufacturer’s name. 

But now I could feel that my heart 
Was sluggish and sick within, 

My deal for the bus wasn’t half cleaned up 
And here’s where my troubles begin. 


When they brought in the itemized bill 
For labor and parts, then I cried; 
With rage and with fear I was chill 
And now I wish I had died. 
For the car that they sold me was punk, 
And wobbly and made of tin; 
They said it was hardly fair junk 
And that I was a sucker, sucked in. 


I said I would have my fling 

And my friends knew the tub I would buy, 
Yet none of them told me a thing 

And I can’t quite understand why. 
Folks talk too much of cars 


That are cheap to begin with, alone, 


And not enough of the ones worth while— 
Like the next one that I shall own. 
—“Kay Em” Roberts 
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May Is Year’s Lowest Output Month 


Production Declines But 1924 
Still Ahead Same Period 1923 


Analysis of Returns Shows That 
Turnover Runs More Than 
Normal Pace 


NEW YORK, June 9.—Shipping figures 
compiled by the National Automobile 
Chamber of Commerce place May produc- 
tion of cars and trucks at 301,200, a total 
that was in keeping with predictions dur- 
ing the month just ended. The figures 
are 19 per cent below the revised figures 
for April of this year of 373,139 and 23 
per cent under the record-breaking month 
of May, 1923. 


Still this May total was sufficiently 
large to enable the industry to show a 
gain for the first five months of 1924 over 
the corresponding period of 1923, the 
count being 1,749,543 as against 1,652,518, 
an increase of 6 per cent. 

Analysis of the returns, based on the 
May total, shows that production still is 
running at a more than normal pace. 
When the peak production of 394,088 was 
reached in May of last year, statisticians 
figured that this was 50 per cent ahead 
of normal, while this May is 30 per cent 
better than what would be produced un- 
der normal conditions. 

With conditions as they are, it is de- 
clared there now lies ahead a period of 
readjustment to so balance sales and 
production that cars now in dealers’ 
hands may be absorbed. This is not an 
alarming situation and it is believed the 
manufacturers will soon solve the prob- 
lem. That present stocks, although ad- 
mittedly large, will not last long, given 
good weather, is predicted by the presi- 
dent of General Motors, who dec!ares that 
in July or August the supply of new cars 
will be visibly decreased. 


“Fair to Good” Trade for June 


and July Seen by N. A. C. C. 


NEW YORK, June 9.—Directors of the 
National Automobile Chamber of Com- 
merce at their usual monthly meeting 
discussed production and sales. The es- 
timate of 301,200 for May was about what 
the board expected, while the reports 
from the scouts throughout the country 
as to general retail conditions resulted 
in a prediction that business will be fair 
to good in both June and July, indicating 
that the industry is getting back to nor- 
malcy after the record-breaking year of 
1923. 

These reports indicated that May sales 
generally were smaller than either April 
of this year or May of 1923, although an 
increased demand in the southeastern 
section of the country was _ indicated. 











Production Tables 


The following table gives produc- 
tion for the first five months of 1923 
and 1924: 


Output 
1924 1923 
DAMUBAPY «....00.0..c000000 316,224 243,554 
February .........-...... 376,524 276,955 
eee 382,456 355,073 
a ee 373,139 382,746 
SOD ssbigsnncesinmececianiciannsamit 301,200 394,190 


Output for other months of 1923 
and 1922 follow: 





Output 
1923 1922 
June ..... . 378,575 289,407 
a 328,063 247,186 
August . -- $45,271 274,203 
September ............-- 327,506 207,206 
EE csnccsevesnencsin 365,162 239,406 
November .............. 312,996 237,329 
December .............. 303,201 228,410 


Motor vehicle production segre- 
gated as to cars and trucks is as 


follows: 
1923 

Cars Trucks 
TOMBALY ...-.0.0cnccsenes 223,822 19,732 
February ...............- 254,782 22,173 
PIER Steninasosecccstscanee 319,789 35,284 
CS ene 344,661 38,085 
Een 350,460 43,739 
Se 337,402 41,173 
EE Kaaieeaienindecabeneiers 297,371 30,692 
PIN dsicidinancainccnsnnes 314,399 30,872 
September .............. 299,928 28,578 
Oetever ...............-.. 335,023 30,139 
November ............... 284,923 28,073 
December .............. 275,439 27,762 

1924 

Cars Trucks 
Jameary ...............-- 287,302 28,922 
February ..............-- 336,373 31,151 
a 348,350 34,106 
| PERRIS ee 337,037 36,102 
RT ciacccctencscesnpesens 271,200 30,000 





* Estimated. 











The decreased sales were credited to a 
slackening in general business, bad 
weather and poor roads. 


The scouts found that new car inven- 
tories are larger than May of last year, 
with southern dealers relatively less 
stocked than the remainder of the coun- 
try. A pleasing note was struck when it 
was discovered that used car stocks were 
most commonly reported as the same or 
smaller than a year ago. 


0. K. SECOND WORLD CONGRESS 

NEW YORK, June 9.—Directors of the 
National Automobile Chamber of Com- 
merce have authorized a second world 
motor transport congress and Secretary 
George F. Bauer of the chamber’s for- 
eign trade committee has been empow- 
ered to name the date and select the 
location. 

It is likely the next congress will be 
held either immediately before or after 
the New York show. This, of course, 
would mean holding the convention in 
New York City, making the date either 
in December, 1925, or about the middle 
of January, 1926. 


Detroit Retail Sales in May 
Lag; Same Outlook for June 


While Fifth Month’s Totals Are Rel- 
atively Low Cars Move in 
Considerable Volume 


DETROIT, June 9.—Retail sales for 
May in Detroit showed a recession from 
the total in the same months last year, 
according to preliminary estimates of 
dealers. Sales in the first 15 days of 
month were definitely under those of the 
early period last year and while business 
was better in the latter part of the 
month, it was not exceptional enough to 
bring the whole month up to the totals 
of April. 

The outlook for June is that sales will 
continue to show reductions under the 
last years’ total. The falling off in busi- 
ness in May and June, however, does not 
mean that business is bad. Cars are be- 
ing moved in considerable volume, espe- 
cially in the lower priced line, but the 
heavy deliveries of the early part of the 
year took much of the total that other- 
wise would be coming through now. 

Used cars have been selling in volume, 
comparable to the deliveries of new cars, 
but there are still lots of used cars to 
be sold. Prices for used cars are lower 
almost generally and for the most part 
their movement entails sacrifices by the 
dealers. Low priced car dealers are 
most heavily stocked with used cars and 
there has been nothing resembling a 
heavy sale of the used vehicles. 

Dealers are now making money as a 
general rule, such as has been made in 
other years, and the reason generally 
ascribed for this is that there are too 
many associated dealers handling the 
same lines. There is not enough volume 
for all to make money and there is a feel- 
ing that this condition will result in re- 
duced representation of the popular lines. 


_ 


NO BUILDING—NO DISPLAY 

SPRINGFIELD Ill., June 9.—Motor 
vehicle and accessory dealers of this 
city will not participate in the Illinois 
state fair this year. By unan nous 
action, it was decided to keep off the 
fair grounds until a proper building is 
erected in which to shelter the cars. 
Three years ago, the legislature appro- 
priated $480,000 for the erection of 4 
building which would be available for 
motor cars, but no action was taken and 
and the appropriation lapsed. Last 
year, the money was voted over again 
but more than year has passed and no 
signs of a building have appeared, al- 
though it is reported the plans have 


been in readiness for some time. 
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Business Conditions for May 
In Atlanta District Better 





Except as to Lower Priced Cars, 
Trade Is Behind This Period 
Last Year 





ATLANTA, Ga., June 9.—A marked bet- 
terment in the volume of passenger car 
and truck sales during May as compared 
with April is reported by dealers and 
distributors in Atlanta and the adjacent 
territory, although the volume of busi- 
ness is still less than the dealers had 
looked for earlier in the season, and not 
yet up to the total sales the trade was 
experiencing at this time a year ago, with 
the exception of lower priced cars. 

The latter are selling on a satisfactory 
basis all over the district, principally in 
rural communities, and there has been 
little abatement since the early part of 
the year. Higher priced cars, however, 
still are slow, but a much more active 
demand was noted in May than April, the 
latter month proving one of the dullest in 
the past year. 

The summer outlook is generally fair, 
especially in the rural communities, if 
cotton continues to maintain the present 
price level of 31 cents per pound, which 
ithas now held for some time. Prospects 
are for a crop of about 11,500,000 bales, 
which at 31 cents will insure growers 
highly satisfactory returns. 


PAY TAX OR NO LICENSE 

BALTIMORE, Md., June 9.—A new law 
which provides that Baltimore automo- 
bile owners must pay municipal taxes on 
their cars before they can secure licenses 
from the state motor vehicle commission- 
er became effective on June 1. It is 
pointed out that any person buying a 
used car from another and for which he 
must secure his own license should ad- 
just the tax question with the person 
from whom the car is purchased because 
if the personal tax is still due on the car 
the license will not be issued. 


G. M. C. MAILS DIVIDENDS 


NEW YORK, June 9.—An increase in 
the number of stockholders is reported 
by the General Motors Corp., which this 
week will mail dividend checks to 49,170 
common stockholders of record May 19. 
The total number of stockholders in all 
four classes now is 71,382, compared with 
70,009 in the preceding quarter. At the 
end of the second quarter in 1923 the total 
Was 67,417, while the peak quarter was 
the second in 1922, with 72,665. 


PLATE COLORS CHOSEN 
SACRAMENTO, Cal., June 9.—The se- 
lection of yellow and black for Califor- 
nia’s 1925 automobile license plates has 
been announced by the division of motor 
vehicles. Black numerals will be used on 
a canary background. 
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Mortgages ‘i'rousers 


for Used Car 


GALESBURG, Ill, June 9.—Giy- 
ing a mortgage on his trousers, 
shoes, cap and watch, William 
Jenckes, Galesburg farm hand, this 
week succeeded in financing a deal 
whereby he became numinal owner 
of an automobile. 

The machine was offered at $90, 
but Jenckes had only $10 cash. He 
put up the money and the seller, in 
a crowded market, took the chattel 
mortgage on Bill’s clothes. The 
mortgage was duly recorded in the 
Knox county records. 

Second-hand cars are reported to 
be selling as low as $5 cash, with 
mortgages for the balance. One 
buyer took a car for $110 and gave 
a mortgage which listed 40 chickens 
on his rented farm, 














McCord Assumes Management 


of Apperson Brothers Co. 


CHICAGO, June 9.—D. C. McCord, 
president of the Apperson Brothers Mo- 
tor Car Co., Kokomo, Ind., has assumed 
general management of the company fol- 
lowing the resignation of N. H. Van Sick- 
len, according to official information from 
the factory today. B. H. Buxton, who 
has been third vice-president, becomes 
vice-president immediately under the 
president. E. L. Apperson will continue, 
in his capacity of vice-president and en-, 
gineer. No other changes in personnel, 
are contemplated, according to Mr. Bux-; 
ton, who states further that the only 
change in policy will be in the line of 
more aggressiveness. | 


REVIVE N. M. A. 

NEW YORK, June 9.—Those clubs in 
the National Motorists Association which 
were opposed to the merger with the 
American Automobile Association held a 
meeting here with the object of continu- 
ing the N. M, A. 


Richard H. Lee, formerly of Cleveland 
and now of New York, was elected presi- 
dent, with Hugo Meyer, lllinois Auto- 
mobile Club, of Chicago, secretary and 
treasurer. Vice-presidents named were’ 
J. Borton Weeks, Keystone Automobile 
Club; James T. Cox, Long Island Auto- 
mobile Club; Charles A. Roth, Pittsburgh 
Motor Club; J. Herbert Norris, South Jer- 
sey Automobile Club; Charles G. Geyer, 
Delaware Automobile Club. 


PREPARE FOR TOURISTS 


MINNEAPOLIS, June 9—The Twin 
Cities are preparing for a record tourist 
travel. In addition to tourist information 
bureaus both municipalities are making 
extensive preparations for welcoming 
and seeing to the comfort of visitors. 
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Cleveland Company Bringing 
Out New Six-Cylinder Line 


Models Announced for Market June 
15 to Have Many Distinctive 
Features 


CLEVELAND, June 9.—The Cleveland 
Automobile Co. will place an entire line 
of new models on the market June 15. 
The new car has a six-cylinder engine, 
called the mileage motor, and it is an 
entirely new engine, with many improve- 
ments and refinements. It is an L-head 
type, will develop 60 hp. and give the 
owner a greater mileage than has been 
possible in the present Cleveland cars. 


The new cars are standard equipped 
with balloon tires. Four-wheel brakes 
are optional. A one-shot automatic lubri- 
cation system is a big feature. A new 
radiator design and new body lines add 
to the attractiveness of the car. 

In the new line there are: touring cars 
at $1095; touring de luxe at $1195; five- 
passenger (two-door) sedan at $1395; 
five-passenger (four-door) sedan at 
$1495; three-passenger coupe at $1295, 
and a special coupe at $1395. The road- 
ster that has been manufactured by the 
company is not carried in the new line. 

The company entertained for two days, 
ganization at a sales convention at Hotel 
June 2-3, a large portion of its dealer or- 
Winton, Cleveland, O. More than five 
hundred dealers were present. 


CALIFORNIA REGISTRATIONS 

SACRAMENTO, Cal., June 9.—Regis- 
tration of motor cars in California to 
May 21 is announced by the division of 
motor vehicles as follows: 

Passenger cars, 983,389; pneumatic tire 
trucks and commercial passenger cars, 
118,283; solid tire trucks, 37,049; motor- 
cycles, 9,704; trailers, 10,698. Total cars 
and trucks, 1,138,741. 

The registration of cars and trucks 
now is 37,488 over the 1923 grand total. 


NEW WHITE LABORATORY 

CLEVELAND, June 9.—The White Mo- 
tor Co. is building a new experimental 
laboratory for industrial research work 
in connection with trucks. The labora- 
tory is being erected on East Seventy- 
ninth street, opposite the plant, and will 
house facilities interesting not only to 
men in the automotive field but to those 
in touch in a general way with indus- 
trial research. With the new equipment 
the building will cost between $250,000 
and $300,000 and contains 55,000 sq. ft. 


A. A. A. PLANS HOME 


WASHINGTON, June 9.—A permanent 
home for the consolidated American 
Automobile Association and the National 
Motorist Association is to be built here 
which will house the activities of the 
merged organizations and take care of 
the future expansion. 
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Do Not Pound on Desk or Cuff 
Prospect, Salesmen Are Urged 


Speaker Before A. M. A. Says Per- 
sonality Is Element That Can 
Be Cultivated 


CHICAGO, June 7.—The automotive 
salesman who tries to emphasize his 
point by pounding on the desk or slap- 
ping his prospective customer on the 
knee need not expect to get very far in 
the work of merchandising his company’s 
product, in the opinion of W. R. Braasch, 
manager of the department of modern 
salesmanship of LaSalle University. 
Manners and mannerisms of the sales- 
man were given considerable attention 
by Mr. Braasch in an address here last 
night before the “old-timers” meeting of 
the Automotive Manufacturers’ Associa- 
tion. As an expert in this line the speak- 
er advised automotive salesmen to give 
every care to the development of “good 
manners” when interviewing a prospect 
and at the same time practice avoidance 
of the many little things that only dis- 
tract the prospect’s mind and possibly 
annoy him. Good salesmanship manners, 
he said, are the result of never-ending 
cultivation. Never argue, he warned, 
never permit yourself to grow impatient 
and, very importantly, never get angry. 


Sales Personality 


In a general way the speaker addresses 
his remarks to the matter of sales per- 
sonality. He brought up the question as 
to whether sales personality can be de- 
veloped or whether it is simply born in 
some and not to be had in others, and his 
conclusion was that the element known 
as sales personality can be developed, 
but only through constant application. 
“Ninety per cent of the failures in sales- 
manship,” he asserted, “are due to self- 
created fear, adding that the true sales- 
man is the one who has the ability of 
clearly analyzing his successes, in order 
that he might repeat, and analyzing his 
failures, in order that repetitions might 
be avoided. Among other things he ad- 
vised liberal use of the smile and cheer- 
ful disposition, making a hobby of one’s 
work and above all—seeing first that you 
are sold on your company, your product 
and yourself 100 per cent. Without this 
behind him, said Mr. Braasch, the sales- 
man cannot function successfully. 


Seek Foreign Business 


N. H. Oliver, formerly president of the 
Automotive Equipment Association and 
three times vice-president of the A. M. A., 
urged the manufacturers to make more 
extensive efforts for foreign business. It 
is surprising, he told them, how easy it 
is to develop a substantial foreign pat- 
ronage once you are started with the 
proper organization and through employ- 
ment of logical sales methods. Business 
is waiting abroad for those who want it 
enough to go after it, said Mr. Oliver. 
There were indications following his talk 
that this advice had registered. 
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Ten Millionth Ford to 
Make Tour 


DETROIT, June 9—Production 
of the ten millionth Ford car will 
be signalled through the country by 
a demonstration of the car on a 
transcontinental trip over the Lin- 
coln Highway from New York to 
San Francisco. 


The car is especially painted and 
marked for its coast-to-coast dem- 
onstration and will be piloted by 
Frank Kulick, driver of the original 
Ford racing cars. It will be ship- 
ped to New York and then started 
on its long trip, Ford dealers along 
the route being advised of its sched- 
ule so that they may arrange dem- 
onstrations. 

Properly speaking the car is the 
ten millionth model Ford, about 
25,000 cars of other models being 
built before this model was started 
in October, 1908. The first million 
was completed December 10, 1915, 
while the ten millionth model Ford 
was completed June 4. 











Scientific Road Survey Planned 
As Move in Traffic Campaign 


CHICAGO, June 9.—The movement to 
give the Chicago district more commodi- 
ous highways and at the same time elim- 
inate much of the congestion now exist- 
ing took a turn in a definite direction last 
week when Thomas H. McDonald, chief 
of the United States Bureau of Public 
Roads, and George A. Quinlan, Cook 
County Superintendent of Highways, 
signed a joint government and county 
agreement providing for a complete re- 
search survey of the Cook County high- 
way system, 

The study will include investigation 
of highway transportation on all county 
roads during July, August, September 
and October as well as scientific research 
into all phases of road construction and 
administration. The general objective of 
the survey is set forth in the agreement 
in the following words: “To secure and 
develop facts and principles which will 
aid in the planning and construction of 
the most economical and _ serviceable 
highways, the best designs of roads to 
meet highway requirements and to fur- 
ther advance the science of highway 
development.” 

Work of establishing, weighing, count- 
ing and estimating stations on county 
roads already has been started. Sixteen 
such stations will be maintained to accu- 
rately record the vehicular movement. 
Government experts will be in charge 
of these stations and the motoring public 
will be asked to lend its full co-opera- 
tion. 





June 12, 1924 


Business for May Registered 
Marked Descent in Louisville 


About One Dealer Out of Ten 
Claims Good Trade With 
Slumps Varying 


LOUISVILLE, Ky., June 9.—Business 
among automobile dealers in Louisville 
dropped off about 20 per cent during the 
month of May, as compared with April. 
Some dealers report it as high as 25 per 
cent. There are a few, about one dealer 
out of ten, who still hold out that busi- 
ness is “good.” It is unmistakable, 
however, that retail sales are decidedly 
off in the Kentucky metropolis. This is 
true when the current month is com- 
pared with last month and also with 
May of last year. It is simply a fact 
that the sales have not been made. 

It is interesting to note the statistics 
in the various price fields. While com- 
plete figures for May are not available, 
the percentages are about as follows: 

Low priced car sales are 10 per cent 
behind the record of May, 1923, and 25 
per cent behind April of this year. 
Medium priced cars are running 25 per 
cent behind May, 1923, and 15 per cent 
behind April this year. In the high 
priced field, sales will show up about 
equal to April, but 25 per cent behind 
May, 1923. 

The outstanding feature, therefore, is 
the comparative fine showing of the low 
priced makes in April of this year, which 
was considerably in the lead of April, 
1923, and hence makes May this year 
show up poor. 

Delayed opening of warm, bright 
weather is the explanation given in 
Louisville of the unfavorable showing of 
sales during the present month. 


4 DIE AT FORD PLANT 


CHICAGO, June 9.—An explosion in 
the fender baking oven at the Ford Mo- 
tor Co.’s plant at Hegewisch, an indus- 
trial suburb, yesterday caused the death 
of four men and injury of others. The 
dead are William Igney, William Bolder, 
Angelo Siflosi and Stanley Geoske. 

The explosion occurred while the men 
were engaged in cleaning out the oven. 
The interior of that section of the plant 
was wrecked. It is believed crossed 
wires were responsible for the explosion. 


REPORT SALES AS GOOD 

SACRAMENTO, Cal., June 9.—Dealers 
in Sacramento and the valley and moun- 
tain counties tributary to this city con- 
tinue to report sales as good. Practi- 
cally all dealers say business for May is 
as good as last year and a few report bet- 
ter sales. 

Local dealers report that the used car 
business is much better with the coming 
of warm weather and most dealers are 
reducing stocks of used cars with little 
effort, 
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Latin Americans on Tour of 
Roads and Automobile Industry 


Speaker Tells Delegates War Devel- 
oped Revelation That Country 
Has Inadequate Transportation 


WASHINGTON, June 9.—The Pan- 
American Highway Commission, consist- 
ing of 38 delegate-engineers, economists 
and financiers from 20 Latin American 
republics began its four weeks tour of 
America’s automobile industry and road 
inspection trip of the United States, 
here last week, with a two-day stay in 
Washington. 

The delegates were received at the 
White House by the President and at 
the Department of State by Secretary 
Hughes. As the guest of the Highway 
Education Board much of the 48-hour 
stop here was spent in meeting many 
automobile manufacturers, highway en- 
gineers and visiting governmental bu- 
reaus engaged in highway construction 
and allied interest. 

Speaking at the Press Club, Roy D. 
Chapin, director of the National Auto- 
mobile Chamber of Commerce, told the 
delegates the war developed the revela- 
tion that the United States was without 
adequate means of transportation. The 
railroads are insufficient and automobile 
highways must fill the breach, especially 
in short hauls. As a result of the needs 
for highway transport in this country, he 
pointed to the fact that today the United 
States has more automobiles than tele- 
phones and is rapidly developing a na- 
tional highway system to take care of 
the automotive transportation system. 

“The picture that we want you to take 
back with you is how we have built up 
a great highway system; how we build 
our automobiles and how we tie the roads 
up to the automobiles and have today 
what is unquestionably the world’s fin- 
est and best complete highway transpor- 
tation system in the world.” 

The itinerary of the party will be as 
follows: North Carolina until June 10; 
Lexington, Ky., and Cincinnati, O., June 
11; Illinois, June 12, 13 and 14; Minne- 
sota, June 15, 16 and 17; Wisconsin, June 
18 and 19. They will then be taken to 
Detroit and several days spent in the 
automobile factories of that place and 
Cleveland and two or three days in the 
tire factories at Akron. 


—— 


JOINS STEEL PRODUCTS CORP, 

SHEBOYGAN, Wis., June 9.—Fred D. 
Sweet, formerly of the Biflex Corpora- 
tion of Waukegan, Ill., and later with 
the H. L. Rackliffe Co., of Cleveland, O., 
has acquired an interest in the Steel 
Products Corp. of Sheboygan, Wis., be- 
coming secretary and general sales man- 
ager, 

The Steel Products Corp.. which was 
formerly part of the Jenkins Machine 
Co. of Sheboygan, branches out as a sep- 
arate corporation and will manufacture 
a complete line of high grade automobile 
bumpers and other products. 
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Finishing Scores in 
Herald Tour 





EL PASO, Texas, June 9.—The 
following table shows the complete 
finishing seores of the various en- 
trants in the recent endurance run 
staged by the El Paso Herald: 


Points 
No. 1 Oldsmobile —.............. 1,000 
No. 2. Studebaker 0... 1,000 
No. 3 Studebaker . ici” 
No. 4 Studebaker .. _.....-....1,000 
Pe MI issiiisenesinerceekennceitiks 4 
AEE 27 
a . 46 
No. 9 Willys-Knight _..... —— 
Ne, 10 Gveriané ...................... . 18 
OS 
TED 0 
No. 18 Packard ...........................1,000 
No. 14 Oldsmobile —.................... 1,000 
No. 15 Maxwell ............0......... ie, we 
No. 16 Chrysler .......................... 40 
No. 17 Lineoin ............................ 52 
es 0 
No. 19 Chevrolet ........0.0..00000....... 1,000 
No. 20 Chevrolet —......0..000000....... 13 
Ne. Si Codie ............................ 1,000 
Oe 1,000 
ee 1,000 
No. 24 Rickenbacker .................. 1,000 
Nos 26 Franklin: ........................ 19 
No. 26 Packard “8” _................... 1,000 
No. 27 Studebaker _.................. 37 


No. 3 Studebaker, No. 6 Paige and 
No. 17 Lincoln have entered pro- 
tests against the penalties marked 
against them. Cipher shows per- 


fect score. Cars failing to start pen- 
alized 1,000 points. 





Fuel Score of Run in 
Southwest 





EL PASO, Texas, June 9.—The 
final fuel economy score in the El 
Paso Herald’s recent endurance run 
is found in the following table: 


Gal. Qts. 
No. Car Gas Oil Points 
3 Studebaker ...... 11742 10) =128 
re 105 8 118 
EE 137 31% 140 
7 Oakland ............ 9246 1% 9% 
9 Willys-Knight .. 9976 1644 117 
10 Overland .......... 66 23%, 69 
| ne 114% 0 115 
SD We net. 147 2 149 
15 Maxwell ............ 9% % 98 
16 Chrysler ............ 115 0 115 
17. Lineoln .............. 172144 %4 174 
| i —s-_ Seeeee 66 14% 68 
20 Chevrolet .......... 70 5144 «76 
25 Franklin .......... 87 7 94 
27 Studebaker ...... 95 6 101 
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Tire Stocks Shrink As Sales 
Take on Great Proportions 


Replies to Questionnaire Indicate 
Conditions Among Retailers 
Are on Upgrade 


NEW YORK, June 9.—From replies to 
the questionnaire sent out by the Na- 
tional Automobile Tire Dealers’ Associa- 
tion on April 30, conditions among retail- 
ers are improving, for the replies indicate 
that stock on hand has been on the de- 
crease, while a large increase in sales 
is reported. General business conditions, 
say retailers, are “about fair.” 

President George J. Burger is investi- 
gating the discrepancy between the sur- 
veys taken by his association and the 
Rubber Association of America as to the 
stock on hand among the retailers on 
the first of the year. The Dealers’ Asso- 
ciation investigation showed that its 
members were carrying approximately 
400 tires per dealer, which, multiplied 
by 60,000, the estimated number of re- 
tailers, would indicate 24,000,000 tires on 
the shelves on January 1. The Rubber 
Association’s estimate, covering wider 
area, approximated 12,000,000. President 
Burger admits that there may be closer 
to 50,000 dealers than 60,000, so, revising 
his estimate because of this, he thinks 
that stock January 1 totaled 20,000,000 
casings. 

Because of this wide discrepancy Pres- 
ident Burger is urging his members to 
co-operate with the Rubber Association 
on the next survey, it being his belief 
that the larger dealers carrying stocks 
on hand of 500 tires and up, did not 
answer the Rubber Association’s last 
questionnaire. President Burger declares 
that if the manufacturers know what 
dealers are actually carrying, they will 
be in a better position to govern their 
production. 


CONSIDER BUMPER LAW 

CHICAGO, June 9.—The municipal 
safety commission has asked Corporation 
Counsel Busch to ascertain if there is 
anything in the state laws to prevent 
passage of an ordinance compelling all 
taxicabs in Chicago to be equipped with 
bumpers. If it develops that such an or- 
dinance would be valid it is announced 
that one will be drafted at once. The 
commission’s action comes on the heels 
of an accident in which a taxicab with- 
out bumpers figured, resulting in the 
death of a child. It is possible a survey 
of the streets will be ordered with the 
view of setting aside certain streets as 
“play streets” for children. 


TIRE LEADER DEAD 


OTTAWA, Ont., June 9.—The rubber 
world lost one of its prominent leaders 
in the person of Warren Y. Soper, presi- 
dent of the Dunlop Tire & Rubber Goods 
Co., Ltd., Toronto, who passed away here. 
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New Excise Tax Schedule to 


Become Operative on July 1 





Measure Signed by President Car- 
ries Reduction of $25,000,000 
for Motor Trade 





WASHINGTON, June 9.—The 1924 tax 
bill became law when President Coolidge 
affixed his signature to it. It becomes 
operative on July 1, which will mean to 
the automobile industry that on and after 
that date purchasers of automobile 
trucks costing less than $1,000 will be tax 
free and that bodies for trucks, costing 
less than $200 can be purchased without 
the payment of the 3 per cent excise tax. 
Trucks over $1,000 are taxed 3 per cent. 

The measure, which carries altogether 
a reduction of $25,000,000 for excise taxes 
collectible from the automobile industry, 
cuts in half the 5 per cent tax on tires, 
tubes, automobile accessories and parts 
and beginning July 1, the purchasers 
of these items will be taxed only 2% per 
cent. Automobiles, as heretofore, will be 
taxed 5 per cent, 

Had the Senate and House conferees 
permitted the Walsh amendment to the 
revenue act to stand, which eliminated 
the entire “nuisance” tax it would have 
resulted in the saving of an estimated 
sum of from $3,000,000 to $5,000,000 to 
manufacturers and dealers in their ac: 
counting cost, who must make monthly 
reports to the government of all acces- 
sories, tires, tubes and parts sold. 

This was one of the contentions made 
by Senator Walsh, who told the Senate 
that the collection of the tax would cost 
the automobile industry in time and 
money almost as much as the 2% per 
cent levy would yield. 


Body RinichingMlntestahe Lag; 
Paint Makers Seeking Remedy 


DETROIT, June 9.—The annual con- 
vention of the Automobile Body Builders’ 
Association was held at Hotel Statler 
June 3 and 4. In addition to the usual 
meeting this convention was featured by 
the exhibits of about 35 manufacturers 
of body hardware, trimming and finish- 
ing materials, 

The outstanding feature of the meet- 
ings was the general opinion that body 
finishing materials, including paint and 
varnish, have lagged behind the develop- 
ments of automobile mechanical engi- 
neering. The old line paint and varnish 
manufacturers, it was said, have awak- 
ened to this fact and are striving to rem- 
edy the situation. 

From the business angle as referring to 
the general situation, H. H. Rice, presi- 
dent of the Cadillac Motor Car Co., ex- 
pressed belief that the worst of the pres- 
ent recession is past. He said no one 
has ever made any money by attempting 
to sell either the United States or the 
automobile industry short. 

In the absence of Robert H. Clancy, a 
champion of automobile tax reduction in 
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Automobiles Are “Bought” Rather Than “Sold,” 
Rule Judges of Debate Staged in Cleveland 


Victors of Friendly Association Argument Win Decision by a Nose, 
However, Court’s Scoring Showing 24 Points to 22 








CINCINNATI, June 9.—The conclusion 
that automobiles are “bought” by the 
customer rather than “sold” to the cus- 
tomer by the salesman was reached in a 
debate held by the Retail Sales Mana- 
gers’ Bureau of the Cincinnati Automo- 
bile Dealers’ Association. The high spots 
brought out by those supporting the con- 
tention that automobiles are “bought” 
by the customer were: 


1. At least 75 per cent of the present 
salesmen are order takers and not sales- 
nen, 


2. When an over-allowance is made for 
a used car it is self-evident that the pros- 
pect buys the car. 


3. Automobile organizations serve rath- 
er than sell their articles, as contrasted to 
2 sonznp and perfume or other specialty 
salesman. 

4. Asa rule a prospect arouses his own 
interest and desire for a certain type of 
ear, thereby making his decision in ad- 
vance, 


5. It has been proven that most sales- 
men are “tip chasers.” They are always 
trying to discover from somebody else 
who is in the market for an automobile, 
again proving that cars are not sold, 


6. Beeause the market for passenger 
cars at the present time is so intangible 
and there is so little creative sales-man- 
agership, prospects have to evidence their 
intentions before the sales force really 
spends energy on them. 


- 


7. When asked why distributors have 
so many salesmen, the answer was, “So as 
to make it easier for the buyer to buy.” 


The Other Side of It 


The main arguments brought out to 
show that automobiles are “sold” to the 
customer by the salesman were that: 


1. Even though a prospect determines 
to purchase a car, he is open to conviction 
on at least two or three, thereby giving a 
salesman an opportunity to sell him his 
particular line, 








2. Automobiles today are either sold or 
“given away.” 

3. If automobiles were not sold there 
would be no sales force and one or two 
clerks could write down the orders. 

4. If nutomobiles were not solu the pos- 
sibilities are that there would be only one 
or two manufacturers in business, 

5. The very fact that a prospect will 
walk into a show room to buy shows that 
somewhere, sometime, somebody’s brains 
or energy has sold him on that particular 
type of ear prior to his entrance. This is 
in reality selling through indirect sales- 
manship—it may be either through a 
friend owning that type of car and selling 
him the idea or through local and national 
advertising selling him and arousing his 
interest. 


The “Sold” side of the debate was up- 
held by R. B. Swift, of Fulton-Kruse 
Motors Company, Wills Sainte Claire 
dealers, and by James Joyner, of the 
Nash-Cincinnati Motors Company, Nash- 
Lafayette dealers. On the “bought” side 
were Lon Bovis, of the Bovis Oldsmobile 
Company, Oldsmobile dealer, and George 
L. Ten Eyck, of the Avondale Motor Car 
Company, Chevrolet dealer. 

The judges, consisting of Harry T. 
Gardner, manager of the Cincinnati Au- 
tomobile Dealers’ Association, chairman; 
Charles H. Schiear, distributor in Cin- 
cinnati of the Hudson and Essex, and 
John L. Bovis, distributor of the Olds- 
mobile, used a scoring method of putting 
down distinctive points brought, out by 
the debaters, the side securing the great- 
est number of points to be declared the 
winner. These points were then com- 
pared and added by the judges. ‘The 
score was 24 points in favor of “bought” 
and 22 points in favor of “sold.” The 
debate was proposed by Carl Merkel, 
president of the bureau. 








the House of Representatives, his speech 
reviewing the fight in the House for tax 
reduction, was read by F. D. Mitchell, 
secretary of the association. 

David Beecroft of the Class Journal 
Co. and Chilton Co., showed the effect 
of style on the motor car and the manu- 
facturers’ and dealers’ business, and 
Kingston Forbes of the Buick Motor Car 
Co. spoke on the trends of body engi- 
neering and the need for greater stand- 
ardization. 

L. V. Pulsifer, of the Valentine Co.; 
EK. M. Flaherty, of the E. I. Dupont de 
Nemours & Co.; A. I. Stevens, of the Ox- 
ford Varnish Co., and C. R. Bragdon, of 
Ault & Wiborg, contributed interesting 
remarks. 

For the ensuing year, officers will be: 

President, James A. Daugherty, Rob- 
bing Body Corp.; first vice-president, W. 
H. Ritter, English & Mersick; Second 
vice-president, R. Johannesson, Texti- 
leather Co.; third vice-president, R. C. 
Gelzinger, Gelzinger-Fox Co. 





Six Months’ Net Profits for 
Continental Motors $1,343,744 





DETROIT, June 9.—Net profits before 
Federal income taxes of $1,343,744.05 are 
reported by Continental Motors Corp. for 
the first six months of its fiscal year end- 
ing April 30. This compares with net 
profits of $398,267.16 for the same period 
in the previous year. Deducting allow- 
ance for income tax of $180,000 and fur- 
ther deductions of $382,169 for dividends 
and premiums on the 7 per cent go'd 
notes redeemed, the surplus account 
shows a balance as of April 30 of $8,335,- 
551.19, 


Net property investment of the com- 
pany at the end of the six months period 
was $21,710,162.68, as compared to $22, 
380,798.61 as of October 31, 1923. Total 
assets have increased from $34,748,608.95 
to $35,892,334.01. 
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N. A. C. C. Manager Prepares 
for Friendship Mission in Europe 


Reeves Sails June 28 to Carry on 
Work Launched at World 
Motor Congress 


NEW YORK, June 9.—Alfred Reeves, 
eeneral manager of the National Auto- 
mobile Chamber of Commerce, sails for 
Europe on June 28 for an extended trip 
through England, France, Switzerland, 
Germany, Belgium and Holland as a 
representative of the industry, his mis- 
sion being to carry on the good work of 
developing international friendship in 
motoring matters which was started in 
Detroit by the World Motor Congress. 

Mr. Reeves is being sent by the direc- 
tors of the N. A. C. C. who realize the 
growing importance of the export busi- 
ness and who believe that Detroit’s con- 
vention is a stepping zone that will lead 
to big developments industrially in the 
future. Mr. Reeves is going both to 
teach and learn and he will be gone sev- 
eral weeks. 

As plans have been made, the general 
manager will visit bankers, manufac- 
turers, associations of users, consuls and 
other officials in England and on the con- 
tinent to learn more of the foreign re- 
quirements and to supply information 
regarding taxation, legislation, finance, 
highways, service, safety and _ traffic 
planning and similar activities that have 
engaged the attention of the industry in 
this country during the past year. On 
the other hand he will learn what Eu- 
rope has to say as to the fuel situation, 
compulsory insurance, highways and 
highway financing and study their needs 
as to financing automobile stocks and 
sales. 

While the trip has been in contempla- 
tion for some time, the decision to send 
this emissary was arrived at last week in 
Detroit when the N. A. C. C. directors 
saw for themselves the keen interest the 
foreigners are displaying in American 
cars and the American automobile in- 
dustry. 

VELIE WINS RUN 

MOLINE, Ill., June 9.—A Velie touring 
car won the economy run of the Royal 
Automobile Club of Queensland, Austra- 
lia, according to a cablegram received 
at the factory in this country. This car 
averaged 35.5 miles to the imperial gallon 
of gasoline and set a record for cars 
in its class, says the factory announce- 
ment. 

The annual economy of the Queens- 
land, Australia, club is run each year 
and attracts thousands of spectators. 
Each year Australian dealers enter for- 
eign cars in class competition for prizes 
but instead of being a speed contest it 
is an economy run. The course extended 
in a triangular shape is approximately 
100 miles in length. Hills, valleys and 
bad roads were encountered. 
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Executive Committee National Standard Parts Asso- 
ciation Formed Recently in Detroit 











Top Row, Left to Right—F. C. Kipp, Milwaukee; A. T. Haugh, chairman, Buffalo; C. J. 
Peterson, Hartford. Bottom Row, Left to Right—W. T. Mills, St. Louis; R. M. Schure, 
Atlanta; C. W. Moffett, Warren, Pa.; C. H. Shuptrine, Cedar Rapids, Ia. 





HUPP HAS FILM 


DETROIT, June 9.—Hupp Motor Car 
Corp., in conjunction with the United 
States government, has completed a film, 
“The Heat Treatment of Steels,” illus- 
trating many of the important improve- 
ments that have been made by the indus- 
try. The film will be offered to distribu- 
tors and dealers for private exhibition 
before their sales forces as a means of 
promoting greater knowledge of the 
manufacture of Hupp cars. It will also 
be sent by the government to technical 
colleges and universities for classroom 
use. 

Scenes for the film were taken under 
the direction of J. M. Watson, head of the 
Hupp metallurgical department, in the 


. plant of the American Gear & Manufac- 


turing Co., Jackson, Mich., which is a 
Hupp subsidiary, and whose entire prod- 
uct is utilized in the manufacture of 
Hupmobiles. 


STAGE HIGHWAY SHOW 


CHARLOTTE, N. C., June 9.—North 
Carolina’s and the American Road Build- 
ers Association’s great open air highway 
show got under way this week, with a 
delegation of Pan-Americans the guests 
of honor. Great preparations were made 
and demonstrations planned in several 
sections of the state, with North Caro- 
lina highways as an object lesson. Frank 
Page, chairman of the North Carolina 
Highway Commission, is president of the 
road builders association. 


Willys-Overland Clearing Its 
Books of All But Funded Debt 


TOLEDO, O., June 9.—Bank indebted- 
ness aggregating $4,200,000 will have 
been paid off by the Willys-Overland Co. 
before the end of June, according to 
officials of the company here. This will 
clear the company’s books of all debt 
except that which is funded and remove 
another obstacle to payment of back 
dividends on preferred stock and enable 
consideration of that proposition soon. 

Net earnings for the first quarter of 
the year were $2,160,519 which is equival- 
ent to $9 a share on outstanding pre- 
ferred stock. 

So far during the second quarter of the 
year sales are outstripping the same pe- 
riod a year ago when a record high mark 
was set. Earnings too are higher than 
in the first quarter of the present year. 





HELP FOR THE STRANDED 


MINNEAPOLIS, June 9.—The Auto- 
mobile Owners Service association has 
been organized in Minneapolis with 
offices at 1641 Hennepin avenue, and a 
tourist information bureau. G. W. Bliven 
is president. Twenty-four hour service 
is to be kept up and free mechanical aid, 
towing service, emergency battery and 
tire change, and delivery of gas and oil 
to stranded cars of members. The or- 
ganization was formed by local motor- 
ists. 
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Only Few N. Y. Dealers Failed 
To Share in Slump During May 





Believe Business Will Pick up in July 
With Appearance of New 
Models 


NEW YORK, June 9.—With but few 
exceptions Metropolitan dealers report 
that May showed a falling off in retail 
business comparable with the same 
month a year ago. It looks as if June 
will be correspondingly slow, although 
it is believed that the first of July, when 
new models are expected to be an- 
nounced, will see a pick-up. 

Registrations for the first half of May 
were about on a par with April but in 
the last fortnight fell away. This is a 
definite departure from the pace main- 
tained in the first four months of this 
year, when the registration barometer 
disclosed that in the Metropolitan dis- 
trict sales ran considerably in excess 
of the same period in 1923. The increase, 
however, has been in the class under 
$2,000, the divisions above that showing 
a falling off from the count of 1923. 

Certain lines are holding up, though, 
one of those in the higher priced class 
reporting a big increase over April, but 
this was the exception rather than the 
rule. Most of the quick-sellers reporting 
not much of a drop from April. Some 
of the representatives of this line are 
frank to state that a year ago this time 
saw better business. One big dealer, al- 
though finding a ready market for his 
cars at the present time, is somewhat 
alarmed because of the shrinkage of his 
prospect list. Another factor has been 
that so far as closed cars are concerned, 
there seems to be no seasonal demand, 
that type selling readily at all times of 
the year. The only seasonal feature is 
found with open cars and the weather 
so far has been against a big market 
here. 

Used cars are reported to be moving 
fairly well and the anticipated increases 
in list prices do not seem to have helped 
the present market. 





MARKET FOR FUTURE 


MOLINE, TIIll., June 9.—With best 
horses offered at $5 a head and fuel oil 
expensive, South America just now 
donesn’t offer a very promising field for 
the American tractor, Harry F. Evans, 
vice-president and director of foreign 
trade division of the new Moline Plow 
Co., told reporters upon his return from 
a tour of Argentine, Uruguay and Brazil. 

“This great market belongs to the 
United States,” he said, “No other nation 
can take it away from us for no other 
country can compete with us there. It 
is a natural outlet for our manufactured 
goods. The Argentines have great poten- 
tial wealth and in vears to come this 
country will be even richer for new 
crops, such as cotton, are coming and 
with improved methods of farming, the 
breaking up of new land, an almost un- 
imagined wealth will be produced. 
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These Men Took Prominent Roles in Organizing 
National Standard Parts Association 











Left to Right—W. D. Patterson, San Francisco, chairman of organization meeting in Detroit 
May 27; A. Johannsen, organizing secretary, Chicago; S. D. Calloway, Kansas City, Mo., 
secretary of organization meeting. 








BALLOON FOR SMALL BUS 

AKRON, O., June 9.—Although not put 
into the form of the usual public an- 
nouncement, information has been given 
out by the development of the Firestone 
Tire and Rubber Co., indicating that one 
size of balloon tires, the 7.30 can be used 
on buses hauling not more than 10 or 12 
passengers and will be available in the 
very near future for light trucks. 

This is the first statement that the 
new tires which have become so popular 
on passenger cars can be used on buses 
and other vehicles. Practically every 
manufacturer in this district has been 
reluctant to recommend the new tires 
for buses and trucks because actual use 
had not as yet fully demonstrated exactly 
what the tires will do under all condi- 
tions. 

Bus men all over the country have 
been anxious that the easy riding tire 
be made available for public conveyances. 


FORD BUYS STEAMERS 

BUFFALO, June 9.—Announcement is 
made that the Ford Motor Co. has taken 
over the two steel steamers Onondaga 
and Cayuga from the American Ship- 
building Co. and the two boats are now 
at the Buffalo drydock being overhauled 
prior to being turned over to the new 
owners. 


The Ford Motor Co. will use the two 
steamers for coal carrying between the 
lower lakes and the Northern Michigan 
peninsula, where the company has plan- 
ing mills. They will bring lumber down 
on the return trips. In the fall of the 
year the boats will be sent to the At- 
lantic coast, where they will carry coal 
to several Ford plants from Virginia 
ports, and when this trade lets up they 
will be sent to Ireland and Germany 
with parts for the Ford plants in these 
countries. 


Dealer Must Forsake Used Car 


Business, Says Bank President 


HUNTINGTON, W. Va., June 9.—A 
prediction that the time is not far dis- 
tant when automobile dealers will refuse 
to accept a used car in trade on a new 
one was made at a meeting of the Hunt- 
ington Automobile Dealers’ Association 
by Robert L. Archer, president of the 
Union Bank & Trust Co. 

Financing and other problems of the 
dealers were discussed at the meeting at 
which the dealers had as their guests 
representative bankers. 

Mr. Archer said the used car had come 
to constitute a menace to the dealer and 
has reached a stage where this portion 
of the dealers’ business is the one which 
receives the closest scrutiny by his 
banker. 

“The time must come soon,” said Mr. 
Archer, “when the successful dealer must 
put the used car part into other hands, 
and refuse altogether to accept old cars 
as part payment upon new ones.” 


MASON ORGANIZERS RESIGN 

CLEVELAND, June 9.—D. M. Mason 
and O. M. Mason, organizers of the Ma- 
son Tire & Rubber Co., with plants at 
Kent and Bedford, O., have resigned as 
president and treasurer, respectively, 
and members of the board of directors. 
W. A. Cluff, former seeretary, succeeds 
O. M. Mason as president and replaces 
D. M. Mason as treasurer of the com- 
pany. Colonel H. P. Shupe of Cleveland 
and T. G. Graham, factory, manager, 
have been elected to vacancies on the 
board. 

D. M. Mason resigned on account of ill 
health and O. M. Mason retired on ac- 
count of growing demands upon his time 
of other activities. 
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Membership Drive 


PITTSBURGH, June 9.—A drive for 
new members is now on by the Pitts- 
burgh Automobile Dealers’ Association. 
At a meeting held in the Pittsburgh Ath- 
letic Association, J. C. Kuhn, president, 
said: 

“Since this association was organized 
two years ago for the encouragement of 
good fellowship among the dealers and 
distributors of automobiles and trucks, 
it has had a tremendous influence in fos- 
tering a spirit of honest competition and 
fair and square dealing. We believe, that 
by the work of our members, we have 
helped elevate the standards of the auto- 
mobile business in our own eyes and in 
the eyes of the public. 

“Now we feel we can do greater things 
and we want every automobile dealer in 
this district to join in our efforts. Every 
dealer who participates will reap bene- 
fits which he can get only through asso- 
ciation with active men in his own line of 
business.” 


Committees Named 


CHARLOTTE, N. C., June 9.—James 
E. Taylor, president of the Charlotte 
Automobile Merchants’ Association, has 
announced the following committees for 
the present year: 

Legislative—J. P. Harris, chairman, 
Lee A. Folger, C. M. Byers, T. M. 
Glasgow. 

Credit—T. R. Stewart, chairman, W. A. 
Montgomery, Carl MHalleman, Victor 
Shaw, J. C. McDonald. 

Traffic—T. M. Glasgow, chairman, J. P. 
Harris, Lee A. Folger, George Wads- 
worth. 

Publicity—H. C. Worrall, chairman, 
Fred Anderson, James F. Reeves, T. J. 
Pierson. 


Program—B. D. Heath, chairman, H. 
D. Horton, K. A. Grice, L. D. Stapleton, 
C. L. Etheredge, C. R. Collins, J. C. 
McDonald. 

Membership—J. H. Huntley, chairman, 
Victor Shaw, John Payne. 

Attendance—J. L. Harralson, chairman, 
T. T. Tibbatts, John Payne, C. E. Brad- 
shaw, Earl Halleman, H. C. Worrall. 


Entertainment—L. D. Stapleton, chair- 
man, George E. Wilson, F. W. McDonkey, 
Jr., L. M. Hipp, H. E. Wilkinson. 


Association to Build 


SAN FRANCISCO, Cal., June 9.—A lot 
120 by 236 feet at Van Ness avenue and 
Hayes street has been purchased by the 
California State Automobile Association, 
for early erection of a new San Fran- 
cisco headquarters for the association 
and its more than 40,000 members, ac- 
cording to announcement by W. T. Seson, 
President of the association. 


Arrangements for financing the build- 


ing have been completed, and no assess- 
ment will be levied on the membership 
for costs of construction. The new 
building will occupy 120 by 100 feet of 
the tract purchased, the remainder being 
occupied by income-producing property 
which will help to defray the costs of 
the building. 


Association Benefits 


ATLANTA, June 9.—What the Atlanta 
Automobile Association has done for its 
members and the trade is outlined in a 
list of accomplishments and advantages 
made public recently by the association. 
The list, in brief, is as follows: 

1—Elimination of questionable adver- 
tising propositions. 2—Savings for 
members through investigation of solici- 
tors for money who represent no meri- 
torious movements. 3—Improving the 
plane of salesmanship by investigating 
candidates for positions and eliminating 
the “would-be” class. 4—Elimination of 
many violations of the high standards 
of business practice, thus improving the 
standing of the trade in the eyes of the 
public. 5—Educational advantages of 
discussions at meetings. 6—Elimination 
of much friction in the trade as well as 
unfair competition through the associa- 
tion’s code of ethics. 

Cash Basis Big Idea 

MONCTON, N. B., June 9.—Automobile 
dealers of this town met recently and 
organized the Moncton Automotive As- 
sociation. The idea behind the movement 
is to establish the business on a cash 
basis. The new body will at the same 
time not overlook the social welfare side 
as well as matters of general interest 
to the trade. Those elected to hold office 
for the ensuing year include—President, 
C. C. Hayward, vice-president, E. W. 
Givan, secretary, A. D. Fownes, treas- 
urer, R. K. Buzzell. Board of Manage- 
ment: J. W. Humphrey, W. W. Lodge, 
G. V. Melanson, F. Breau. Advertising 
and Entertainment Committee—Messrs. 
Howes, Humphrey and A. R. Locke. 


Enroll New Members 


ST. LOUIS, June 9.—At the May meet- 
ing of the Associated Automobile Service 
Companies of St. Louis 22 applications 
for membership were approved, bringing 
the number in the organization up to 100. 

M. J. Williams, general sales manager 
of the Spalding Motor Car Co., Durant 
and Star distributors, addressed the 
meeting on the relations which should 
exist between the automobile dealer and 
the independent automobile service com- 
panies and urged friendly cooperation 
between the two branches of the industry. 

Election in Milwaukee 

MILWAUKEE, Wis., June 9.—Robert 
W. Leach, general manager Curtis Auto 
Co., pioneer distributor of the Reo in 
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Milwaukee and the greater part of Wis- 
consin, was elected president of the 
Milwaukee Automotive Dealers’ Associa- 
tion at the annual meeting. Melvin D. 
Newald’s of M. D. Newald’s Sons & Co., 
Stewart truck distributor, was elected 
vice-president. Bert F. Anger, head of 
the Anger-Chevrolet Co., was elected 
secretary, and Bart J. Ruddle reap- 
pointed executive secretary and manager. 
The treasurer is Frank J. Edwards, 
president Edwards Motor Car Co., Dodge 
and Graham truck distributor. Directors 
include F. W. B. Achen, Chandler and 
Cleveland; John G. Wollaeger, Stude- 
baker; John H. Ryan and J. F. Derse. 


Prepare for Big Time 


PHILADELPHIA, June 9.—The May 
meeting of the Automotive Service As- 
sociation was held in the quarters of the 
Philadelphia Automobile Trade Associa- 
tion, when the details of the annual 
outing, to be held June 14, were an- 
nounced. The outing will be held at 
Riverview Beach, thirty-two miles down 
the Delaware river. The members and 
their guests will travel in a large ex- 
cursion steamer, leaving the city at 2 
p. m. and returning late in the evening. 


Discuss Used Car 

QUINCY, Ill., June 9.—The Tenk Hard- 
ware Co. was host at a dinner to the 
Auto Trades Association of Quincy and 
a score of Hannibal car agents at which 
the used-car problem was discussed in 
light of the experiences of dealers of the 
two communities. W. B. Jones, presi- 
dent of the Hannibal association, led the 
visiting group and F. G. Hodgdon, Han- 
nibal banker, spoke of the financial as- 
pect of the situation. 


Friday 13th Outing 

DES MOINES, Ia., June 9.—Friday, the 
13th, isn’t a jinks for Des Moines Motor 
Trades Bureau members who willfully 
and merrily set that date for their an- 
nual June outing at Union park. All 
trades people, whether members of the 
association or not, are invited to attend. 
Baseball, tug-of-war and races will be 
principal events of the athletic program. 


H. A. Lord Re-Elected 


LOS ANGELES, June 2.—At a recent 
meeting of the Motor Car Dealers As- 
sociation, Harry A. Lord was re-elected 
president, L. R. Wadsworth was chosen 
vice-president, Byron C. Foy secretary 
and Andrew Baldwin treasurer, These 
four and P. G. Hoffman, D. P. Smith and 
H. W. Nerney are the directors. 


To Erect Road Signs 


SENECA FALLS, N. Y. June 9.—More 
than 50 members of the Seneca Falls, N. 
Y., Automobile Club recently attended its 
first dinner. Montgomery F. Van Houten 
was elected president. It is the plan of 
the officers to erect new road signs 
throughout that district. 
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Compiles Summer Slate of 
Foreign Fairs and Contests 





Automotive Division to Keep Up 
Schedule of Events Being 
Planned Abroad 


WASHINGTON, June 9.—The Automo- 
tive Division of the U. S. Departmeni of 
Commerce is undertaking compilation of 
automotive exhibitions and _ contests 
throughout the world. Answers to a 
questionnaire submitted to foreign offi- 
cers of the government are now being re- 
ceived and are summarized in the follow- 
ing list. A schedule of such events will 
be maintained by the Automotive Divi- 





sion and used as a basis for articles in‘ 


“Commerce Reports.” 


The first list for the months, June to 
September, 1924, follows: 

June 17-22, Vienna, Austria—The Al- 
foeld-Alpine Tour. Distance to be cov- 
ered is about 2,000 kilometers and the 
tour lasts six days. It is planned as an 
endurance contest for large and small 
cars and is a survival of the famous pre- 
war tours organized each year by the 
Austrian Automobile Club. 


June 23-29, Prague, Czechoslovakia— 
Fourth International Endurance Contest 
for touring cars, arranged by the Czecho- 
slovak Auto Club. It is open to single 
automobiles and to teams of three or 
more cars of the same make. 


July 1-15, Dunkirk, France—Northern 
European Fair. The countries expected 
to participate are Great Britain, Ireland, 
Belgium, Holland, Denmark, Sweden, 
Norway, Finland, Russia, Latvia, Estho- 
nia, Poland and Lithuania. Headquar- 
ters: No. 2 Rue Gaspard Malo, Dunkirk, 
France. 


July 27, Carlsbad Czechoslovakia— 
Third International Hill-Climbing Con- 
test. 


August 23 to September 2, Bratislava, 
Slovakia—International Danube Fair. 
The government ordinarily grants certain 
increased facilities in the way of reduced 
fees for visas and lower railway rates 
to exhibitors at these sample fairs. 

September 15, Frederickton, N. B., Can- 
ada—Provincial Exhibition. Space at the 
rate of $10 per car is charged and a spe- 
cial building houses the automobile ex- 
hibition. Practically all well-known 
makes of American and Canadian cars 
are to be shown. Few foreign cars will 
be exhibited. 

September 21-28, inclusive, Prague, 
Czechoslovakia—Prague Autumn Fair. 

September 21, Sternberk, Moravia— 
Fourth National Hill-Climbing Contest. 
This is an annual event of considerable 
importance and is participated in by for- 
eign contestants as well as local. 

September, Vienna, Austria—Vienna 
International Fair (semi-annual). This 
is a large international fair embracing 
all branches of manufacture and trade 
and is well represented by both domestic 
and foreign buyers and sellers. At the 
fair held in March, 1924, seven American 
automobiles were shown. 
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Maine Modifies Its 
Motor Ban 





PORTLAND, Me., June 9.—Maine 
State highway officials have been 
instructed to modify the ban they 
put upon all commercial vehicles 
from other States entering Maine, 
which started a warfare between 
this State and Massachusetts, 

While Maine still insists that 
trucks from other places must be 
registered before using the high- 
ways here the drivers are now al- 
lowed to drive as far as Portland 
where there is a branch of the State 
motor registry where registration 
plates are available. 

Heretofore the trucks were stop- 
ped anywhere the inspectors saw 
them causing a hardship on drivers 
and owners. Massachusetts has 
therefore allowed Maine trucks to 
drive as far as Lawrence and Hav- 
erhill to be registered instead of be- 
ing stopped at the border. 











Last Month’s Sale Volume in 
Columbus 25-30 Per Cent Off 


COLUMBUS, O., June 9.—A canvass of 
the situation among passenger car agents 
and distributors show that business is 
between 25 and 30 per cent less than last 
year at this particular time. Practically 
all dealers report a less volume of busi- 
ness ranging from about 15 per cent for 
the extreme low priced cars to about 40 
or 45 per cent for the cars selling from 
$3500 and upwards. 

The falling off has continued for the 
past few months and is attributed largely 
to uncertain business conditions, al- 
though some distributors hold _ that 
weather conditions, which have been uni- 
formly bad, compose a large contribut- 
ing factor to the recession. 

Profits are correspondingly less but 
some of the dealers have already cut 
their overhead and as a result they are 
increasing their profits accordingly. Used 
cars are selling slightly better. 

SHOW IS ASSURED 

SACRAMENTO, Cal., June 9.—Practi- 
cal assurance that the foot and mouth 
disease epidemic will not interfere with 
the Sacramento Automobile Show Sep- 
tember 1-10, is seen in the announcement 
here by the State Fair Committee that 
the state fair will be held as_ usual. 
The Sacramento Automobile Show is a 
part of the fair. 


HALF SALES CLOSED CARS 


AUBURN, Ind., June 9.—Recent check 
of Auburn production for the first four 
months of 1924 show that 50 per cent of 
the purchasers of Auburn cars favored 
closed models, according to R. H. Faulk- 
ner, director of sales. 
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80,000 Fords Delivered Under 
Weekly Payment Arrangement 


First Year of System’s Operations 
Finds Enrollments Numbering 
More Than 250,000 


DETROIT, June 9.—Approximately 80,- 
000 deliveries have been made under the 
Ford weekly payment plant in the year 
that it has been in operation, a large per- 
centage of the deliveries being made in 
the first four months of this year and 
representing a considerable portion of 
the increased business that the company 
has experienced in this period. 

Enrollments under the plan have num- 
bered somewhat beyond the 250,000 mark 
and there are at the present time about 
170,000 enrollments for cars on which 
payments are being completed. Though 
the total enrollments are relatively high 
and have resulted in much business that 
otherwise might not have been developed, 
the company feels that the business pos- 
sibilities under the plan are so large that 
the present enrollments represent only 
a scratch on the surface. 

In the rush of spring business in the 
early part of the year, the work of enroll- 
ing prospects under the weekly payment 
plan has been somewhat passed over to 
get immediate business, but though rele- 
gated temporarily to the rear, it is an 
important part of the work of each dealer 
so much so that the company is planning 
a special drive to aid dealers in getting 
prospects started toward a future pur- 
chase. 


Dealers in many parts of the country 
have made large increases in their busi- 
ness through use of the plan and others 
have achieved only partial results. In 
every case where the dealer has worked 
steadily on enrollments, the work has 
been highly satisfactory, the company 
notes, and it is the intention to get all 
dealers solidly behind it. 


TO ENLARGE MARMON OUTPUT 

INDIANAPOLIS, June 9.—A large in- 
crease in production in Marmon cars is 
the first announcement of new policy to 
come from G. M. Williams, newly ap- 
pointed president of Nordyke & Marmon 
Co., of Indianapolis. Plans are already 
under way to make possible this increase 
by fall, according to Mr. Williams, who 
expresses a confidence that business con- 
ditions in the fall will warrant manufac- 
turers planning for a good volume of 
sales. 


2450 OLDS DEALERS 

DETROIT, June 9.—Olds Motor Works 
reports a continued increase in the num- 
ber of its dealers, the present total of 
about 2200 direct and 250 additional as- 
sociate dealers being augmented at a rate 
approximating six or more a day. ‘The 
majority of new dealers have been placed 
in the rural sections of the country where 
a heavy demand for the new car is being 
experienced, declares the factory. 
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July May See Resumption of 
Production on a Larger Scale 


Factory Outlook Said to Be More 
Hopeful Than for Several 
Months 


DETROIT, June 9.—The general pro- 
duction and industrial situation in the 
Detroit district shows a rather more 
hopeful outlook for June than for the 
past several months. By this it is not 
meant that production will show higher 
figures than for April and May, but that 
the surplus stocks accumulated in the 
winter and early spring months will be 
cleared away to a large extent and that 
July may see a resumption of produc- 
tion on a much larger scale. 

May production for the entire industry 
according to preliminary estimates will 
run about three hundred thousand, a 19 
per cent drop from the April totals. Of 
this about 160,000 were Ford cars and 
trucks and about 24,000 trucks of all 
other makes, leaving a passenger car 
balance for the rest of the industry of 
about 116,000. 


Giving Dealers a Chance 


This latter figure spread out over all 
manufacturers indicates that production 
is being held to low figures while the 
car surplus in dealers’ hands is being 
cleared away. Retail deliveries for the 
country will show a much higher figure 
than the May production total. In the 
case of the Ford company alone, May 
deliveries approximated about 220,000, or 
a total of 60,000 cars and trucks that 
were drawn from dealer stocks. 


Estimates by the Ford company of June 
business is for at least 200,000 retail de- 
liveries with production somewhat less 
than during May. This according to the 
company will result in a clearing off all 
hew car stocks in dealers’ hands by July 
and permit of larger production from that 
time on. The company has declared very 
definitely that no men are or will be laid 
off and though some working hours have 
been shortened, no employes are out of 
work or will be laid off. 


There are some employes of other com- 
panies out of work, but in the majority 
of cases the worst that has happened to 
any one has been shorter working hours, 
with the factories generally working on a 
40 to 60 per cent basis. Buick’s schedule 
for June production is 14,000 cars which 
compares with a capacity of from 20,000 
to 24,000. The Dodge schedule for June 


is approximately capacity — 20,000 to 
24,000. 


Close to Capacity 


Hudson-Essex and Maxwell-Chrysler 
show operations that approximate capac- 
ity output, while many of the other com- 
panies are working at high figures, turn- 
ing out specialty cars introduced in the 
late spring and early winter. Reo is 
working at approximately 109 per cent 
capacity on its passenger car line, this 
beine attributed to a large extent to the 
Popularity of its balloon tire models. 
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Minnesota’s Mileage 
Cost Drops 





ST. ANTHONY PARK, Minn., 
June 9.—Reports of county agents 
to the University Farm aggregated 
show automobile mileage costs in 
Minnesota in 1923 were lighter than 
any year since 1918, the first year 
of the tabulation work. 

For the 56 test cars the average 
cost per mile was 64¢c as against 
11%c in 1920. 

Gasoline prices averaged 18 per 
cent less per gallon than in 1922 
and 24 per cent less than in 1921. 
Tires were cheaper and the lower 
price level of cars reduced depre- 
ciation and interest charges. The 
season permitted greater mileage 
which means a lower cost per mile. 














Production is well sustained in the high 
priced lines. Both Packard and Cadillac 
are operating at close to normal figures 
while Lincoln and Wills Sainte Claire 
are building more cars than ever before. 


Reports to factory executives on the 
used car situation among dealers indi- 
cate unsettled conditions, some districts 
and dealers being in good shape and in 
others being unable to accept any new 
car business where trades are involved. 
Used cars are almost solely a matter of 
individual dealer methods and the weath- 
er conditions in particular territories. 


15 Cities Went Through April 
Without Single Motor Tragedy 





NEW YORK, June 9.—Compilation of 
automobile accident records in April as 
made by the Traffic and Safety Planning 
Committee of the National Automobile 
Chamber of Commerce reflects results 
of co-ordinated efforts on the part of the 
authorities and prominent organizations 
to make the streets safe for pedestrian 
and motorist alike. 

This is shown by the fact that 15 cities 
came through April without a single mo- 
tor fatality. Of these two, Evanston, IIl., 
and Holyoke, Mass., had clean records in 
March. New York City had 60 fatal traf- 
fic disasters in April as compared with 
66 in March, and Cincinnati had seven 
against 18 in the preceding month. In 
many cities, however, the totals were on 
the increase, 


MANY VIOLATE LAW 


SACRAMENTO, Cal., June 9.—Approxi- 
mately 20.000 alleged violators of the 
state headlight law were arrested by offi- 
cers operating under direction of the 
state division of motor vehicles. between 
May 1 and May 21, 1924. according to 
announcement by Will H. Marsh, chief 
of the division. 
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Phonograph Records as Sale 
Booster Planned by Packard 


Prospects Will Be Offered Series of 
Talks on Machine’s Strong 
Points 


DETROIT, June 9.—Through the me- 
dium of phonograph records, Packard 
Motor Car Co. will place before a large 
number of prospective buyers of cars, 
talks by four of its leading factory execu- 
tives in which are detailed features which 
make for automotive excellence from the 
manufacturer’s viewpoint. The records 
are now being manufactured for the 
company and will be ready for distribu- 
tion this month. 

The purpose of the records is to sup- 
plement activities of retail salesmen in 
placing before prospects the story of the 
Packard car—in a sense, placing the fac- 
tory definitely behind the salesman in his 
work with each prospect. The records 
may either precede the salesman or fol- 
low him, according to the factory’s plans, 
but in either event they lend the addi- 
tional weight of the executives, to the 
salesman’s effort. 


The Battery of Speakers 


Speakers on the records are Dr. H. H. 
Hills, vice-president in charge of distri- 
bution; Col. J. G. Vincent, vice-president 
in charge of engineering; E. F. Roberts, 
vice-president in charge of manufactur- 
ing, and H. N. Davock, general service 
manager. There are two records, each 
speaker giving a brief talk on one side 
of the record on the particular advan- 
tages of the Packard car from the view- 
point of his department’s part in its pro- 
duction or sale. 


Through direct mail methods, the fac- 
tory will direct the attention of prospec- 
tive buyers to the fact that the records 
are available and, speaking for the deal- 
er, request the opportunity of having 
them heard in the prospect’s home. Fol- 
lowing the hearing the records will be 
picked up and passed on, or may be kept 
indefinitely if the prospect desires. The 
appearance of the dealer in connection 
with the distribution of the records gives 
opportunity for direct sales effort. 

In originating its plan for using rec- 
ords as a means of assisting sales, the 
company has considered the fact that 
there are some twenty-two million phono- 
graphs in use in the United States and 
that a hearing may be had over a large 
number of these. It has considered the 
advent of the radio, by the way, but 
knowing that phonographs are selling 
still in ever-increasing numbers, regards 
the latter as of the utmost importance 
in spreading its educational efforss. 


CRUDE RUBBER HITS 18.75 


NEW YORK, June 9.—Crude rubber 
was quoted at 18%, cents today, with tire 
manufacturers showing little interest and 
the buying being in small quantities by 
smaller consumers, such as drug sun- 
dries manufacturers. 
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CONCERNING MEN YOU KNOW 











Sid Black, vice-president and sales manager 
of the Cleveland Automobile Company, was a 
guest recently of Charles F. Buelte, Rochester, 
N. Y., Cleveland dealer. 


H. L. Brown, general manager of the Durant 
plant at Elizabeth, N. J., addressed a_conference 
of salesmen of M. B. Leahy, Inc., Durant and 
Star distributor in Central and Western. New 
York, at the Sagamore Hotel, Rochester, N. Y. 
Mr. Brown spoke on the new Coast-to-Coast con- 
test. Dealers and salesmen from all parts of 
Central and Western New York attended the 
conference. 


Frank J. Smith, president of the Rochester 
Automobile Club, was married recently to Miss 
Alma Mock, of Rochester, N. Y. 


L. A. Marre, formerly with the Pullman Co., 
and H. Shannon Co. of Chicago, has been ap- 
ointed Chicago representative on the Balcrank 
Deneer line by The Cincinnati Ball Crank Co. 
In addition to Chicago “* rre will also 
aoe Seana, Gary, Hammond and Northern 

inois. 


Samuel A. Simmons, Dodge dealer, Spencer, 
W. Va., was elected a delegate from the Fourth 
West Virginia district to the Republican national 
eonvention. The Spencer automobile merchant 
led a field of five candidates by more than 4,000 
votes. The district includes the cities of Hunt- 
ington and Parkersburg. 


L. F. Courshon has entered the auto accessory 
field in Mason City, Ia. He was recently repre- 
sentative of the Y. P. A. Highway and in this 
connection became widely known to dealers in 
the state. 


J. C. Long of the National Automobile Cham- 
ber of Commerce, New York City, is one of a 
number of nationally prominent men who have 
accepted invitations from Secretary of Commerce 
Hoover to co-operate in making a study o: hign- 
way traffic accidents and to formulate plans 
whereby facts concerning accidents may be pre- 
sented in a manner which will enable students 
of traffic problems to find more ready solutions. 


A. W. Greening has been made director of re- 
tail sales for the Minneapolis Flint Co., 12U1 
Hennepin avenue. He has been in motor sales 
departments many years. The company distrib- 
utes Flint cars throughout the Northwest. 


A. L. Bigelow, recently manager of the loan 
department of the Standard Trust and Savings 
bank, Chicago, has been elected president and 
general manager of the recently re-financed Gen- 
eral Battery and Supply Co., East Moline, III. 
He succeeds F. H. Jones. Starting and lighting 
batteries have been dropped from the production 
schedule which now specializes in rail and indus- 
trial products. Prospects. are that the plant will 
be at production capacity for an indefinite period. 


Announcement has been received from Don C. 
McCord, president of Apperson Bros. Automo- 
bile Co., Kokomo, Ind., that George D. Lynn, 
former branch manager of the Chicago branch, 
has assumed the oy of vice-president and 
eneral manager of the moperees Motor Car Co., 
ne., of New York City. r. Lynn’s new duties 
will put him in charge of the several Apperson 
branches in this country. His experience covers 
connections with the Ford Motor Co. and Paige 
of Detroit. 


Douglas Andrews, who has become sales di- 
rector for the Westcott Motor Car Company, has 
been associated with the motor car industry for 
almost 20 years. His most recent connection 
was with the Wills Sainte Claire Company, of 


which he was assistant sales manager. Previous 
to that he was associated with Willys-Overland, 
Maxwell-Chalmers and Hudson. 


A. R. Hirst, state highway engineer of Wis- 
consin, has resigned from the position as. well 
as membership on the state highway commission 
to run for the Republican nomination for gover- 
nor of Wisconsin in opposition to Gov. John J 
Blaine. John T. Donaghey, maintenance engi- 
neer of the commission, has been appointed act- 
ing highway engineer. 


W. L. Blain has resigned as president of the 
Connecticut Valley Motor Sales, Inc., Paige and 
Jewett dealers in Springfield, Mass. T. E. 
Beahn succeeds him. T. J. Beahn continues in 
the post of general manager. 


Frank Dickson has been appointed manager of 
Rolls Royce sales for the Van Kleeck Motor 
Company of Pittsburgh. His territory includes 
Western Pennsylvania, Ohio and West Virginia. 


Willard Richards, manager of the Hyland Mo- 
tor Co., Salt Lake City, has been elected presi- 
dent of the Exchange Club of that city. 


Bronson R. Hawkins, of Edward R. Hawkins, 
Inc., Syracuse, distributors for Case cars and 
Selden trucks, has been made head of the truck 
department of the new agency. 


Joseph Falkenhagen has resigned as used car 
manager of the Englert-McKean Company, Pitts- 
burgh, country distributors of the Oakland. His 
place has been filled by Harry P. Schoenman, 
service manager. 


Howard U. Herrick, for 12 years factory man- 
ager of the Brown Lipe Gear Co., has resigned 
to become general manager and vice-president of 
the V. & O. Press Co. at Hudson, N. Y. He 
has been succeeded by Lee Howell, who was 
Mr. Herrick’s assistant for seven years. 


F. Robert Lee has been appointed general sales 
manager of the Thermoid Rubber Co., with 
headquarters at the factory in Trenton, N. J. 
Mr. Lee has been associated with the company 
for some time past in the capacity of assistant 
sales manager. 


Reed L. Parker, well known to the industry 
through his connections with prominent agencies 
handling automotive accounts, has purchased an 
interest in the Homer McKee agency of Indian- 
apolis and will move immediately from Detroit 
to the Hoosier metropolis to take up his new 
work. Mr. Parker is best known as a former 
executive of the C. C. Winningham agency in 
Detroit. 


C. C. Miner has resigned as president and gen- 
eral manager of the Inland Products Co., Inc., 
St. Louis. Mr. Miner states that he has no 
plans for the immediate future but having been 
identified with the automotive industry for so 
many years probably will make a connection 
keeping him in this field of work. 


H. H. Faust, who resigned as superintendent 
of schools at Janesville, Wis., four years ago to 
become associated with the sales department of 
the Janesville Chevrolet works, and who more 
recently has been doing sales executive work in 
other General Motors units, has been appointed 
manager of the Oak Park branch of the Chicago 
division of Buick. 


General Manager W. R. Campbell of the Ford 
Motor Company of Canada, and Harry Pritchard. 
sales manager, were recent trade visitors in Cal- 
gary. Mr. Campbell expressed the opinion that 
Canada had passed the turning point and is now 
on the high road to substantial prosperity. 








BOSTON GETS EXPOSITION 


BOSTON, June 9—Announcement is 
made here that the World’s Rubber and 
Tropical Exposition will be held in 
Boston during the week of October 10-17, 
1925. It will be under the personal 
supervision of Chester I. Campbell and 
will be held in Mechanic’s Building 
where all big motor shows take place. 
Manager Davis, of the Maritime Associa- 
tion, said this choice was due to the 
efforts of Boston business men to have 
Boston used as a big rubber import 
center, 


PIONEER DEALER PASSES 


SYRACUSE, N. Y., June 9.—Richard E. 
Kolbe, pioneer automobile dealer of this 
city, died after a brief illness. 

In 1900 Mr. Kolbe purchased what is 
believed to have been the first automobile 
operated on the streets of Syracuse. It 
was of foreign manufacture. Soon after 
the Ford Motors Co. was organized he 
obtained the agency for all of Central 
New York. The business was not suc- 
cessful for Kolbe obtained more orders 
for cars than the company could deliver. 
He finally gave up the business. 
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Find Tractor Adds to Day’s 
Accomplishment in Wheat Belt 





Ability to Do More in Given Time 
Named As One of Chief 
Advantages 





WASHINGTON, May 12.—Ability to do 
more work in a given time is one of the 
greatest advantages in owning a tractor, 
in the opinion of most tractor owners in 
the winter wheat belt, it has been dis- 
closed here following the conclusion of 
a study on this subject by the United 
States Department of Agriculture. Say- 
ing horses in hot weather and increased 
yields are advantages mentioned by 
others. The department points out that 
such factors as these can not be meas- 
ured in dollars and cents, but must be 
considered in determining whether a 
tractor is profitable on any farm. First 
cost, depreciation, and running expense 
are considered by some men the greatest 
disadvantages in the ownership and use 
of a tractor. 


Labor Demand Reduced 


Tractor owners in the winter wheat 
belt say their machines have effected an 
average yearly reduction per farm in the 
total amount of hired and family labor 
for about one and a half months. These 
same men are now keeping an average 
of eight head of work stock—one for 
each 42 crop-acres—where they had 11 
head before the tractors were purchased. 
Many farmers reported that the number 
of horses could be still further reduced. 

The annual cost of power on farms in 
the winter wheat belt where tractors are 
owned has been decreasing each year 
since the peak of 1920. Considered 
separately, however, the cost of keeping 
the horses was slightly higher in 1923 
than it was in 1922 because of increased 
feed costs, while the cost of the power 
furnished by tractors was slightly lower 
in 1923 than in 1922. 


MOTORCYCLE MAKERS BAND 


WASHINGTON, June 2.—With motor- 
cycles steadily increasing in popularity 
in Austria, an Association of Austrian 
Motoreycle Manufacturers has_ been 
formed to foster the interests of this in- 
dustry, Consul Heingartner at Vienna 
reports to the Automotive Division, De- 
partment of Commerce. He says only 
such factories as turn out a complete 
motorcycle in quantity production have 
been invited to join the association. 


SAFETY CLUB FOR CHILDREN 


FREEPORT, Ill., May 5.—The Gopher 
Club is Freeport’s latest weapon against 
motor fatalities among children. This is 
an organization in which it is planned 
to enroll 1,000 school children, each one 
pledged not to “hook rides” on vehicles, 
play in the street or encourage other 
children to do these things. Members 
will be taught how properly to cross 
streets. 
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BUSINESS NOTES 








The Lake Shore Motors Co., Cleveland, has 
filed papers of incorporation to carry, on a gen- 
eral automobile business with a capital of 500 
shares, no par value designated. William A. 
McAfee, M. E. Newcomer, A. B. Oakes, Thomas 
F. Veach and Charles M. Russ are the incorpo- 
rators. 

The Lockhart-Hahn Co., Cleveland, has been 
chartered with an authorized capital of $10,000 
to manufacture, buy, sell and deal in auto parts 
and accessories. Incorporators are Frazer A 
Lockhart, Thelma S. Lockhart, Chester W. Hahn, 
Elsie O. Hahn and Lattimer M. Troyan. 


The Masco Specialty Mfg. Co. of Milwaukee 
is a new Wisconsin corporation with $35,000 cap- 
ital stock, organized to manufacture automotive 
equipment specialties, electrical devices, batter- 
ies, etc. The incorporators are A. M. Johnson, 
M. A. Johnson and W. J. Trimborn, attorney, 
994 Oakland avenue. 

Many bidders were present at the auction sale 
of the Moline Universal Tractor plant, Moline, 
Ill. Sales totaled $250,000. The Samuel L. 
Winternitz and the Michael Tauber companies of 
Chicago, had charge. J. J. Normoyle, of Moline, 
was one of the heaviest buyers, his acquirements 
totaling $50,000, largely machinery and steel and 
iron. The Marquette Steel and Iron Co., Chi- 
cago, purchased stock valued at $35,000 through 
Mr. Normoyle. Louis Livingston, Rock Island, 
Ill, purchased forge shop equipment, tractor 
machinery motors and belting, totaling $40,000. 
The J. J. Harris Iron Co. of Moline, secured 
iron and steel stock to the amount of $15,000. 
Others bought lesser amounts. 

The Philadelphia branch of the International 
Harvester Company of America is now fully in- 
stalled in its new five-story and basement build- 
ing at 2903-2907 North Sixteenth street, at the 
North Philadelphia station, equipped to service 
completely its line of motor trucks. The build- 
ing is one of the largest in this section devoted 
to the truck business. It comprises 86,500 
square feet of floor space and has two elevators. 


The Meachem Gear Corp. of Syracuse has 
taken over the plant of the Weekes-Hoffman 
Corp. Capitalization of the company is to be 
increased from $100,000 to $500,000. The com- 
pany, which has been producing rawhide gears 
since 1919, will produce service gears for auto- 
mobile repairs and continue production of indus- 
trial gears. G. Meachem, former vice-presi- 
dent and general manager of the New Process 
Gear Co., is head of the Meachem Gear Corp. 


The Maryland Flint Co., Baltimore, has been 
incorporated with capital stock of $10,000 by J. 
Dukes Wooters, Edward A. Maypether and John 
Loughnane. 


The United Motor Racing Association, 1724 
McHenry street, Baltimore, has been incorpo- 
rated by J. Milton Helms, William C. Harden 
and James W. Booker to stage automobile and 
motorcycle races. 


Dissolution of the co-partnership known as the 
General Sales Company, 1919 South Michigan 
avenue, Chicago, according to announcement, 
terminated the association of Sedley and 
. M. Montz with B. A. Oglesby. The business 
will continue, it is said, under the same firm 
name with Mr. Sedley and Mr. Montz directing 
its affairs. 


New Canadian quarters of the North East 
Service, Inc., have been opened in Toronto at 
17 Elm street. With establishment of the To- 
ronto office the Windsor branch of the organ- 
ization was discontinued. The Toronto office is 
under the management of J. W. Neun, formerly 
of the Chicago Teonsh. 


The Ralph Newman Co., Cleveland, has been 
chartered with an authorized capital of $10,000 to 
buy, sell and trade automobiles. Incorporators 
are Ralph M. Newman, Norbert J. Shea, D ‘ 
Commery, Louis M. Vinocur and’ A. E. Gordon. 


The Midway Motor Company of Irvine, Ky., 
has been incorporated with a capital of $12,000. 
The incorporators are J Palmer, C. M. Os- 


born and A. J. Kincaid. 


The Errickson Tire & Accessory Co, was or- 
ganized and incorporated at Daytona, Fla., this 
month with $15,000 capital to handle tires, ac- 
cessories and automobile parts. H. N. Errickson, 
of Daytona, is president of the company. 


New automotive firms in the South include 
the following: Strickland Motor Co., Summer- 
ville, S. C., $10,000 capital; Valley Motor Co., 
Muleshoe, Tex.; Martin Chevrolet Sales Corp., 
Richmond Va., $30,000 capital; Wingate Motor 
.0. Cleveland, Miss.; Jones Brothers Motor Co., 
Gulfport, Miss., $10,000 capital; Greezon Taylor 
Motor Co., Inc., Ensley, Ala. 


New construction by southern automobile con- 
cerns include the following: Ridge Brothers 


Motor Co., Lake Walles, Fla., $20,000 sales and 
service building; Michelin Tire Service, Tampa, 
new plant at 610 Tampa St.; Bowden Brothers, 


Okeechobee, Fla., $15,000 garage; D. M. Boyd 
& Co., Hickory, N. C., $30,000 garage on Ninth 
Ave.; Thurmond Chatham, Winston-Salem, N. C., 
$10,000 garage. 

The Miller Parts Co., 2458 Superior Ave., 
Cleveland, has been chartered with an autorized 
capital of $25,000 to buy, sell and deal in auto 
accessories and parts. Incorporators are Robert 
Miller, Henry Bull, Charles C. Bull, David A. 
Christopher and Victor K. Dorer. 


The Demountable Battery Corporation, formed 
recently with $100,000 capital at Alexandria, La., 
according to announcement by W. Knoblock, 
president, 433 E. 162nd St., Brooklyn, N. Y., 
has acquired a building in Alexandria at De Soto 
and Front Streets, and will start at once estab- 
lishment of a large plant there for the manufac- 
ture of batteries. 


Arthur H. Schumacher, Delavan, Wis., has 
started construction work on a new public 
garage, sales and service building, costing about 
$20,000 and designed by Architect Henry 
Hengels, 445 Milwaukee St., Milwaukee, Wis. 


Lucia Bros. Motor Car Co. Green Bay, Wis., 
territorial distributor of the Packard, has pur- 
chased the McGinnis Garage on Adams St., 
Green Bay, and will convert it into an ex- 
clusive Packard sales and service station. The 
building is 66x 159 feet, two stories and base- 
ment, and was erected two years ago. The 
transfer will be effective June 13. when extensive 
alterations will be made from the present com- 
mercial garage layout. A sales and display room, 
50 feet deep, with tiled floors and plate glass 
windows, will be installed across the first floor 
frontage. 


July 10 has been fixed as the date when the 
assets of the Zwebell Bros. Co., manufacturer 
of vulcanizing equipment, tire tools, repair ma- 
chinery, etc., Milwaukee, will be offered for sale 
at public auction by the receiver, Otto H. 
Wadewitz. The Zwebell company was placed in 
the hands of a receiver several months ago on 
petition of the Crucible Steel Casting Co. of 
Milwaukee. Edgar L. Wood, 404 Securitv Build- 
ing, Milwaukee, is attorney for Receiver 
Wadewitz. 


John J. Frey and H. G. Peters. who for some 
years conducted a tool and die business at 467 
Potter Ave., Milwaukee, have incorporated the 
Liberty Tool & Machine Co., with $20,000 cap- 
ital, and will re-engage in business on an enlarged 
scale, making special machinery in addition to 
dies, jigs, fixtures, etc. 

The Cov Auto Manifold Lock Cempany of St. 
Joseph, Mo., has been incorporated to manufac- 
ture and sell automobile locks, parts and 
accessories. The incorporators are Earnest V. 
Coy, Charles F. Ogden, and Clyde W. Ogden. 


The Excelsior Investment and Motor Company 
has been incorporated at Excelsior Springs, Mo., 
for the purpose of loaning money and for selling 
automobiles and accessories. The incorporators 
are William R. Sober, E. Thomas and Edgar 
M. Harbor of Kansas City. 


The Hopkins-Smith Co., Middletown, Ohio, has 
recently been chartered with an authorized cap- 
ital of 100 shares, no_par value designated, to 
deal in automobiles. Incorporators are Llewel- 
lvn Hopkins, Gordon_F. Smith, Ray Champion, 
William Cramer, J. E. Roebuck, William Clark 
and Paul E. Clark. 


The Frantz Motor Co., 928 Hanna Building. 
Cleveland, has been incorporated with a canital 
of 500 shares, no par value, designated to buy, 
sell and deal in automobiles, parts and ac- 
cessories. . E. Newcomer. Eldon Lewis, 
Thomas F. Veach, A. Niman and Maurice 
F. Hanning, are the incorporators. 


The Allgire Tire & Supply Co., Lima, Ohio, 
has changed both name and management with 
the retirement of J. H. Allgire. The business has 
been taken over by E. L. Mefford, a former 
salesman for the Goodyear Co., and the name has 
heen changed to the E. L. Mefford Tire & 
Supply Co. 

The U. S. Light & Heat Corp., Niagara Falls, 
N. Y., has issued its balance sheet as of Dec. 31, 
accompanied with a letter from President C. O. 
Miniger, who states that the year 1923 showed 
a substantial increase in the volume of business 
over previous years, but due to the very unusual 
competitive conditions and high material and 
labor costs the net profit of the year showed 
a decrease from the 1922 figure. The surplus 
deficit of $46,317 reported at the close of 1922 
was changed during the year to a surplus of 
$18,318, after paying dividends on the preferred 
A stock of $126,579. The amount of the out- 
sri so0e bonds was reduced during the year by 


Fred J. Holmes, formerly with the Rayfield 
and Stromberg carbureters, has been appointed 
northwestern distributor for the Universal Bat- 
tery Co. of Chicago, with quarters at 14 Ninth 
St. S., Minneapolis. 
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Chattels Ahead During May in 
Chicago, Registrations Slump 


Many Recent Car Buyers Wait for 
July to Pay Half Year 


Licenses 


CHICAGO, June 9.—As barometric evi- 
dence of sales activity in the automobile 
business chattel mortgage records for 
May of the Central Auto Finance Associa- 
tion and registration books in the office 
of the county license collector here tell 
two different stories, 

Chattels on motor vehicles recorded by 
the association for the five weeks ending 
May 31, numbered 4,624 as compared with 
3,585 for the five-week period ending May 
3. This, if accepted at face value, would 
indicate that automobile sales in May 
were something under 25 per cent better 
than in April, which was not the case, 
local dealers on the whole doing much 
less in May than in April. What the as- 
sociation’s figures probably do signify is 
simply that the organization recorded an 
unusually large proportion of the total 
sales volume in May. 

Truer reflection of actual conditions no 
doubt was shown in the registration 
totals, the May total for passenger cars 
and trucks running 17,321 as against 25,- 
948 for April, the discrepancy being 8,626 
in April’s favor. It is pointed out at the 
city hall that while registrations fre- 
quently show which way the trade winds 
are blowing in motor row this evidence 
often is deceptive. Just now, for in- 
stance, many recent car buyers are wait- 
ing until July 1, before paying 1924 
licenses in order to take advantage of the 
half year rate and not be obliged to pay 
for the full year. There is a traditional 
rush at the license counters in July and 
that rush will come this year as usual. 
Passenger car and truck registrations for 
May, compared with April, in Chicago, 
are shown by the following table: 

Pass. Car Pass. Car Trucks Trucks 


35 H.P. Over Tonor Over 

or Less 35 H.P. Less 1Ton 
April... 23,703 418 1,324 503 
May...... 15,921 241 838 321 


—_ 


REDUCE PRICES IN BRITAIN 


DETROIT, June 9.—Price reductions 
on cars now in the British market are 
being announced abroad by a number of 
Detroit makers, especially those operat- 
ing branches in London and other British 
cities. The reductions approximate the 
lower prices that will be possible if pres- 
ent tariffs are lifted, and are being made 
at this time to preclude any cessation of 
buying until the new tariffs become ef- 
fective, which would not be until Aug. 1. 

Because of generally good conditions 
in the British market for some time past 
there is not a large number of cars on 
hand, factories report, but on whatever 
there are it will be necessary to take a 
loss either now or in August. Further- 
more, this condition will apply during the 
three months period on all cars shipped, 
which will have the effect of limiting 
shipments to some extent. 
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IN THE RETAIL FIELD 

















New Chandler dealers: Merrill & Freeman, 
Napa, Cal.; Richard  Mohrbacker, Cologne, 
Minn.; Motron Bruce, Carthage, O.; Mt. Wash- 
ington Garage, Mt. Washington, O.; Brown’s 


arage, Oakley, Cincinnati, O.; The Ideal Ga- 

aoa ee. Siaxn, N. Y.; Deuscher Auto Sales, 
Reading, O.; The Condon Motors Co., Inc., Con- 
don, Ore.; W. R. Couchman, Portland, Ore.; 
Robert M. Hallowell, Ambler, Pa.; G. A. Bod- 
mer, Selingsgrove, Pa.; G. W. Smith, Fort At- 
kinson, Wis. 


New Nash dealers: Blenkiron Nash Company, 
Inc., Mitchell, S. D.; Ellwein Bros., Bridge- 
water, re : oa. Ye Schueller, Canova, S. D.; 
John S. Lockwood, Chamberlain, S. D.; H.. J. 
eichling, Emery, D.; J. J. Verschoor, Kim- 
ball, S. D.; Feay Motor Company, Lane, S. D.; 

. V.. Fitzgerald, Plankinton, S. D.; Spencer 
Auto & Suppl Company, Spencer, S. D.; Geo. 
Monasmith, Weonssdeet, S. D.; E._ W. Moyer 
— Orwigsburg, F'a.; National Garage, En- 
nis, Tex. 


The Apperson Motor Car Co. announces that 
E. J. Grimshaw, who has been acting as manager 
of city wholesale sales in Chicago, has been 
appointed sales manager at the Chicago branch, 
handling retail and wholesale sales. {r. Grim- 
shaw has been affiliated with the automobile in- 
dustry for several years, having formerly been 
a distributor and executive. 


The Winders Motor Sales Co., 178 East Long 
street, Columbus, O., distributor for the Chevro- 
let, has started the erection of a one-story brick 
and concrete salesroom and service station at 
High street and Hubbard avenue, to cost in the 
neighborhood of $80,000. The structure will be 
120 by 169% feet and will have all modern 
equipment. It is expected to have the building 
completed and equipment installed by August 15. 


The Hemlock Motor Co., Dodge Brothers 
dealers at Chattanooga, Tenn., has moved into a 
new sales building and service station constructed 
for the company this spring at 1501 McCallie 
avenue. 


The Franklin Motor Car Co., of Wilmington, 
N. C., has been recently organized and incorpo- 
rated there as distributors of the Franklin line. 
The firm has a $100,000 capital, of which $10,000 
has been paid in by L. F. Clark, of Wilmington; 
and C. E. Upchurch, Thomas B. Upchurch and 
H. A. Cameron, all of Raeford, N. C. 


The Kilroy Motor Co., Habersham street and 
Oglethorpe avenue, Savannah, Ga., announces 
the firm’s appointment this month as distributors 
of the Flint line and the Locomobile in that 
section of Georgia. 


_Smith’s Garage, 2701 West End avenue, Nash- 
ville, Tenn., has been named distributor in the 

-hville and adjacent territory for the Paige 
and Jewett line. 


The Northern Motors Co., 1526 Hennepin ave- 
nue, Minneapolis, distributing Cleveland and 
Chandler cars in the Northwest, G. A. McNulty, 
manager, has added the adjoining building at 
1522 for the parts and used car departments. 


The Makepeace-Johnson Motor Co., downtown 
Chevrolet agent, has leased a 3-story building at 
First avenue N. and Eighth street to utilize in 
connection with its present building at 674 Sec- 
ond avenue N., Minneapolis. The new place will 
be for showrooms and parts distribution. 

The Oakland Motor Co., Minneapolis, has 
opened a new place of business for its branch 
and local business at 1512-1518 Hennepin avenue, 
42,000 square feet. The former place of business 
was rebuilt and enlarged. The retail firm, the 
Kremer Motor Co., has the main floor and Man- 
ager M. E. Mahaffey has taken the rest of the 
“air aaa for northwest distribution of the Oak- 
and. 


The Harrington Motor Co., 1633 Hennepin ave- 
nue, Minneapolis, distributing the Hupmobile in 
Minnesota, western Wisconsin and northern 
South Dakota, has been assigned North Dakota 
and eastern Montana. 


New Cleveland Six distributors: Robert W. 
Baggs, New Castle, Pa.; Electric City Motors, 
Inc., Scranton, Pa. 

The Cincinnati-Cadillac Company, distributor, 
has taken over a three story structure next to 
its present display rooms on Gilbert avenue. W. 
Frank Glenn, Jr., president of the Cincinnati 
Cadillac Company, announces that the newly ac- 
quired building will be used solely for merchan- 
dising highgrade used cars. The building is be- 
ing redecorated and will be opened for business 
at once. 

The Kistner-Hart Company has taken over 
distribution of the Haynes in Cincinnati terri- 
tory succeeding the Jennings Motor Car Company. 
Morris Jennings, one of the pioneer automobile 
dealers in Cincinnati, still retains an interest in 
the new organization. Al Kistner left the 
Jennings Company a year ago to go with the 





Nash-Cincinnati Motor Company, but he has now 


returned to his old love. There is practically no 
change in the personnel of the Jennings Motor 
Car Company in the Kistner-Hart Company. 


The Belle Isle-Street Co., of Atlanta, Ford 
and Linclon dealers, has moved into a new home 
at West Peachtree street and Grant place, which 
will be used exclusively by the Lincoln depart- 
ment of the business, for both sales and service. 
The firm is one of the largest Ford dealers in 
the South. 


The staff of Yates and Thornston’s sales 
service in Menard county was entertained at a 
banquet in Petersburgh, IIl., recently to pep up 
the spring sales campaign for Chevrolet and 
Nash cars handled by the firm. Twenty salesmen 
were present and talks were made by R. Haas 
and W. McKenzier of Springfield. 


J. R. Fears, Jr., New Castle, Ky., and I+h- 
Finn, Southboro, Mass., have been appointed new 
Chandler dealers. 


O. V. Riley & Co., associate Chevrolet dealers 
in Columbus and central Ohio, moved from 976 
North High street, to 1233 North High street, 
giving much larger space for the sales room as 
well as the service department. 


James Murphy, Cincinnati distributor for the 
Lexington, has added the state of Indiana to his 
territory. 


New Auburn dealers are: Mt. Olivet Garage, 
2931 Frederick avenue, Baltimore, Md.; Harry 
B. Gompers, Rear 146 Centre street, Brockton, 
Mass.; F. . Kline, Beatrice, Neb.; Milford 
Clements, Hudson Falls, N. Y.; Arthur G. Qua, 
Saratoga Springs, N. Y.; Lageson Garage, Aus- 
tin, inn. ; m. Ohrmann & Son, Claremont, 
Minn.; Blanchard Auto Co., Grand Rapids, 
Minn.; T. P. Clifford, Gilbert, Minn.; Lyksett 
Motor Co., Fergus Falls, Minn.; C. R. Bendorf, 
Owatonna, Minn.. North Side Motor Co., 1306 
W. Broadway, Minneapolis, Minn.; E. B. Bakke 
& Son, Thief River Falls, Minn.; Fred G. 
Hodges, 2612 Lyndale avenue, So., Minneapolis, 
Minn.; Wolff Motor Co., 811 E. 7th street, 
St. Paul, Minn., and Carl Z. Watt, Ray, Minn. 


Fine sales records have been made by the 
South Side Nash Co., St. Louis, since its or- 
ganization March 1. William J. Wolf, vice- 
president was an honor man in Section M of 
the national Nash sales contest which ended 
recently, scoring 240 points. Upon taking over 
the premises at Gravois and Potomac streets, 
the South Side Nash Co., erected a large elec- 
tric sign 16% ft. by 2 ft., which is visible from 
four thoroughfares. 


Rhines’ Garage in Ware, Mass., has been 
sold by LaFayette Rhines, Buick dealer, to 
Frank E. Como, who will take possession on or 
before July 1. Mr. Rhines purposes to erect a 
new showroom and garage to serve Buick needs 
in that field. 


Moericke & Kisten, Buick dealers at Kenosha, 
Wis., have moved into their new sales head- 
* rters at Wisconsin and Church streets, but 
will continue the present service station at 915- 
917 Salem avenue, which contains 15,000 sq. ft. 


The Salmons building on Broadway, Lincoln, 
Ill,, has been remodeled into a garage and sales 
agency for the Reliance Motor Car Company 
and the new tenant has taken possession. The 
company will distribute the Hupmobile in the 
Logan county territory. 


Lord & Wentz, 116 East Washington street, 
Springfield, Ill., have been appointed distributors 
for the Oakland car in the Sangamon county 
territory. 


New Flint dealers are: Moberly-Flint Com- 
pany, Moberly, Mo.; Mr. J. Allen_ Backus, 
Wawinett, Nantucket Island; Kenova Flint Co., 
Kenova, W. Va.; R. L. Geyer, Hamburg, Ia.; 
L. W. Burgert, Valley, Nebr.; Ashtabula Flint 
Co., Ashtabula, O.; E. Clymens, Bradyville, Ia. ; 
Columbine Flint Co., Serene, Col.; Mr. L. E. 
Globeusky, Hillsdalle, Mich.; Randall Garage, 
Belleville, Mich.; Grand Natural Bridge Mtr. 
Co., St. Louis, Mo.; J. F. Gilbert, Inc., Tex- 
arkana, Ark.; Coast Motor Co., Tacoma, Wash.; 
Mr. George V. Sanders, Roseburg, Ore., and 
Mr. W. J. Stevenson, Dunsmir, Cal. 

Gen. F. H. Phillips, Jr., president of the 
National Service and Supply Company at Wash- 
ington, D. C., announces that in addition to 
the Rolls Royce, which his company has handled 
for the past two years, it has taken on the H. 

S. motor cars. R. E. Norton. will have 
charge of sales. The showroom will continue 
at 1636 Connecticut avenue. 

James P. Rodgers has become associated with 
George E. Austin at Wellsville, Mo., in the 
agency of the Willys-Knight and Overland 
automobiles, 
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Annual B. A. T. A. Golf Tourney 


Promises Close Competitions 





Tom Cole and E. T. Backus Tie for 
Class A Honor, Latter 
Losing Toss 








BALTIMORE, June 9.— The annual 
golf tournament held by the members of 
the Baltimore Automobile Trade Associa- 
tion, Inc., got off to a flying start on 
May 26 when more than forty players 
gathered at the Rolling Road Golf Clu. 
The tournament will be continued until 
September, when grand prizes for the 
best scores will be awarded. The dealers 
are taking more interest in the contest 
this year than ever before and some 
close competition is expected. 

At the opening of the tournament the 
players were divided into three classes 
and prizes awarded for the lowest and 
next lowest net and lowest and next low- 
est gross score in each class. 

In Class A, Tom Cole carried off the 
first prize for the lowest gross, his total 
being 91. E. T. Backus tied him, how- 
ever, but lost the toss and had to be sat- 
isfied with second place. Low net score 
in Class A went to A. D. L’Esperance, 
with 65, and C. M. Moon was second 
with 68. 

Dan Neill captured the low gross in 
Class B with a total of 98. H. V. Steger 
and E. P. Schultz were tied for second 
low gross with 110, the former winning 
the toss. In the net score for Class B 
Max von Schlegell was low with 73 and 
G. M. Laudig second with 74. 

Jimmy Hinds won the first honors in 
Class C with a gross score of 123. He 
was followed by Carl Secrist and Len 
Rouling, who were tied with 139. The 
former won the toss. Herbert Spott 
took low net in this class with his card 
of 87 and Len Reuling was_ second 
with 89. 

A special prize offered for the highest 
score in making the tenth hole, a dis- 
tance of 620 yards, was won by A. Stan- 
ley Zell with 19 strokes. 

Among the others who took part in the 
tournament were A. J. Hunter, John S. 
Overton, Roland M. Long, H. P. Brawner, 
J. B. Jones, Jack Horner, Thomas H. 
Mundy, H. W. Rydstrom, Alexander H. 
Bishop, John E. Raine, Theodore Thomas, 
W. G. Oliver, F. H. Sturman, J. F. Mor- 
gan, R. R. England, T. V. England, D. P. 
Milliman, Gordon Parks, E. Paul Smith, 
J. T. Landstreet, Hugo S. Block, J. L. 
Chapin, H. Scott, W. T. Voyce, W. F. 
Terry, Louis Fox, R. C. Shropshire, 
Harry Fox, Philip Hayden, A. E. Block, 
E. R. Myers and W., F. Kneip. 


JOYRIDING LAW VALID 
SALT LAKE CITY, Utah, June 
The Supreme Court has ruled that the 
state law passed in 1919 making it 4 
felony to indulge in joyriding in other 
peoples’ automobiles, is constitutional. 


Pa 

















we 


e 
S 
d 


ul. 





June 12, 1924 MOTOR AGE 








53 











COMING MOTOR 





EVENTS 





— = ; — 
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Chicago Jan. 24-31, 1925...National Automobile Chamber PS is ee ee eee Oct. 16-25 
} of Commerce. 
Green Bay, Wis................Aug. 25-30.............. Automotive Division, Association ONVENTIONS 
of Commerce, W. F. Kerwin, 
Manager. Selma, Ala . i Midsummer meeting Alabama 
Automotive Traders’ Association. 
Kansas City, Mo................ Feb. 7-14, 1925.....Kansas City Motor Car Dealers’ New York City.................-. Jan. 7, 1925.......... New York Show, Convention N. 
] Association Show. A. D. A.; Hotel Commodore. 
a ere Jan. 26-29, 1925... —_—- Annual Convention, N. 
Milwaukee, Wis.................. Aug. 25-80............. Milwaukee Automotive Dealers’ - D. A., Hotel La Salle. 
Association, Fall Show, Bart L. 
Ruddle, Manager. 
WO WG iicssncessciccassccctencinis Jan. 3-10, 1925....National Automobile Chamber 
of Commerce, June 14............ 0 nena Altoona Speedway Assn..250 Miles 
July 4..............Kansas City, Mo.............. .K. C. Speedway Assn......250 Miles 
seeaiadeenae scellieatiniemmnans a a as ee a . Se ye |) earn West Texas Faiv.............. Short Races 
Dealers’ Assn. 
a ey | A) yeaa Altoona Speedway Assn..250 Miles 
Sept. 1.............Colorado Springs, Colo....Pikes Peak Highway.......121%4 Miles 
Sacramento, Cal................ Sept. I-BGic cs -State Agricultural Society, C. E 
Paine, Manager. ne Sovadiings Wa Tsccccccccccacee Horace P. Murphy............ 100 Miles 
Oct. 4.............Fresno, Cal........................Fresno Speedway Assn....150 Miles 
Ty eR ewnernne > See a a a Cite tec Kansas City, Mo................ K. C. Speedway Assn......250 Miles 
motive Industries of Canada, 
Gib Robertson,.. Secretary. . a ..Los Angeles, Cal..............L. A. Speedway Assn......250 Miles 








Regrinders Adopt Slogan 
“Rebuild the Car and Save the Difference” 
(Continued from page 17) 


the motor rebuilding and reconditioning 
plan. He expressed the belief that the 
replacement parts and regrinding busi- 
hess would be exceptionally good for the 
balance of the year. The tendency on 
the part of many purchasers of replace- 
ment parts to buy solely on price was 
attributed by Mr. Lyons to the fact that 
there are too many manufacturers like 
regrinders would go through an ordeal of 
the survival of the fittest and that qual- 
ity and service would be the big factors 
in determining the survivors. 

Mr. Warfield of the Gill Manufacturing 
Co., stressed the importance of doing 
business at a profit and he spoke of the 
growing replacement parts business and 
of the opportunity for regrinders to han- 
dle the merchandise of the replacement 
manufacturer. An arrangement has been 
made allowing members of the associa- 
tion to buy replacement parts direct 
from the manufacturer at attractive dis- 
counts. The opinion was expressed by 
replacement parts representatives that 
the established regrinder provided a 
logical outlet for their merchandise and 
that they intended to give the regrinders 
their fullest co-operation. 


While the replacement parts manufac- 
turers were assembled the chairman of 
the association read several communica- 
tions from manufacturers who are mem- 
bers of the National Piston Manufactur- 
ers Association. The text of all these 
letters was a plea to the individual re- 
grinders to assist the piston manufac- 
turer in the effort to have pistons ex- 
empted from the Federal excise tax. As 
a result of these letters and the con- 
certed action of the association dele- 
gates it is believed that sufficient mate- 
rial and evidence is on hand to prove 
that pistons are a commercial commodity 
and not strictly automobile parts. Indi- 
vidual regrinders were urged to make as 
complete a list as possible of those pas- 
senger car pistons that are duplicates of 
or that may be used in commercial ve- 
hicles, power lawn mowers, air compres- 
sors and other engines. When these re- 


placement lists are completed it is the 
intention to send a committee to Wash- 
ington to make an effort to obtain a re- 
fund of excise taxes already paid and 
exemption from further taxation on pis- 
tons. 


RULING FAVORS FORD 

BOSTON, June 9.—Commenting on the 
decision of the Supreme Court in the case 
of the Thomson Spot Welder Co. vs. the 
Ford Motor Co., which favored the De- 
troit concern, George A. Cutter, president 
of the Thomson company made the fol- 
lowing statement: 

“The suit of the Thomson Spot Welder 
Co. vs. the Ford Motor Co. was brought 
to determine the validity or invalidity of 
the Harmatta patent, the claims of which 
cover the process of electric spot wel4- 
ing. The case was brought in the Dts- 
trict Court of the United States for the 
Eastern District of Michigan and was 
appealed to the Circuit Court of Appeals 
for the Sixth Circuit which court rend- 
ered a decision adverse to the patent. 
There having been a decision on in favor 
of the patent by the Circuit Court of Ap- 
peals for the First Circuit, the Ford case 
was taken to the Supreme Court of the 
United States on a writ of certiorari. 

“The Supreme Court has just rendered 
a decision which is in substance to the 
effect that the Harmatta patent is in- 
valid. The matter having been conclu- 
sively settled we shall hereafter be pre- 
pared to furnish electric welding ma- 
chines on a competitive basis with our 
experience and service back of each 
machine.” 
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Prices and Weights of Current Passenger Car Models 
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Ship. 
Wt. Pass. Body Style Price 
DUESENBERG 

St “er 
3200 2-p Roadster $6,500 
8550 5-p Phaeton 6,250 
8750 7-p Phaeton 6,750 
8750 4-p Sp. Phaeton 6,500 
4000 4-p Coupe 7,500 
4350 7-p Sedan 7,800 
DU PONT 

age 

8800 2-p Roadster $1,990 
8375 65-p Touring 1,990 
8700 5-p Touring Sedan 2,950 
$700 5-p Suburban Sedan 2,950 
DURANT 

+4A4.22" 
2285 2-p Roadster $1,040 
2325 5-p Touring 890 


5-p Touring F.W.B. 940 















































































































































































Ship. 
Wt. Pass. Body Style Price 
AMERICAN 
“D-66” 
2985 2-p Roadster $1,950 
3175 4-p Sp. Roadster 3, 050 
3260 6-p ‘Touring 1,695 
5-p Sport 1,850 
3310 7-p ‘Touring 1,760 
3190 4-p Sp. Touring 1,885 
8470 ‘-p Sedan 2,550 
3310 5-p Brougham 2,195 
ANDERSON 
ogy” 
2650 5-p Touring $1,295 
2675 4-p Sp. Touring 1,445 
2925 2-p Coupe 1,425 
2725 4-p Coach 1,495 
2875 5-p Sedan 1,695 
2925 5-p Sp. Sedan 1,895 
Brougham 8 d. 1,595 
“50” 
2975 ‘-p Touring 1,595 
APPERSON - 
2915 5-p Phaeton $1,395 
2965 5-p Sp. Phaeton 1,600 
3400 5-p Sedan 1,995 
$450 5-p Sp. Sedan 2,195 
ogre 
4100 56-p Phaeton 2,485 
4315 7-p Phaeton 2,535 
4440 5-p Sedan 3,485 
4555 7-p Sedan 3,585 
AUBURN 
**6-43"" 
2642 5-p ‘Touring $1,095 
2685 6-p Special Touring 1,295 
2850 5-p_ Sp. Touring 1,365 
2830 5-p Coupe Touring 1,595 
2946 5-p English Coach 1,845 
2885 5-p Sedan 1,695 
“6-63”"" 
8165 5-p Touring 1,695 
33.5 5-p Sp. Touring 1,935 
3620 5-p Sedan 2,445 
8700 5-p Brougham 2, "245 
BARLEY 
“6” 6-50 
2750 65-p Touring $1,395 
2800 5b-p Sp. Touring 1,495 
3100 5-p Sedan 1,850 
3150 5-p Sp. Sedan 2,250 
BUICK 
ogo 
2570 2-p Roadster $935 
2680 6-p Touring 965 
2845 4-p Coupe 1,395 
2955 5-p Sedan 1,495 
“6” (120 in. W. B.) 
$300 2-p Roadster 1,275 
8455 6-p Touring 1,295 
$845 5-p Sedan 2,095 
8675 5-p Dbl. Serv.Sedan 1,695 
6” (128 in. W. B.) 
8470 3-p Sp. Roadster 1,675 
$645 7-p Touring 1,565 
3605 4-p Sp. Touring 1,725 
3770 4-p Coupe 1,995 
4020 ‘-p Sedan 2,285 
3940 5-p BroughamSedan 2,235 
CADILLAC 
“v.63” 
4190 4-p Roadster $3,085 
4280 %-p Touring 3,085 
4200 4-p Phaeton 3,085 
4270 2-p Coupe 3,875 
4370 5-p Sp. Coupe 3,950 
4600 5-p Sedan 4,400 
4610 @7-p Sedan 3,585 
4480 5-p DeLuxe Sedan 4,150 
4530 5-p Town Brougham 4,600 
4640 7-p Limousine 4,600 
4640 7-p Suburban 4,500 
4560 -p DeLuxe Suburban 4,250 
4380 4-p Victoria 3,275 
CASE 
“axe 
3020 8-p Roadster $1,750 
8050 6-p Touring y 
$200 5-p Sp. Phaeton 2,230 
8380 4-p Suburban Coupe 2,480 
8400 5-p Sedan 2,575 
ove 
8975 -p Touring 2,475 
4120 7p Sedan 3,325 
CHALMERS 
2865 2-p Roadster $1,185 
2980 5-p Touring 1,185 
$060 7-p Touring 1,295 
2900 5-p Sp. Touring 1,335 
3260 5-p Coach 1,535 
$300 7-p Sedan 2,095 




















Ship. 
Wt. Pass. Body Style Price 
CHANDLER 
2945 2-p Roadster $1,695 
3130 4-p Roadster 1,685 
3160 65-p ‘Touring 1,485 
8218 7-p Touring 1,635 
3250 4-p Royal Dispatch 1,785 
5-p Sedan 1,895 
5-p Spec. Sedan 1,845 
5-p Spec. Sedan 1,845 
5-p Sedan 1,995 
7-p Sedan 2,095 
3600 -p Sedan 2,385 
3380 5-p Chummy Sedan 1,745 
3480 5-p Metro. Sedan 2,095 
CHEVROLET 
“Superior” 
1715 2-p Sup. Roadster $495 
1795 5-p Sup. Touring 510 
5-p Phaeton DeLuxe 640 
4-p Sup. Coupe 725 
1915 2-p Sup. Utility Coupe 640 
2095 5-p Sup. Sedan 795 
CHRYSLER 
2600 4-p Roadster $1,525 
2650 65-p Touring 1,335 
2650 5-p Phaeton 1,395 
2650 5-p Std. Sedan 1,625 
2915 5-p Spec. Sedan 1,895 
2855 5-p Brougham 1,795 
CLEVELAND . 
$64 ” 
2540 8-p Roadster $1,085 
2645 5-p Touring 1,045 
2680 5-p ‘Touring DeLuxe 1,145 
2617 3-p Coupe 1,245 
2627 3-p ‘Spec. Coupe 1,345 
2717 5-p Sedan 2 door 1,295 
2717 +5-p Spec.Sedan2d. 1,395 
2910 5-p Sedan 4 door 1,395 
2922 5-p Spec. Sedan 4d. 1,495 
COLE MASTER 
8695 4-p Tetente Touring $2, ind 
3765 -p West. Tour. 2,1 
3695 4-p Aero-Volante 2, 178 
3890 4-p Imperial Coupe 2,750 
3950 5-p Brouette Sedan 3,075 
4090 -p Royal Sedan 3,075 
4150 7-p Royal Limousine 3,175 
COLUMBIA 
2460 5-p Touring $1,095 
2460 5-p Spec. Touring 1,195 
2-p Coupe p Be 
2600 5-p Coach 1,575 
2810 5-p Sedan 1,775 
SL _ 
7-p Touring $6,300 
4-p Sp. Touring 5,800 
4-p Coupe a 
6-p Sedan 7,650 
DAGMAR 
46.70" 
8800 4-p Sp. Touring $3,500 
4200 4-p Sedan 4,500 
DAVIS 
congo 
2700 $8-p M.O’War Road. $1,395 
2810 4-p  Legionaire Tour. 1,495 
2750 5-p Phaeton 1,395 
3070 5-p Sedan 1,895 
3100 5-p _ Berline Sedan 1,995 
3000 -p Brougham 1,595 
“gi” 
2950 $8-p Roadster 1,695 
8000 5-p Phaeton 1,695 
3200 5-p Sedan 2,195 
8200 5-p Brougham 1,895 
3250 5-p_ Berline Sedan 2.295 
DODGE BROTHERS 
2518 2-p Roadster $865 
2653 2-p Spec. Roadster 1,025 
2610 5-p Touring 895 
2755 5-p Spec. Touring 1,055 
2809 4-p Coupe 1,375 
2755 2-p Coupe B 1,035 
2929 4-p Spec. Coupe 1,535 
3050 5-p Sedan B 1,250 
3098 5-p Sedan A 1,385 
8190 5-p Spec. Sedan 1,545 
DORRIS 
6.80" 
4120 4-p Pasadena Tour. $4,150 
4115 -p Touring 3,950 
4198 4-p Coupe 4,985 
4200 5-p Sedan 5,550 
4310 -p Sedan 5,800 
DORT 
ar fate 
2595 65-p Touring $1,095 
2780 5-p Sp. Touring 1,24 
3030 5-p Coupe 1,535 
3045 5-p Sedan 1,595 
3030 5-p Brougham 1,535 





2395 5-p Sp. Touring 1,090 
2495 5-p Coupe 1,340 
2405 2-p Business Coupe 1,035 
2605 5-p Sedan 1,365 
2670 5-p Touring Sedan 1,465 
Coach 1,185 
ELCAR 
464.40” 
2560 56-p Touring $995 
2585 5-p Demi Sp. Touring 1,095 
2641 5-p Sportster 1,195 
2900 5-p Sedan 1,425 
2981 5-p Sp. Sedan 1,625 
2779 5-p Brougham 8 d._ 1,265 
2829 5-p Sp. Brough.3 d. 1,395 
**6-50”" 
2600 5-p Demi Sp. Tour. 1,220 
2690 5-p Sp. Touring 1,420 
2900 5-p Sedan 1,650 
2981 5-p Sp. Sedan 1,850 
2779 5-p Brougham 1,490 
2829 5-p Sp. Brougham 1,620 
**6-60"" 
2007 5-p Touring 1,395 
3250 5-p Demi-Sport 1,495 
8300 5-p Sportster 1,595 
8380 5-p Sedan 1,995 
8675 5-p Sp. Sedan 2,195 
3380 4-p Brougham 1,995 
ELGIN 
eR" 
2940 4-p Sportsman $1,895 
2985 8-p Coupe 2,145 
3250 5-p Sedan 2,345 
ESSEX 
2130 5-p Touring $850 
2305 5-p Coach 975 
FLINT 
8-p Sp. Roadster $1,630 
3000 5-p Touring 1,395 
4-p Sp. Touring 1,695 
8200 4-p Coupe 2,095 
8575 4-p Sedan 2,185 
49” 
5-p Touring 980 
FORD 
Without Starter and Dem. Rims 
1885 2-p Runabout $265 
1475 5-p Touring 295 
With Starter and Dem. Rims 
1535 2-p Runabout $350 
1625 5-p Touring 380 
1730 2-p Coupe 525 
1915 5-p Sedan, Fordor 685 
5-p Sedan, Tudor 590 
FRANKLIN 
“10 B” 
2580 5-p Touring $1,950 
2710 4-p Coupe 2,750 
2730 5-p Sedan 2,850 
2655 5-p Demi-Sedan 2,250 
2835 5-p Tour. Limousine 2,950 
GARDNER 
“Series 5” 
2500 2-p Roadster $945 
2500 2-p Radio Roadster 1,135 
2550 5-p Touring 995 
Tour. DeLuxe 1,045 
2680 5-p Rad. Spec. Tour. 1,145 
2850 5-p Sedan 1,445 
3005 5-p Sp. Sedan 1,565 
GRAY 
i Od 
1690 5-p Touring $630 
1800 2-p Coupe 750 
2028 5-p Sedan 895 
HCsS 
aq”? 
8860 4-p Touring $2,250 
«6° 
3780 5-p Touring 2,650 
8950 4-p Coupe 3,350 
4010 4-p Sedan 3,350 








Ship. 
Wt Pass. Body Style Price 
HATFIELD 
**6-55” 
4-p Sport Touring $1,775 
4-p Coupe 2,175 
5-p Sedan 2,350 
HAYNES —_ 
3520 3-p Sp. Roadster $1,545 
3790 6-p Touring 1,545 
3790 6-p Sedan 2,045 
5-p Brougham 4d. 2,045 
HUDSON 
“Super Six” 
8300 4-p Speedster $1,425 
3425 -p Phaeton 1,500 
3450 6-p Coach 1,550 
3590 5-p Sedan 2,145 
3675 7-p Sedan 2.145 
HUPMOBILE 
oompee 
2650 2-p Roadster $1,175 
2700 2-p Spec. Roadster 1,195 
2705 6-p Touring 1,175 
2770 5-p Spec. ‘Touring 1,195 
2800 38-p Coupe 1,415 
2925 4-p Coupe 1,595 
2975 5-p Sedan 1,750 
2875 5-p Club Sedan 1,425 
JEWETT 
2460 2-p Roadster $1,165 
2690 65-p Touring 1,065 
2810 5-p Spec. Touring 1,220 
2880 5-p Sedan 1,495 
3095 5-p Spec. Sedan 1,695 
2775 5-p Brougham 1,325 
JORDAN 
(120 in. W. B.) 
2890 2-p Playboy Road. $1,850 
2935 5-p ‘Touring 9775 
3310 5-p Brougham 4 d. 2,385 
8250 4-p Victoria. 2,385 
(124% in. W. B.) 
8125 4-p  LBlueboy Touring 2,095 
3525 65-p Sedan 2,585 
3450 7-p Sedan 2,785 
KING 
(120 in. W. B.) 
3428 2-p Sportster $1,895 
8428 4-p Foursome 1,595 
8528 5-p ‘Touring 1,595 
3645 38-p Coupe 2,200 
3875 5-p Sedan 2,400 
3400 5-p Road King Sedan 1,495 
4-p Sedanette 1,995 
(124 in, W. B.) 
3428 2-p Sportster 1,995 
8428 4-p Foursome 1,795 
3528 7-p Touring 1,795 
3645 4-p Coupe 2,400 
3875 7-p Sedan 2,625 
8400 -p Road King Sedan 1. 795 
5-p Sedanette 295 
KISSEL 
“55”? 
2980 5-p Phaeton Std. $1,685 
3170 5-p Phaeton DeLuxe 1,885 
3190 5-p Tourster 2,085 
3130 2-p Speedster 2,185 
8480 4-p Coupe 2,585 
3530 5-p Brougham 2,685 
5-p Sedan 2,385 
5-p Victoria 2,685 
2-p Enc. Speedster 2,785 
7-p Sedan 3,385 
7-p Sedan 3,45 
LAFAYETTE 
4010 -p Touring $3,256 
$905 4-p Torpedo 3,250 
4210 4-p Coupe 4,300 
4850 5-p Sedan 4,400 
4470 -p _ Imp. Sedan 4,500 
4375 7-p Limousine 4,000 
4480 %-p Imperial Lim. 4,700 
LEXINGTON 
“Minute Man’ 
8120 2-p Skylark a $1,895 
3489 5-p Lark Sp. Roadster 2,145 
3195 5-p Touring 1,895 
3365 5-p Cal. Touring 2,195 
3230 7-p Touring 1,995 
8395 -p Cal. Touring 2,295 
$375 5-p Royal Coach 2,295 
8542 5-p Sedan 2,695 
3440 4-p Brougham 2,395 
“Concord” 
2950 5-p Touring 1,395 
$200 5-p Sedan 1,845 
LIBERTY 
“*6§-E” 
2900 2-p Cav. Roadster $1,575 
2900 5-p Cav. Touring 1,575 
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MOTOR AGE 


Prices and Weights of Current Passenger Car Models 
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Ship. 
Wt. Pass. Body Style 
LINCOLN 
4050 2-p Roadster 
4290 7-p Touring 
4215 4-p Phaeton 
4380 5-p Coupe 
4375 4-p Sedan 
4600 5-p Sedan 
4660 7-p Sedan ~ 
4720 T-p Limousine 
LOCOMOBILE 
“Series 8” 
4-p Sportif Tour. 
5330 7-p Touring 
5460 5-p Victoria Sedan 
6265 7-p Brougham — 
5480 T-p ‘Tour. Limousine 
5460 T-p Encl. Drive Lim. 
5722 T-p Cabriolet 
McFARLAN 
“6” TV 
} 4600 2-p Roadster 
4600 4-p Sport Touring 
4700 =7-p ‘Touring 
4900 4-p Coupe 
5200 4-p ‘Tour. Sedan 
5200 7p ‘Tour. Sedan 
6200 7-p Sp. Sedan 
5200 T-p Sub. Sedan 
5100 7-p Limousine 
5200 Tp Town Car 
“Light 6” SV 
3700 8-p Roadster 
| 3700 5-p Touring 
| $850 4-p Coupe 
, 3850 5-p Sedan 
MARMON 
«34° 
8470 2-p Speedster 
3650 4-p Speedster 
8575 4-p Phaeton 
3690 7-p Phaeton 
8770 4-p Coupe 
1 3970 4-p Sedan 
4155 7-p Sedan 
4-p Brougham 
4220 7-p Suburban 
4100 7-p Limousine 
4000 T-p Town Car 
, MAXWELL 
| “o5" 
2225 2-p Roadster 
| 2460 2-p Sp. Roadster 
2250 5-p ‘Touring 
| 2470 5-p Sp. Touring 
| 2450 4-p Coupe 
2325 2-p Club Coupe 
2450 5-p Club Sedan 
| 2750 5-p Traveller 
! 2650 5-p Sedan 
, MOON 
! Series “A” 
| 2490 5-p Touring 
5-p Sp. Touring 
“6-40” 
2650 8-p Roadster 
: 2860 5-p Touring 
: 2870 5-p Sp. Touring 
| 2920 4-p Coupe 
| 2920 5-p Sedan 
| 3090 5-p Petite Sedan 
| **6-50” 
| 2750 8-p Roadster 
2850 5-p Touring 
| 2970 5-p Sp. Touring 
8020 4-p Coupe 
8120 5-p Sedan 
$190 5-p Sp. Sedan 
“6-58” 
8290 7p Touring 
8270 5-p Sp. Touring 
) 8870 7p Sp. Phaeton 
) 8510 T-p Sedan 
) 3590 5-p Petite Sedan 
NASH 
“ay” 
2600 2-p Roadster 
) 2720 5-p Touring 
{ 5-p Touring 
: 2980 5-p Sp. Touring 
, 2750 5-p Business Coupe 
8090 5-p Sedan 
) 2910 5-p  Carriole 
“6” (121 in. W. B.) 
; 2930 2-p Roadster 
3580 4-p Sp. Roadster 
; 3120 6-p Touring 
4 3440 5-p Coupe 4d. 
3550 5p Sedan 
3400 5-p Spec. Sedan 
“692” (127 in. W. B.) 
5 8230 7-p Touring 
5 3700 = 7-p Sedan 
3550 4-p = Victoria 






Price 


$3,800 
3,800 
3,800 
4,400 
4,600 
4,700 
4,900 
5,100 


10,500 
10,750 


$5, po 
5,60 
5700 
6,720 
6,720 
6,810 
6,600 
7,000 
6,900 
9,000 


2,500 
2,500 
3,000 
3,000 


$3,095 
3,095 
2,895 
2,895 
4,125 
3,985 
3,985 
3,985 
4,285 
4,285 
4,285 





Ship. 
Wt. Pass. Body Style Price 
OAKLAND 
**6-54"" 
2420 3-p Roadster $995 
2510 3-p_ Sp. Roadster 1,095 
2485 5-p ‘Touring 995 
2550 5-p Sp. Touring 1,095 
2620 3-p Coupe 1,195 
2720 4-p Coupe 1,395 
2860 5-p Sedan 1,445 
OLDSMOBILE ow 
2145 2-p Roadster $785 
2-p Roadster 885 
2170 5-p ‘Touring 795 
2320 5-p Sp. Touring 915 
2295 2-p Cab 985 
2410 4-p Coupe 1,075 
2570 5-p Sedan 1,135 
5-p Sp. Sedan 1,245 
OVERLAND 
91" (100 in. W. B.) 
1844 2-p Roadster $495 
1910 5-p Touring 495 
2100 2-p Coupe 750 
2200 5-p Sedan 795 
2053 5-p Champion 655 
92” (106 in. W. B.) 
2047 5-p Red Bird 695 
5-p Blue Bird 725 
PACKARD 
“6” (126 in. W. B.) 
8165 4- Roadster $2,785 
3320 5-p Touring i 
3255 4-p Sp. Touring 2,750 
3425 5-p Per. Top. Touring 2,850 
3400 4-p Coupe 3,275 
3515 5-p Coupe 3,450 
8565 5-p Sedan 3,375 
8610 5-p Sedan Limousine 3,425 
6” (133 in. W. B.) 
3430 7-p Touring 2,785 
8690 7-p Sedan 3,625 
3765 7-p Sedan Limousine 3,675 
“3” (136 in. W. B.) 
3880 4-p Runabout 3,850 
3990 5-p Touring 3,650 
3930 4-p Sp. Touring 3,800 
4125 4-p Coupe 4,550 
4200 5-p Coupe 4,725 
4270 5-p Sedan 4,650 
4275 5-p Sedan Limousine 4,700 
8” (143 in. W. B.) 
4020 -p Touring 3,850 
4275 -p Sedan 4,900 
4850 7-p Sedan Limousine 4,950 
PAIGE 
“6.70” 
8677 4-p Phaeton $1,795 
8742 7-p Phaeton m 
8880 4-p Phaeton DeLuxe 1,995 
4040 5-p Sedan 2,595 
4128 7-p Sedan 2,595 
7-p Sub. Limousine 2,895 
4100 5-p Sedan DeLuxe 2,770 
8900 5-p Brougham4d. 2,175 
PEERLESS «ge 
3230 2-p Roadster $2,185 
8380 4-p Touring 2,185 
8710 5-p Sedan 2,875 
<9" 66 
4-p Tour. Phaeton 2,690 
3980 7-p Touring 2,750 
4300 5-p Sedan 3,690 
4355 7-p Sedan 3,840 
4430 7-p_ Berline 4,090 
4130 4-p Victoria Coupe 3,390 
e 
es 
4350 2-p Runabout $5,250 
4590 5-p Touring 5,250 
4780 3-p Coupe 6,800 
4830 4-p Sedan 6,900 
4960 7-p Sedan 7,000 
4750 4-p Coupe Sedan 6,900 
4730 6-p Brougham 6,800 
4850 7-p Limousine 7,000 
5060 7-p Enclosed Lim. 7,000 
4780 7-p French Lim. 7,000 
4782 6-p Landaulet 7,000 
PREMIER 
“6.p”" 
8710 2-p Roadster $2,885 
3870 5-p Open-Touring 2,885 
3920 -p Touring 2,935 
3910 5-p_ Sp. Touring 2,985 
4820 7-p Sedan 4,175 
4185 5-p Brougham 4,175 
REO 
“T.6”" 
3195 6-p Sta. Touring $1,395 
3225 5-p Sport Touring 1,595 
3320 4-p Coupe 1,875 
3490 5-p Sedan 1,985 
8655 -p Brougham 4d. 2,235 





Ship. 
Wt. Pass. Body Style Price 
REVERE 
“Mr” 
3700 2-p Roadster $3,200 
3500 4-p Speedster 3,200 
3800 5-p Touring 3,200 
4300 5-p Sedan 4,000 
RICKENBACKER 
2725 3-p Sp. Roadster $1,645 
2644 5-p Sp. Touring ° 
2845 4-p Coupe 2,095 
2750 5-p Sedan 2,195 
ROAMER 
“6-54-E” (118 in. W. B.) 

3100 2-p Roadster $2,685 
8100 4-p Tourer x 
$300 4-p Sp. Touring 2,750 

7-p Touring \. 

3-p Cabriolet 3,285 

“6-54-E”” (138 in. W. B.) 

4100 5-p Spec. Sedan 4,250 
4200 -p Suburban-Sedan 3,950 
**4-75-E” 

8650 4-p Sport 3,650 
4-85-E”” 
$200 2-p Spec. Speedster 3,785 

ROLLIN 
2255 5-p Touring $995 
2330 °-3-p Coupe Roadster 1,195 
2410 5-p Sedan 1,295 
R & V KNIGHT 
“H” 
3850 4-p_ Sp. Roadster $2,400 
3850 6-p Touring I 
3900 7-p Touring 2,375 
4335 5-p Coupe 3,000 
4160 5-p Sedan 3,050 
4260 7-p Sedan 3,250 
ROLLS-ROYCE 
4750 2-p Roadster $11,400 
5000 7-p Touring 11,450 
4900 5-p Phaeton 10,900 
5200 7-p Sedan 12,900 
5200 7-p Limousine 12,850 
5100 5-p Cabriolet 12,800 
53800 5-p Salamanca Cab. 13,500 
SENECA 
50 & 51 C 
2500 2-p Roadster $985 
2500 56b-p Touring 985 
STANLEY 
“740” 
2-p Roadster $2,750 
5-p Phaeton 2,750 
7-p Phaeton 2,750 
4-p Brougham 3,585 
7-p Sedan 3,985 
STAR 
1700 2-p Roadster $540 
1785 5-p Touring 540 
1800 5-p Spec. Touring 640 
1925 2-p Coupe 695 
2085 5-p Sedan 785 
2100 5-p Spec. Sedan 935 
STEARNS-KNIGHT 
4-p Coupe Roadster #1. 995 
8775 5-p Touring 1,750 
4250 5-p Sedan 2,350 
3750 4-p Coupe Brougham 2198 
«6 
3775 5-p Touring 2,395 
38850 7-p Touring 2,495 
4025 2-p Coupe 3,395 
4275 4-p Sp. Coupe 3,150 
4275 -p Sp. Sedan 3,395 
3950 6-p Brougham 3,200 
STEPHENS 
104 & 20 
(117 in. W. B.) 
2875 Roadster $1,295 
2975 Touring 1,295 
3390 Sedan 1,995 
3180 Touring Sedan 1,595 
(124 in. W. B.) 
3300 Touring 1,595 
3300 Foursome 1,750 
8675 Sedan 2,250 
STERLING-KNIGHT 
3200 4-p Sp. Touring $2,250 
32385 5-p Phaeton ,150 
3450 5-p Sedan 2,800 
3450 4-p Sp. Brougham 2,750 





Ship. 


Wt. Pass. Body Style Price 


ya -DURYEA 


2-p Roadster $8,150 
4400 -p Touring 7,500 
4250 4-p Sp. ‘Touring 7,750 
4600 4-p Coupe 9,00 
4600 4-p Sedan — 
4800 6-p Sedan 9,675 
4800 6-p Town Brougham 10,175 
4800 6-p Vestibule Limou. 9,675 
4800 7-p Vestibule Limou. 10,175 
4800 %-p % Limousine 10,175 
4800 7-p Cabriolet 10,175 
STUDEBAKER 

Light Six “EM” 
2510 3-p Roadster $1,025 
2650 5-p Touring 1,045 
2650 2-p Coupe 1,195 
2955 5-p Coupe 1,395 
$030 5-p Sedan 1,485 
Special Six “EL” 
8065 2-p Roadster 1,400 
3305 5-p Touring 1,425 
3600 5-p Coupe 1,895 
3650 5-p Sedan 1,985 
Big Six “EK” 
3745 5-p Speedster 1,835 
8630 7-p Touring 1,750 
8770 5-p Coupe 2,495 
4130 7-p Sedan 2,685 
STUTZ 
“4"" KLDH 
3600 Roadster $2,765 
3950 5-p Sportster 2,790 
4100 -p Touring 2,640 
4050 4-p Bull Dog 3,115 
8700 3-p Bear Cat 2,765 
4200 4-p Coupe 2,990 
4300 4-p Sp. Coupe 3,250 
“6""—690 
8250 2-p Roadster 1,995 
3450 5-p Tourabout 2,265 
8850 5-p Phaeton 1,995 
8750 5-p Sedan 2,550 
“6""695 

3900 5-p Sportster 2,650 
3950 7-p Tourster 2,685 
4150 5-p Brougham 3,350 
4350 7-p Suburban 3,500 
4450 7-p_ Berline 3,600 
TEMPLAR 
3300 4-p Suburban Tour. $2,175 
3300 5-p Phaeton 1,985 

5-p Sedan 2,785 

4- Brougham 2,650 
VELIE 

“56” 

2780 5-p Touring $1,095 
3110 5-p Sedan 1,545 
“58” 

2780 3-p Roadster 1,275 
2780 5-p Touring 1,275 
2990 5-p Sp. Touring 1,565 
2990 5-p Silver Swallow 1,645 
2895 5-p DeLuxeTouring 1,495 
2970 4-p Coupe 1,845 
8110 5-p Sedan 1,895 
3300 5-p Touring Sedan 2,095 
1945 5-p Brougham 4d. 1,945 

WESTCOTT 
“44” 
3050 5-p Touring $1,690 
3150 5-p Spec. Touring 1,840 
3300 5-p Brougham 4d. 2,290 
“48” 
3550 7-p Touring 1,990 
$650 ‘7-p a Touring 2,190 
8300 5-p Sedan 2,090 


WILLS SAINTE CLAIRE 
“A-68” (121 in. W. B.) 


3240 3-p Roadster $2,575 
3320 5-p Touring 2,475 
$3460 4-p Coupe > 275 
3420 7-p Sedan 3,475 
3670 5-p ImperialSedan 3,575 
38500 5-p Brougham 3,375 
3650 5-p Limousine 3,850 
3600 5-p Town Car 3,850 
“B-68” (127 in. W. B.) 

8-p Roadster 2,875 
8490 5-p Gray Goose Spec. 2,675 
3470 7-p Touring 2,675 
8575 7-p Phaeton 2,875 
3515 4-p Coupe 3,675 
8650 5-p Sedan 3,775 
8650 -p Sedan 3,800 
$8465 5-p Brougham 3,800 
WILLYS-KNIGHT 

“64” 
2700 2-p Roadster $1,175 
2790 5-p Touring 1,195 
$106 5-p Country Club 1,635 
$126 5-p Sedan 1,695 
3100 4-p Coupe Sedan 1,450 
$126 5-p Sedan DeLuxe 1,895 
“67° 

2934 7-p Touring by 
$300 7-p Sedan 1,995 
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MAKE AND MODEL 


Number of Cylin- 
Crankshaft Bearings 


ders, Bore and 
Stroke (Ins.) 
Rated Horsepower, 


| Balloon Equipment 
N.A.C.C. 


| Wheelbase (Ins.) 


' Standard Size 


(Ins.)t 
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Steer- 
Electrical BRAKES ing 
System Gear 
e 
© as 
ldlilala!] Jala ae: 
213 || 2/2] % 2 | 
> Cy 72) . S 
lilo /HI 2] | 2/3] 2 léslésle 
eo om e ro = 
F) 2 |23/2i] 2) 2/3 #2132] 3 
o| S$ | Be]oal] & rs e ro) rojer| = 
PS [Str A-K |G-D 5.10 None |Lav 
PC |Zen |Wes |Wes 4.75 Mec* [Gem 
PC |Zen |Rem |Rem 4.62 Mec* |Gem 
PS {Str Rem |Rem 5.10 Mec* |Lav 
FP |Joh |Rem [Bij 4.25 Mec* |Own 
Str Rem |Rem 4.63 Mec* |Jac 
C {Str Rem {Rem 4.65 Mec* |Ros 
Str Del {Del 5.10 Hyd j|Jac 
Mar {Del  |Del 4.66 ec |Jac 
Mar {Del [Del {f ‘ S Mec [Jac 
Own |Del H 4.50 Mec |Own 
Sch {Del {Del 4.90 None {Jac 
Ray |Del Del 4.40 None |Jac 
Str A-L |A-L 5.13 Hyd* |Gem 
Str A-L |jA-L 5.13 Hyd* |Gem 
Str Bos |Bos 4.45 None |Own 
(fen Rem (er 3.77 None |Own 
0. -, 
Str |Rem |Rem 4.60 Hyd |Jax 
Str Bos {Bos 4.90 None |CAS 
Joh |Del {Del 4.70 None |Gem 
Str A-L |A-L 4.80 Hyd* |Gem 
Zen |Wes |Bos 5.00 None {Lav 
Str Del {Del 4.23 None [Gem 
Zen |Wes {Bos 5.00 None |Lav 
Str |A-L |JA-L 5.10 Hyd* |CAS 
Str A-L JA-L 5.10 Hyd* |CAS 
Ste N.E |N.E 4.54 None |Own 
Car |Bos_ |Bos 4.66 None |Gem 
Str Del {Del 4.90 Hyd j|Lav 
Str Wes |Wes 4.45 None |Jac 
Til A-L |A-L 4.33 Mec* |War 
Zen {Del {Del 4.70 Mec* {CAS 
Str A-L jA-L 4.70 Mec* {Ros 
= iS is +. E 
Str fe fe , ec 8 
Ste Bos {Bos 5.60 None |Own 
|Til A-L |A-L 4.77 Mec |...... 
Str DeJ |DeJ 4.77 Mec* |War 
(nt Own jOwn 3.63 None |Own 
0 
wn |A-K [A-K 4.73 None |Own 
Zen |Wes |Wes 4.80 None {Ros 
Sco |Wes |Wes 3.90 None |Own 
Str Del {Del 4.63 None |Gem 
od _ - : : = _— = 
tr 08 08 " one em 
Ray |Kin |L-N 4.41 None |Jac 
Ste Bos {Bos 4.45 None |Gem 
Str Wes |Wes 4.87 None [Ros 
Ray |Rem |Rem 4.45 None |Gem 
Str |Del {Del 4.42 Hyd |Gem 
Str Del {Del Hyd [Gem 
Bal |A-K |Wes None |Jac 
Str |Rem |Rem Hyd® |Jac 
Joh |Del {Del None |Own 
Ray |Con |G-D None |Ros 
Str Wag |Wag None |Gem 
Str Del {Del None {Own 
Bal {Del |Wes Mec* |Own 
Str Del {Del Mec* j|Own 
Ste |Rem {Rem None jOwn 
Ray |Del {Del None |Ros 
Ray (re Wes Mec* |Ros 
Pp! 
Str |Del {Del Hyd* jGem 
Str |Del {Del Hyd* |Gem 
Str |Del {Del Hyd* {Gem 
Mar |Del {Del None |Gem 
Mar {Del {Del None |Gem 
Mar {Del |Del None |Gem 
Str Rem |Rem Mec |Jac 
Zen |Del {Del None {Mun 
Til A-L JA-L None |Own 
Own |Del jA-K Mec 
Own |Del {Dyn Mec 
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Double-acting thrust 
bearing, flat seats 
(grooved races) 
2100-F Series 





Single-acting thrust 
bearing, flat seats 
(grooved races) 
1100-F Series 





Single-acting, self- 
aligning thrust 
bearing 
1100 Series 





Single-acting, self- 
aligning thrust 
bearing, leveling 

washer, 1100-U Series 





Double-acting, self- 
aligning thrust 
bearing, leveling 
washers 
2100-U Series 


MOTOR AGE 


Are your customers 


your friends? 


Strom Ball Bearings will win you many friends 


HE success of your busi- 

ness depends on the number 
of satisfied and friendly cus- 
tomers you have 


So it is to your best interest 
to give your customers satisfac- 
tory service—service better than 
they really expect. 


Thus when a car or truck is 
brought to you for new bearings 
install Strom Ball Bearings. They 
are built to give permanent sat- 
isfaction. 


Strom Ball Bearings are made 
of the finest chrome steel, heat- 


treated through and through, 
not merely case-hardened. 


We could tell you a hundred 
reasons for using Strom Ball 
Bearings. The surest way to find 
out is to try them. You’ll never 
go back to inferior bearings if 
you do. 


There is a Strom dealer as 
near to you as your phone. Call 
up. Order what you want. If 
you don’t know his name write 
to us. We will send it to you 
by return mail. 


Sitom 


Manufactured by 


STROM BALL BEARING MFG. CO. 
Formerly U.S. Ball Bearing Mfg. Co. 
4551 Palmer Street, Chicago, IIl. 








57 





Single-row deep- 
groove Standard 
type, radial bearing 





Double-row, deep- 
groove Standard 
type, radial bearing 


Angular contact 
bearing, combination 
radiai and thrust 


Double-row, maxi- 
mum type, 
radial bearing 





Single-row, maxi- 
mum type, 
cadial bearing 


MOTOR AGE 


Current Passenger Car Specifications 


(This list comprises cars distributed on a national basis) 
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ENGINE 


Electrical 
System 


Uni- 
versal 
Joints 


REAR AXLE 


Gear- 
set 


Clutch 


Rear 
Springs 


_—,. 





MAKE AND MODEL 


Standard Size 
(Ins.)t 
Balloon Equipment 


| Wheelbase (Ins.) 


| 
| 





ee 
bow 
om 


— 
wh 
fo oe} 


Premier 


R&V Knight 
Re 


0 


Sterling-Knight 
Stevens Duryea 


Studebaker... .. Light Six 
Studebaker... . .Spec. Six 
Big Six 


Studebaker 338x414 


32x414, 
32x41 
32x44 


33x4 


32x4 


Templar...... e<caader 


PONDS. cn cxsvurere 56&58 


eyo. 32x44 


32x44 


Westcott. .... 


Wills Ste. Claire. .A&BES 
Willys Knight... . .64&67 


32x414|No 


Yes* 
No 


No 
No 


No 


No 
No 


32x4_ |No 
33x414|No 
33x44] Yes* 
No 
No 
No 
32x414|No 
29x414] Yes 


32x4 
830x314 


33x44 
33x41 


112 


115 
118 


112 
102 
113 
10814/32x4 


119 |34x414 
118 |32x414 


109 
109 


32x4 


33x414 


Premier 33x414 


Rauch & Lang......... 
Rauch & Lang** 


Traveler 











Yellow........ 


Number of Cylin- 
ders, Bore and 
Stroke (Ins.) 

| N.A.C.C. 


| 
| 


6-334 x5 
6-314x5 
8-314x5 
6-4 x54 


6-334x514 


6-314x414 
6-344x5 


4-434x6 
6-314x434 
6-310x54 


4-414x6 
4-314x44 
6-419x434 


4-356x5 
2-4 x5 
4-314x414 
4-334 x55% 
6-314x5 
6-3'4x4'4 


83 | Rated Horsepower, 
pas 
uo 


Own 
Own 


Mons 
Own 
Cont 


Dues 
Own 
Own 


Lyco 
Own 
Cont 
Own 
Own 
Own 


15.63 
22.50 
25.35 
25.35 
6-314x454 
6-465 1, 
6-3¢x414 
6-314x5 

6-37 4x5 


6-334x5 
4-436x6 
6-3x5 


25.35 
47,25 


23.44 
29.40 
36.04 
27.34 
30.63 
29.40 
27.34 


24.38 


Own 
Own 


Own 
Own 
Own 
Weid 
Own 
Own 
Own 6-33¢x5 


6-33%5x414 


a oe oe oe ol ol > 1 1 1 oe ol -- ol ol -- od al al | Valve Arrangement 


Own 


6-314x514 
6-334x44 
6-314x5 
8-314x4 


4-254x44 


29.40 
27.34 
25.35 
33.80 


21.03 


Po] sal onl oa! 


Buda 4-334x514 


4-376x419 
4-23¢x4 


4-356x5 
6-33x414) 3 


4-31x5 


4-334 x54 
4-334x5 6 
4-834 x54 
Electric 
6-335x5 
4-334x514 


4-334x51,] 2 
4-354x4)0 


4-334x5 


Own 
Own 


CF 
8k 


CH 


WTU 
WTU 


WTU 


Lyco 
Cont 


Lyco 


Buda 
Buda 


Buda 
Own 
Own 


Buda 


OOM Be He Be ee oe 


WTU 


Own 
Own 


Cont 


pets 


V7 

















Cont |V7 4-334x5 





| Number of Main 

| Crankshaft Bearings 

| Carbureter Make 
Ignition System 
Make 
Generator and 
Starter Make 


Type and Make 

Type and Make 

Type and Make 
t 


| Gear Ratio 





| Oiling System 


~ w NOs 


QC0! > >>> PO> FQ & AA: 0 | Piston Material 
uo ~Ik CO wwrns 


we oo tO te oa — ~~ Co He He COE 

















3 {IPS 
Bos 














20 CO we we ww > Oo ar ak co acca 








3 |PC 
3 


PC Bos 


g |P-Own 


.|P-M&E 


M-Own 
M-Uni 
Non 
M-Spi 
R-Cli 
R-Cli 
M-Mee 


R-Cli 
M-Spi 


R-The 
M-Spi 
M-Spi 
M-Mec 
M-Har 
M-Uni 
R-Sne 
M-Thi 


K-Own 


P-B&B 
Non 

P-Own 
D-Own 
D-Own 
P-B&B 


D-Ful 
D-Own 


P-Own 
P-Own 


14 Tim 


l Tim 
16 Own 
16 Own 
16 Own 
P-B&B 


D-W-G 
P-B&B 


16 Tim 
34 Own 
Yg Tim 
34 Sal 


P-Doo 


—_ 


oF Fee RR ROR OR WOR RRR COTY 


M-Pet 
M-Pet 
M-Pet 
M-Spi 


R-Own 


P-B&B 
P-M&E 
D-Own 


D-Own 


D-Ful {Ful 


D-Own 
D-Ful 


P-B&B 
P-B&B 


P-B&B 


D-Ful 
D-Ful 


P-Det 
None 
D-Own 
B-L 


P-Own 
D-Own 


D-B-L 


34-Col 


Own 14 Own 
Ful 34 Own 


Mun 34 Sal 
War 34 Sal 


W-M 


Ful 
Ful 
Det 
None 
Own 


W-M 


34 Sal 


34 Col 
34 Col 
16 Sta 
Own 
34 Own 


Col 


Own 


Spi 


14 Own 
34 Own 


44 Tim 


Own 
Own 


B-L 


Own 


Spi 




















D-B-L |B-L_ {Spi Yo Tim 


| Four Wheel Brake 


| 


Hand, Type and 
Type and Length 


Location 
Type 


| 
| 


None 
Yes 

Hyd* 
Mec* 


Hyd* 


None 
None 


None 
Mec 
Mec* 
Mec* 
Yes 
None 


None 
None 


None 
None 
8-56 
$-56 
S-62 


S-60 
S-614% 


None 


None |Own 
Gem 
Gem 
Gem 


None 
None 
Hyd* 
Mec 


Hyd* 


8-54 


8-55 


5-59 
8-574 


Mec* 
Mec* 
ec* 


Hyd 


38-5444 


8-55 


None 


8-57% 
8-55 
S- 


None 


None 
None 


S-51 
5-52 


§-55 
S-57 


$-5744 


None 
None 


None 


None 
None 


None S-59}4 
None S- 
None 8-55 
None 


None 
None 


None 
None 
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ABBREVIATIONS— 
**- _Flectric 
+—Generator only 
*—At extra cost 
t—On Phaeton models 
A—Aluminum 
Anst—Ansted 
Ad—Adams 
A-I<—Atwater-Kent 
A-I.— Auto-Lite 
B—Semi Steel 
Bal—Ball & Ball 
B & B—Borg & Beck 
B-F—Both Internal 
Four Wheels 
RBij—PBijur 
B-I.— Brown-Lipe 
Blo— Blood 
Bos— Bosch 
C—Cast Tron 
Car—Carter 
Cli—Climax 
Col—Columbia 
Con—Connecticut 
Cont—Continental 


and External 


DY—Multiple Disk 

Del— Delco 

Det— Detroit 

De J—De Jon 

Dit—Ditwiller 

Doo— Dooley 

Dtl—Detlaft 

Dues— Duesenberg 

Dur—Durston 

Dyn—Dyneto 

E—Full Elliptic 

FE-F— External Four Wheels 

-T—External Transmission 

Eat—Eaton 

F—Full Floating 

Fall—Falls 

rli—F lint 

FP—fFull Pressure to all bear 
ings including wrist pins 

Ful—Fuller 

¥% F—Semi-Floating 

34 F—Three-Quarter Floating 

G—Head and Side 

G-D—Gray & Davis 

Gem—Gemmer 


G-L—Grant-Lees 
Goo—Goodrich 
H—Horizontal 
Har—Hart 

Hol—Holley 

Hoo— Hoosier 
H-Sp—Herschell-Spillman 
Hyd—Hydraulic 

I—In Head 
I-F'—Internal Four Wheels 
{-R—Internal Rear Wheels 
J—Three-Quarter Elliptic 
Jne—Jacox 

Jax—Jaxon 
Joh—Johnson 
Jon—Jones 

K—Cone 

Kin—Kingston 

L—L Head 
Lav—tLavine 
Lon—Long 
¥.-N—Leece-Neville 
Lyco—tycoming 
Mar—Marvel 

M—Metal 


M & E—Merchant & Evans 

Mee—Mechanics 

Mons— Monson 

Mun—Muncie 

N—Platform 

Non—None 

N. E.—North East 

Nor—Northway 

O—Special Type 

P—Single Plate 

PC—Pressure to all Crankshaft 
and connecting rod bearings 

Pen—Penfield 

Pet—Peters 

PS—Splash with Pressure 

Q—Quarter Elliptic 

R—Fabric 

Ray—Rarfield 

Rem—Remy 

Roe—Rockford 

Ros—Ross 

S—Semi Elliptic 

Sal—Salisbury 

Seh—Schebler 

Sco—Scoe 


Sne —Snead 
Sp—Circulating Splash 
Spe—Special 

S pi—Spicer 
Spi—Splitdorf ; 
S. E.—Standard Equipment 
Sta—Standard 
Ste—Stewart 
Str—Stromberg 

T—T Head 
The—tThermoid 
Thi—Thiemer 
Til—tTillotson 
Tim—Timken 

Uni— Universal 
V—Cantilever 
W-G—Warner Gear 
W-M—Willys-Morrow 
Wag—Wagner 
War—Warner 
Weid—Weidely 
Wes—Westinghouse 
Wis—Wisconsin 
X—Sleeve 
Zen—Zenith 
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Loursvnue, Ky.—Popu- 
lation 257,671. Trade 
population 350,000, 
Jefferson Street, east, 
from City Hall Tower. 
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ENTUCKY, with its ever growing popu- devoted to the design and manufacture of air 
lation of over 2,500,000, with approx- compressors and compressed air equipment. 


imately 155,000 automobiles and over This meansthat every purchaser of a CurtisOut- No Spitting of Oil 
2185 auto garages and accessory dealers, isa fitcan have complete faith in it—it means that When A Curtis Cuts Out 
true reflection of the superiority of Curtis Air when puchasing a Curtis you are getting a tried 
Compressors. Here you will find Curtis the 49d proven compressor, one with an enviable 
record and a definite reputation to live up to; 
an assurance that a Curtis Air Compressor is 
not likely to ever become an “‘orphan.” 


There are two sound reasons for this, 
First: the exclusive and patented con- 
) trolled splash oiling system prevents 
an excess of oil from getting into the 
discharge line. Second: there is no 
bleeding discharge pipe or intermedi- 
ate tank. Automatic starting and 
stopping device includes a centrifugal 
unloader, to relieve compressor of 
starting load. ] 


popular choice—simply a tribute to a worthy 
product by a state long noted for its discrimi- 


nating judgment of inherent quality. 
A complete line of single and two-stage air com- 


Curtis Compressors are the product of an insti- pressors, a style, size and arrangement to meet 
tution with a successful recordof 70 years’man- your particular need. Alsoair and water stands. 


ufacturing experience, 27 of which have been Use coupon for full information 
i. The new Curtis ¢ 

Air and Water of 

Stand made 

column or low oe 

type. 2 CURTIS 

PNEUMATIC 


oe” MACHINERY CO. 

C 1527 Kienlen Ave. 
@ SsT. LOUIS, MO. 

Gentlemen: Please send me 

cd full details on 0) Curtis Air Com- 

o pressors ()Curtis Air Stands, your prop- 


| od osition and prices. 
1854 anniversary 1924 J - 


Fe eae Te 
Re ae 
RII aici ttn sits iitenccintcacineniati 


CuRTIS PNEUMATIC MACHINERY Co. 


1527 Kienlen Ave. . : : : St. Louis, U.S. A, 
Branch Office §530-H Hudson Terminal, New York City 
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GET ME ONE OF 
be RODS THAT 
INS REBAB- 
BITED — ITS HOT on 
“\ UNDER HERE AND 
I WANT A BEAR- 90 
ING THAT 


a FITS QUICK p - 


Watkins Rebabbitting Service 
Saves You Time and Money 
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The next time you are on your back under a car, fitting a bearing 
while the mercury runs out of the top of the thermometer—per- 


spiration popping out all over—then’s the time to make up your 
Us mind to send your next connecting rods to a Watkins Rebabbitting 
how Service plant for bearings which fit quick to the crankshaft. 

Mechanics who have fit Watkins rebabbitted bearings don’t fight 


shy of bearing work—they take it with a smile. 


Garages and dealer service stations don’t have to shave the bill 
as they sometimes did when it took more time to fit connecting 


rod bearings than they could make the customer believe. 


Those who have trouble with bronze back bearings working loose 
and beating out, can eliminate it by having the bearing poured 


solid in the rod and tinned in. 






General machine and repair shops can make more money on re- 
babbitting by sending their parts to the Watkins specialist, with 
specialized equipment, than doing it themselves or making an 
investment too large for the limited amount of local work they 


can procure. 


WATKINS 


REBABBITTING 
Chuplotes” SERVICE 


Watkins Rebabbitting Service mcans complete rod rebuild- 
ing. New bearings tinned in and broached to mirror 
finish. New nuts, bolts, Laminated Shims, are furnished, 
also piston pin bushings if used. 





May be you are not familiar with the variety of bearing service 
which a Watkins Plant can give you, or do you know the profit 
possibilities in having your connecting rods rebabbitted instead of 
throwing them away. If you have some rods on hand now send 
them in to be rebabbitted and rebuilt. If not, address a letter to 
the nearest Watkins Plant asking how you can use rebabbitting 
service in your particular line of business. The place that makes 
the money this year is hunting profit opportunities and saving pos- 
sibilities. 








} 


Send Parts to Factory Nearest You for Quickest Service 








PRARINOR: SONI 6 assis ccna Ripley Motor Service PORTLAND, ORE....... A pas ditches a coda Factory Motor Car Co. 
EOIDEAMAPOENG, BUD 6 wiciccccccicnccccnsccccnccs Indiana Watkins Mfg. Co. oe eS ee ee eee H. & H. Machine Co. 
KINGSTON, ONT...........-:00------ Watkins Mfg. Co. of Canada, Ltd. SeaTren, WAGH............. - Solon Grinding Co. 
0B PGI, ACAEIR onan sccsccis enone Wright Mfg. Co. SSUMROIIEN, THs. °%. vvcesniccccocnsesenss Watkins Mfg. Co. of New York 
DEBMP HIG, TRI siesiccccnsccccancasasensese J. B. Cook Auto Machine Co. ToLepDo, On10....... shad Stewart-Burgan Co. 





New York, N. Y.. 
Omana, NEB............. 





The Watkins Mfg. Co. 


....-----Lnterstate Machinery & Supply Co. 


Authorized Exclusively by Buick Motor Co., to Rebabbitt and Rebuild Buick Rods. 


Ssskacececnai aaleeascuuesenaae Lake Sales Co. WASHINGTON, D. C.c...cccsccccsssscssccerccccsteeke, BOtive Parts, Inc. 


WVARREOO, TAs aicccinscsnccssccssesncsicns All States Rebabbitting Service 





Home Office Wichita. Kans. 


| 
| 
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Reminding the motorist of his oil supply every 
day and all day—no vacations—no days off—on 
the job continuously displaying and selling oils. 











| a Lubricating Outfit 


MOTOR AGE 61 















BAKER GASOLINE CO. 


Shreveport: La- 
lls more oil with 


an AMERICAN VISIBLE 
LUBRICATING OUTFIT 
















Wherever installed this salesman / 
has INCREASED OIL SALES' 
WONDERFULLY. We have 


hundreds of letters to prove it. 


, !he American VISIBLE 


i Is a Business Getter 


It serves clean oil ina cleanly manner. The 
Anti- Drip Nozzle alone pays for the outfit —s 
, ; ppt. Furnished also with 
in saving from dripping and wastage. oquante sonieabar bat- 
Forces the oil out quickly in exact quan- ee 


tities—no waiting for gravity flow. 


ts =~ 
= fi 
i 
ji 
i 
H 





-The glass container attractively displays the quality of oil. 


And your oil supply, placed conveniently near the gasoline 
pump, gives quick service and satisfaction to your customer. 


Cut out the old wasteful, inconvenient, disagreeable methods 
of handling your oil supply and install an American outfit. 


* Write us for prices and particulars. 


The American Oil Pump & Tank Company 
1159 FINDLAY STREET, CINCINNATI, OHIO 


American Visible Equi ipment 


Jor dispensing Gasoline and Lubricating 
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STABILATORS 


Packard, Franklin, Marmon, Duesenberg— on the subject of easy 
riding, there stands no higher authority than any one of these 
builders. Collectively, their unanimous verdict in favor of Watson 
Stabilators is paramount guidance for any man wanting the 
utmost riding quality. 





At former prices, Stabilators were an outstanding value. At the 
new prices, the value is sensational. No motorist need longer put 
up with old-fashioned, jack-in-the-box motoring. All men can 
now have this last word in motoring ease and luxury—and safety. 


This means that your market for Stabilators has been immensely 
widened. One of the few real selling opportunities and profit 
makers in the past, Watson Stabilators now offer you an incom- 
parable chance for large volume, profitable sales. 


Orders will roll in fast, we know, but we have extended our 
production capacity to fill them at once. Get yours started today. 


* * * * 





In no detail or particular has the quality, design or construction of 
Stabilators been altered. 





Economies now made possible by vast production are passed on 
in whole to the consumer. 


Stabilation is the acknowledged last word in Easy Riding. 


Prices west of the Rockies $49; former price $66 
Fords $26; former price $33 





JOHN WARREN WATSON COMPANY, Twenty-fourth and Locust Streets, PHILADELPHIA 


3 Ad 
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GENUINE COW-HIDE 





Material and Construction 


The Motorex Sales Kit has a rich, glossy finish. It is fitted with a 
heavily nickeled, three-position lock that is attractive in design and will 
give perfect protection to the contents. 


Inside there are four 9x12 inch pockets, with genuine leather, gradu- 
ated divisions; a pencil loop and pencil and a pocket for business cards. 
This arrangement is perfection itself for the automobile salesman’s equip- 
ment and data. 


Equipment 


Each case is fitted with two correspondence folders, one green and one 
Orange, a pencil and four index guides for 4x6 cards. 


Order Direct—Save 50% 


_ The motorex Sales Kit, which is made from genuine cow hide, finished 
in rich mahogany and thoroughly waterproofed, could not be duplicated 
elsewhere for twice the money. 

We are able to offer this case at the lowest possible sale price due 
to quantity production and the elimination of retail profit. 


SALES Equipment ComPANy 


409 Kerr Bldg., Detroit, Mich. 
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MotoreX Sales KITS 


Specially Designed for 
Automobile Salesmen 


The Motorex Sales Kit was 
especially designed to provide 
motor car salesmen with an at- 
tractive and convenient case for 
carrying the various items of 
their selling equipment — factory 
literature, sales books, contract 
and order forms, photographs, 
testimonial letters, clipped adver- 
tisements, etc. 


A Sales Kit lends the salesman 
an air of businesslike sincerity 
and creates a favorable impres- 
sion on the prospect. It makes 
him a better salesman than the 
man who carries his various 
selling material stuffed in his 
pockets. 


Special Pocket for 
Prospect Cards 


This compartment for 4x6 
cards is indexed under: 
“Prospect,” “Canvass,” 
“Owner follow-up” and 
“File.” Every salesman who 
carries his prospect cards 
around in his pockets will 
appreciate the convenience 
and value of this feature. 


Located on the outside of 
the case, the prospect cards 
are instantly accessible with- 
out disturbing the contents 
of the interior. 


-50 Postage / 


Paid eo 














Export Shipment—Duty Collect - 
4 - 
¥ 
4 #3 
Our Guarantee 4 xe * 
4 Ks > & 
If you are not per- A © Fi 4 
fectly satisfied with — s § , 
the Motorex Sales ¢ ra £ *) d 
Kits, your money oie 
will be promptly re- 4 9 oe > 
funded. ? 4; s re , 
> 4 & 
COS 
» a 
4 Fs Pa < 
o “S / 2" 
9 - 
7 © Fa > 
3s f & 
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MOTOR AGE 


ANOTHER CASH BOOK 


Like six Best Sellers all rolled into one is this 
new Monogram Illustrated Order Book for 
Special Finish Shields. 


Dealers are finding it the very Best Seller for 
the Monogram Cap itself, for old cars or new. 


And then there’s the extra sale of one of the 
fashionable New Monogram Color Shields 
illustrated in the book. 


The whole proposition is so pleasing to cus- 
tomers that it also goes far toward selling 
you as a progressive merchant. 


With this ingenious book you swiftly take 
the order and the cash for the shield selected. 
You make your regular margin on the extra 
sale. The order goes to us. We promptly 
send the chosen special shield. 


Shortly many, many cars will draw your 
eye with the charm of Monogram New Color 
Shields. Remember, it’s another popular hit 
for Monogram Dealers only. 


Better ask your Monogram Distributor at 
once. He alone supplies these books. 


GENERAL AUTOMOTIVE CORPORATION, 600 W. Jackson Boulevard, Chicago 
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For endurance at points of hardest wear— 


For double serv 
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iet performance, to an extraordinary degree— 


In short, for real Quality— 
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a Bock Bearing, particularly after 25,000 miles of service. 
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but how many miles per bearing.” 


Bock Quality Taper Roller Bearings. 
‘Not how many bear 


An experienced eye can see at a glance the super 
QUALITY TAPER ROLLER 
BEARING S 
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CA Letter to Men who Like a Clean-cut 
‘Replacement “Parts “Proposition 


We believe in a protective policy covering distribution for replace- 
ment, and our jobbing franchises are drawn and territory allotted on 
this basis. 


Bock Bearings are standard equipment on nearly 100 makes of 
passenger cars and trucks. They are also interchangeable for other 
makes of ball and roller bearings of corresponding general dimensions. 
We will shortly have a 100 per cent replacement list available in either 
the R or D series. Both types are being made of chrome nickel steel, 


refined in finish, and are quality bearings to the last detail. 

Our dealers’ proposition is a very liberal one, netting a handsome return 
on the actual investment required. There is some open territory and 
if this Company’s policy appeals to you, write or wire for details. 


Yours very truly, 
THE BOCK BEARING COMPANY 


i en oe 


Vice Pres. and 
Gen. Mgr. 
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MOTOR AGE 


Type “Z” 4 inch capacity, 
foufteen pounds — Oper- 
ates on A.C. or D.C. cur- 
rent. Load R. P.M. 450. 
Jacobs Chucks Standard 


aeueme | iis. Built particularly 
55 | 4 for Garage use— 


Not too heavy yet heavy enough 
to stand abuse, plenty of power to 
drive your drills: thru the toughest 
metals, ample handling facilities 
for convenient use in close quarters, 
efficient air cooling system to allow 
constant use without overheating 
and reasonably priced—this Type 
“Z” U. S. Portable Electric Drill is 
the ideal portable electric drilling 
The United States equipment for Garage use. 

Electrical Tool Co., 
Cincinnati, Ohio 











Throughout its construction S. K. F. 
Ball Bearings are generously pro- 
vided—a feature that assures econ- 
es oo FIRE Punpec omy in the cost of operation thru 
VALUE GRINDERS BENCH GRINDERS I lower power costs. 


Send for catalog 21C which de- 
scribes the complete U. S. line in 

detail and ask your jobber to show 
Boston Houston New York 


Buffalo Indianapolis Philadelphia you this type Z particularly built 
Chicago Kansas City Pittsburgh f G : 
Cleveland Milwaukee St. Louis or arage use. 


Columbus Minneapolis Toledo 
Detroit 

















District Sales Offices and Service Stations 




















Complete stocks carried in all Service Stations 
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JSmooths Sone 
Here’s the Shock Absorber that is the “big seller” this year! Try it 


yourself and you'll agree—it makes such a wonderful improvement in 
a car’s riding qualities you’ll see in a minute why owners everywhere 
sing its praises! 

It’s a Bosch quality job clear through—It has the Bosch Reputation to 
back it—It has over 750 Bosch Service Stations to provide service. 
Everybody is hearing about it! Big full page ads in the Saturday 
Evening Post and other leading nationals are broadcasting its advan- 
tages continuously. 

The Bosch is now the best advertised, most talked about shock ab- 
sorber on the market—and dealers everywhere are making big profits! 
Now’s the time to act—to get your place known as Bosch Shock Ab- 
sorber Headquarters. 

Wire for sample set at quantity discounts C. O. D. and start selling 
while the big advertising drive is on. 








Prices Per Pair 


For Fords. .$10.00 
In - Canada 


In Canada 


For Heavy Cars & 


Trucks. . .$20.00 
In Canada .......... $30.00 


AMERICAN BOSCH MAGNETO CORPORATION 


Main Office and Works: Springfield, Mass. 


pier 
- =? * inary Sateen paiets ve 
omer 

HAAR eM esd SO 


Branches: New York, Chicago, Detroit, San Francisco 
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These Painted Boards Are Working 


All over America—wherever motorists travel—big, im- 
pressive painted bulletins advertising AC Spark Plugs 
and AC Speedometers are working every day for the 
dealer who stocks AC products. 


National magazines, trade papers, store signs, direct 
mail advertising are continuously circulating millions 
of AC messages throughout the country—and news- 
papers too are spreading the story of AC superiority. 


The market created by the enormous factory equip- 
ment business of AC products, backed up by all this 
effective advertising works tirelessly for the dealer who 
carries the full AC line and is ready to go after this 
profitable business. 


AC Spark Plug Company, FLINT, -AGichigan 
Makers of AC Spark Plugs—AC Speedometers 


U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 13,1917. Other Patents Pending 


For You Everywhere—Every Day 
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Fo ns of one of the AC 1075 Ads in The enemaaied vebtinacne Post 


IN good plug for Pe 
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Nee is why the AC 1075 is a good plug for Fords 


Tamm (( 
Spring Terminal Clip 
makes it easy to test plug or coil while motor is run- 
ning and locks nut so that it will not unscrew. 


There is no danger of damaging connection through 
use of pliers as the clip keeps it tight. 


Heavy Body Porcelain 


to withstand hard service—plug comes apart by un- 
screwing bushing. 


High Temperature Fins 


Plugs become shorted by deposits of carbon. The 
thin edges of the fins on the patented carbon proof 
porcelain get hot quickly and burn away the deposits, 
thus preventing accumulation of carbon. 


Heavy Electrode 


designed to form natural drain so no oil will lodge 
in spark gap. 


INSTALL A SET OF 1075’s TODAY—YOUR MOTOR WILL PERFORM BETTER 


AC Spark Plug Company, FLINT,. Michigan 
Makers of AC Spark Plugs—AC Speedometers 


U.S. Pat. No. 1,135,727, April 13, 1915; U.S. Pat. No. 1,216,139, Feb. 15, 1917. Other Patents Pending 
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| How the AC 1075 is being advertised in 
national publications to the Ford owner 


Thousands of dealers are buildinga big, | Write us for the attractive fibre poster, 
profitable spark plug business among 7m colors, of the above advertisement 
Ford owners on the AC 1075—a better which we have for you—to connect 
plug for Ford engines—and you make — your store with this impressive AC 
a larger profit on them. advertising. 


AC Spark Plug Company, FLINT, -AMGchigan 


Makers of AC Spark Plugs— AC Speedometers 
U. S. Pat. No. 1,135,727, April 13, 1915; U. S. Pat. No. 1,216,139, Feb. 13,1917. Other Patents Pending 
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Carbon Removing 
is now a Quick, Easy Job 


_ the Sioux Carbon Removing Brush you can do the job right— 
peel off all carbon deposits easily, quickly, thoroughly. 


Notice the construction — specially made stiff wires 
overlapping each other and making a double contact. This 
permits use of brush either in verticle position or tilted, so 
that you can get into the corners and do a real clean job. 
Made in two sizes—No. B66 with heavy wire for rough sur- 
faces where carbon must be taken off by force—and No. B67 
with fine wire for machined surfaces and for aluminum pis- 
tons where high polish is required. Set of two sizes, (No. B68.) 





Used with small electric drills or Sioux Flexible Shaft. 


Ask Your Jobber About Them 


ALBERTSON & CO. Sioux City, Iowa. 





Besar pyc: 
% the Business~ 











OEE a RE, 








ee 


june 12, 1924 


“The Most Beautiful Cap 
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in America” 


De Luxe Cap for ~ 
Fords, Gray and LES 
others, $3.75. We 


Chevrolet, Star, Olds { 

mobile Six, Essex, 

Overland and others, 
$4.00. 


For other larger cars 
$5.50 


it open! 


No twisting, no scorched fingers. No 
|| time wasted. Just press the mono- 
|| gram, and Presto! the cap springs 
i | open—ready for filling. 

Convenient, rustproof, 

troubleproof. 

It’s a beautiful cap, splendidly built 

and designed yet low in price—and 

extensively advertised —that’s the 
combination that means quick turn- 
over and real profits for dealers. 


theftproof, 
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This Display Stand 
sells De Luxe Caps. 


Ask your Jobber about this 
polished mahogany pedestal 
for your counter or win- 
dow display. Mounted on 
this pedestal the Bethlehem 
Je Luxe Cap sells on sight! 
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De Luxe Radiator C 
















Click it shut! 


There is a correct size for all cars 
from Ford to Rolls-Royce. 


Write for sample cap. Simply men- 
tion car you drive and name of your 
Jobber. Sales helps, or information 
regarding discounts will be sent upon 
request. 


BETHLEHEM SPARK PLUG CO., Inc. 
Bethlehem, Pa. 


E. H. Schwab, President 
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BETHLEHEM Wrench Sets .. 


BETHLEHEM Spark Plugs 
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The 
Steel 


Bottle 


lled 
TO 
power 
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Just hand custom- 
er a REFILL in 
exchange for emp- 
ty bottle and 50c. 
We supply you 
with REFILLS 
in exchange for 
empties. 
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Right from the jump with our opening announce- 
ment in the April 19th Saturday Evening Post the 
public started buying Prest-Air Outfits. Dealers 
are already sending in repeat orders, in growing 
volume, for new stocks to keep pace with the selling. 


The spectacular, unusual thing always captures interest 
—like a tight-rope walker above a crowded street. Some 
of our dealers go out in front with a Prest-Air Outfit and 
jack up a car, put out a fire, inflate tires, etc.—and all in 
five minutes the crowd that gathers will buy half a dozen 
outfits, at from $15.00 to $25.00. 


Prest-Air Outfits make quick profits. They win 
your customers’ endorsements to their friends, 
building a substantial, cumulative business for you. 
Every customer comes back for REFILLS at 50c 
when his Power Bottles get empty. 

Your sales will start at once and grow, supported by 
our steady advertising—full pages every four weeks in The 
Saturday Evening Post, all ordered for a year ahead. 
Catch the business now going by your door with the big 


steel Prest-Air Dealer’s Sign that shows the people where 
they can get the famous Power Bottle— 


in a jiffy 
—with 

clean hands 
and no effort. 


Don’t Let the Profits Slip By —-WRITE TODAY for details 


PREST-AIR CORPORATION 


Executive Offices: Grand Central Terminal Bldg., New York 


to inflate tires 
jack up cars 
grease cars 
put out auto fires | 





Some Real 
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use the last ional ae 
and take - hill§ DY 


” turn the stop-cock 
and drive to a filling pump 


out all the troubles of a gravity feed and 
adds the security of a self-reminding emer- 
gency reserve. 


J ox that simply Mac’s Gaselevator wipes 


It is a remarkably simple vacuum tank v 

OP, feeds the last drop of gasoline in your tank to 
the carburetor on any grade. Even when that 
last drop is gone the Gaselevator hangs on to 
an eight mile supply of gas until you turn the 
stop cock which releases it. And when the 
main tank is refilled the Gaselevator fills up 
again before you can start. 





Mac’s Gaselevator sells for $7.50 which in- 
cludes all pipe and fittings needed for its in- 
stallation, a simple job taking half an hour. 
This is a price Ford owners will gladly pay for 
freedom from worry about being stranded 
without gas and climbing hills in reverse. 





Of the 5,300,000 Ford owners, but few have not 
had this experience. Here is a vast market. 
A word from you will bring full information 
and discounts. Write today. 


MOUNTAIN ACCESSORY CO. 


Emporium, Penna. 


Mac’s Gaselevator 


A VACUUM GAS FEED AND EMERGENCY RESERVE COMBINED 
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Money Maker 
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~ and Customer Satisfaction ~, 


Garage, tire and repair men everywhere are finding the MonaMobile ‘‘Silent 
Salesman” (a complete display of case and bulk MonaMobile Motor Oils and 
Greases) a real money maker. Occupies little space—no more than a show- 
case. They sell on sight! And once your customers test MonaMobile Lubri- 
cants, they're regular customers. 


You can guarantee MonaMobile Lubricants to 
the limit—and we'll back you up! 


Get Our Attractive Offer! We have a money-making proposition that will interest 
every live dealer. Write for it—now. Find out how to get a MonaMobile “Silent Sales- 
man” in your shop. We lend it to you! 


MONARCH MANUFACTURING CO. 


COUNCIL BLUFFS, IA. SAN FRANCISCO, CALIF. TOLEDO, OHIO 


onaMobile 


OILS & GREASES 
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The Hisey-Wolf Mach. Co. 


Cincinnati, Ohio 


















































Quality isn’t the best pol- 
icy—it’s the only policy, 
if leadership is to be at- 
tained. 


Jacobs policy has not only 
been one of quality, but 
the Jacobs original 
Toothed Sleeve and Key 
device has added greater 
value to Jacobs Chucks 
and made them the selec- 
tion of 132 makers of 
Drilling Machines and 
Portable Drills. 






Mounting a mirror 
is a small job but— 


It can easily cost twice as much as 
it should if the fender holes are 
drilled with an old fashioned hand 
drill. 


Modern shop equipment, in the 
form of the portable electric drill, 
has brought service up to a high 
standard and made profits greater 
by far than old methods could ever 
hope to build. And a drill’s chuck 
equipment has much to do with its 
efficiency and profit making possi- 
bilities. 














The World’s Largest Producer of Drill Chucks 



















N Cw e Sales Records 


Here’s what the new Bakelite Case (short- 
circuit-proof) has done for Milwaukee 
Timer sales: 


In the 3 months of March, April and May, 
more Milwaukees were sold than in any 
previous 4 months’ period. Over 100,000 
made and shipped in May alone! 


Great stuff for you dealers! If you’re not 
making some real money on timers this 
year, it’s your own fault. This famous 
timer—now glistening with quality and 
beauty in its new rich-brown Bakelite shell 
—is the greatest timer value ever offered a 
Ford owner. And there’s no increase in 
price. 


Big ads in The Saturday Evening Post, 
American, Sunset, Country Gentleman and 
many sectional and state farm papers are 
telling your customers about the Bakelite- 
cased Milwaukee. 


Order frem vour jobber today. Get the 
trim Display Box—it sells 10 quick! No 
extra charge. 


MILWAUKEE 
TIMER+“-FORDS 


MILWAUKEE MOTOR PRODUCTS, INC. 


Milwaukee, Wisconsin 


Bone-hard fiber race pressed to a tight 
fit in the Bakelite case. Remains satin- 
smooth for thousands of miles. 


Fine steel contact points with welded 
stems. Locked in position. Extra thick 
throughout for longest life. 


Only Bakelite case on a roller-type 
timer. Makes the Milwaukee absolute- 
ly “short-proof.” Puts it in a class with 
high-priced ignition units. 


Famous Milwaukee Timer brush assem- 
bly. Two bronze castings, fitted and 
gauged for accurate alignment. Hard- 
ened steel roller, finished like a_ ball 
bearing. 


. . ¢ Three-color Window and Counter display. 
Disp lay , Cut-out —Free! Holds a Milwaukee Timer from re 
process—oil colors, extra brilliant, washable. Sent free, postpaid. Write us direct. 
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Carelessness in welding fila- 
ments is a common fault with 
ordinary bulbs. As a result 
filaments are often crooked as 

a in the illustration above. Bulbs 
like this cannot be properly 
focused. 


NEWARK, N. J. 


N 





TUNG-SOL bulbs are built with the most exacting skill. 
uniform thickness; bases are straight and true; each process in manufacture is 
followed by the most rigid inspections; bulb life is lengthened and service 
extended. These are the reasons for TUNG-SOL superiority. 


G°S@ 


Precision—Accuracy— 
Efficiency 


M ANY dealers believe that a “bulb is a bulb’”—that there is scarcely any 
difference between one brand and another. 

making a perfect automotive bulb permits of a wide divergence in 
quality. Thus, there are ordinary bulbs and TUNG-SOL bulbs. 


THE DIFFERENCE BETWEEN TUNG-SOL AND THE ORDINARY BULB. 





O 
end 


The filaments in all TUNG- 
SOLS are perfectly mounted 
and accurately placed in the 
center of the bulb. This means 
that any TUNG-SOL can be 
focused quickly, - easily, accu- 
rately. 











“Let TUNG-SOL Light the Way” 


MINIATURE INCANDESCENT LAMP CORPORATION 


Trade Mark Licensed Under General Electric Company's Incandescent Lamp Patents. 


The great care required in 


Glass is always of 


Talk No. 6 
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Wedford 
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Seat Pads 


Made of select, flexible, long-wearing imported 
straw. Fit any seat perfectly. Hinged with 
strong cloth. The ‘‘DeLuxe” and “Standard” 
pads have eyelets, for fastening to seat cushions. 
Entire reverse side is lined. The ‘DeLuxe’ is 
faced with two-inch strips of Alligator finish 
Leatherette. “Evr-klean’”” pads provide _ real 
protection for upholstery and clothing. Clean— 
cool—attractive—profitable ! 


ae a ° ° 
Larger Pads—Lower Prices timsonite”’ Safety 


Tail Light Lens 
Reflects bright red against light approach- 
ing rear of car, within 250 feet. Safety 


| 4 gs ! — tail oo oe pi red 
SHOW them d You | Sell them ! when light is on. its ~ — ard lamps. 


Wedford “Evr-klean” Seat Pads will sell if your customers and 
the passing public see them. Display them! Now is the time. 
The summer seat pad season is here. 


The fine construction of these attractive seat pads instantly appeals 
to every motorist. Cool, flexible, long-wearing straw. Handsome Wedford “‘Air-tites”’ ay 
Leatherette binding. Protection for clothing and car upholstery, ie I ag a Ag ABH. wn Pe 
summer and winter. Open cars and enclosed. The very thing a ee ee nee 
for touring, porch furniture, lawn benches, motor boats, ball parks, a - 
and many other uses. Display them up front near your door— 


and in your window—for bigger sales and bigger profits! 


Larger and Better Than Ever 


Wedford “Evr-klean” Seat Pads—the pads with the basic patents— 
are now made larger in every dimension, and better than ever. 
Seat pads and seat covers combined! Double service at one price. 
Two fairly cover a seat cushion in any make or style of car. Auto- 
mobile dealers find it easy to sell them when they sell a car. 

Go after the profitable business afforded by Wedford ‘Evr-klean” 
Seat Pads! Show them and you'll sell them! Distributed by jobbers 
everywhere. If the nearest jobber cannot supply you write us direct. 


sé 2 id a bb 
“A Wedford Product Always Sells” ee ee aon " 
Keeps hands warmer in winter—cooler in 


The Wedler-Shuford Company, St. Louis, U. S. A. comes. Denes. store vee 3 Se 


Adds to appearance of the wheel. 


AUTOMOTIVE PRODUCTS 
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THE SATURDAY EVENING POST 


Mr. Cleveland always insisted that hisson 
Richard, then a small boy, should go on 
these excursions, and hedidsoevenbeforehe Io 
was able to carry, much less handle, a gun. e 
He was desirous that the boy should be 

" early taught not to be gun-shy. I like this 
trait because it shows both the plainness 
and the good sense and simplicity of the 

+ man. He wanted this kind of life, but it 
must come under conditions that were nor- 

{ mal and natural. He did not want to be 
petted or made much of, or be anything 
that was artificial. 

Among the congenial men whom Mg 

» Cleveland found in Princeton was Pr; 
William Milligan Sloane, of Columbia 
versity. They had met many years by 
in New York and formed agreeable 

ons. Af their first meeting Mr. Cle 

en in the interim between his fj 
second terms as President, recalled 
cle which Doctor Sloane had y 

efense of his pension policy, t@ 
that it had come out at a most fj 
time as representing the opiniog 
ing$ of a man who was fair 
and at the same time eith 
or a Republican, and tp 

i, effectively as a camg 
: = : he asked Doctor, 
~ write a similar 
" swer to the 
about the 
ucky CScapes— him, *y 
sions; 
knoy 


There’s One Every Second! Obes ” 
Our National Advertising 


URING busy hours tn crowded sections, taking the Advertises the Garage Man 


country as a whole, there 1s one fare 


for motorist or pedestrain every clocks Read it regularly. 


The Thermoid Rubber Company 


Wants a Partner 


HEREVER there is a really progressive garage man we want him 
for a partner. We are putting over a big thing. We want to put it 
over bigger. And we need help. 
It’s the ‘‘Brake Inspection” Idea. 
We are spending a lot of money advertising that Idea to the nation’s motor- 
ists. We are showing them that Safety First and good brakes are twin 
brothers. We are telling them to look up our partner, the garage man, and 
get him to test their brakes. 
You see why we need all the partners we have, and more, too. The more 
we do for our partners and the more they do for themselves, the more 
money for all of us. 
We will do the advertising and furnish you with the best brake lining any- 
body knows how to make. You hang up the Thermoid sign, so the motorist 
will know where to find our partner. 


Then, let’s plug together for ‘“‘Brake Inspection”’! 
THERMOID RUBBER COMPANY, Trenton, N. J. 


New York, Chicago, Los Angeles, Detroit, Atlanta, Seattle, Kansas City, Boston, 
San Francisco, Cleveland, London, Paris, Turin 


Makers of Rexoid Transmisson Lining, Thermoid Tires, Thermoid-Hardy Universal Joints 


AXON 
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Hydraulic Compressed 


Brake Lining 
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STEWART TIRE C0. 














A WEWER Tive Changer 
“and Tire Spreader | 


will prove as big money-makers for © 
you as they have for Phil Stewart 


“Since I started in business years ago selling new tires and repairing old ones, my main 
objective has been to give my customers the kind of service that would bring them back 
for more. 


“That’s why I have three Weaver Tire Changers and a Weaver Tire Spreader working 
for me now. They have paid for themselves many times over in the time and labor they 
have saved. And they have proved a mighty good 


The new Model E Universal Tire ad for the shop. 
Changer handles wire and disc 


ee pa solid “The Spreader not only enables us to locate cuts 
or breaks in the casing far more quickly but also helps 
sell new tires, because with it we can show the customer 
just what shape his casing is in. 


‘The Changers are all mounted on the curb, so my 
customers can get quick service and can see how care- 
fully we handle their tires and rims. I’m especially 
proud of my newest Changer, Model E. With it I can 
handle practically any size tire, including ‘balloons’, on 
wire or disc wheels or any type of solid or split rim. 
I don’t see how we managed to get along before we 
got it.” 


SS” 
Weaver Tire Spreader 


Weaver Tire Changers and Spreaders will increase 
profits and patronage for you just as they have done--- 
and are doing--- for Phil Stewart and thousands of other 
shops the country over. Put them to work for you now 
and cash in on the busy season. For complete informa- 
tion, ask your jobber’s salesman or write for catalog. 


Weaver Mfg. Co. 
Springfield, Illinois, U. S. A. 


Weaver Canadian Co. Ltd., Chatham, Ont. 


‘HE.:;BEST EQUIPPED. SHOP: GET. 
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Time to Re-tire 
Get a Fisk 


Trade Mark Reg. U. §. 





How Can | 


Increase 
My Business? 








O build successfully you must handle a successful tire. The same 
effort you are now putting back of your business will make you more 
money if you handle the tire people know and respect. 


Fisk Cords don’t have to be sold. They have only to be offered. Motor- 
ists know that Fisks have a reputation for long wear—safety—good- 
looks and above all are made by a company famed for building only qual- 
ity products. 


With a name like that and consistent all year round advertising, naturally 
Fisk Cords are profitable to handle. 


Why not sell the tires that will satisfy your customers and make them 
boosters for your own store? Fisk Cords will do that every time. 


There’s a Fisk Tire of extra value for every car, truck or speed wagon. 


_ The Fisk Tire Company, Inc. 
Chicopee Falls, Mass. 


Sell 
Fisk Cords 
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MEMBERS 


Service Equipment 
Associates 
Albertson & Co., Inc. 
Sioux City, Iowa 


T, R. Almond Mfg. Co. 
Ashburnham, Mass. 
Bastian-Blessing Company 
Chicago, Ill. 
The Black & Decker Mfg. Co. 
Towson, Md. 


Bonney Forge & Tool Works 
Allentown, Pa. 


Brunner Mfg. Co. 
Utica, N. Y. 


Burton-Rogers Company 
Boston, Mass. 


Continental Sales Corp. 
Columbus, Ind. 


Kellogg Mfg. Co, 
Rochester, N. Y. 


The Manley Manufacturing Co. 
York, Pa. 


Wood-Imes Manufacturing Co. 
Minneapolis, Minn. 


Oxweld Acetylene Com 





Stevens & Company 
New York, N. Y. 


Van Norman Machine 
——— Tool Co. 
Springfield, Mass. 
\ Weaver Manufacturing 


Company 














Springfield, Il, 
Wiedenhoff Products 


A Chicago, Ill. 
Wright Manufacturing 


Lisbon, Ohio 











S. E. A. 





Suggestion 

















c v ‘ pany 
New York. N. Y., and Chicago, Il. 


N be 4 “The 4/-Equipped Shop 
um r 4% the Business” 


OMETIMES she shimmys 
because the wheels are out 
of alignment—and the owner 
loses more money in unneces- 
sary tire wear than it would cost 


to have you correct the trouble. 
Sometimes she shimmys because of worn 
pins or bushings—and the car owner saves 
continuous unnecessary tire wear by having 
this corrected. 

It may be only a fifteen-minute job or it 
may be a several-hour job, but it is cheaper 
to have the trouble remedied and a whole 
lot safer driving—to say nothing of elimi- 
nating that very uncomfortable feeling of 
driving a car that has too much play in 
steering. 

A glance at the front tires will often show 
up trouble of this kind, but, anyway, ask the 
question, “Does She Shimmy?” and if she 
does, sell the car owner on getting it cor- 
rected. 

Of course, you can’t expect to handle 
work of this sort without a wheel aligner, 
press, and other equipment that every well 
equipped shop should have. 


The Best Equipped Shop Gets the Business 


Write to 


SERVICE EQUIPMENT 
ASSOCIATES 
TOWSON, MARYLAND 


Or communicate with any member ef Service Equipment 
Associates listed at left. 
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Demand for Remington, Cash 


N this enormous factory at 
llion, N.Y., Remington Cash 
Registers are produced. It is 
a modern plant—as modern 
as the Remington Cash 
Register itself. Working to 


Akron, Ohio 
Albany, N. Y. 
Atlanta, Ga. 
Baltimore, Md. 
Binghamton, N. Y. 
Birmingham, Ala. 
Boston, Mass. 
Bridgeport, Conn. 
Brooklyn, N. Y. 
Buffalo, N. Y. 
Charlotte, N. C. 
Chicago, Ill. 
Cincinnati, Ohio 
Cleveland, Ohio 
Columbus, Ohio 
Dallas, Tex. 
Davenport, Ia. 
Denver, Colo. 

Des Moines, Ia. 
Detroit, Mich. 

E. St. Louis, III. 


if 


nnaaensintincsieonn 








to see it. 


REMINGTON CASH REGISTER CO., Inc. 
Factory and General Sales Office, Ilion, N. Y. 
Subsidiary of REMINGTON ARMS COMPANY, Inc. 


Makers of Remington Firearms, Ammunition and Cutlery 
In Canada: Remington Cash Register Company of Canada, Ltd. 


557 Yonge Street, Toronto, Ont., Canada. 





Fargo, N. D. 
Fort Worth, Tex. 
Fresno, Calif. 


Grand Rapids, Mich. 


Harrisburg, Pa. 
Hartford, Conn. 
Houston, Tex. 
Indianapolis, Ind. 
Jacksonville, Fla. 
Jersey City, N. J. 
Kansas City, Mo. 
Lansing, Mich. 
Little Rock, Ark. 


Omaha, Nebr. 
Philadelphia, Pa. 
Pittsburgh, Pa. 
Portland, Me. 
Portland, Ore. 
Providence, R. I. 
Reading, Pa. 
Rochester, N. Y. 
Sacramento, Calif. 
Salt Lake City, Utah 
San Antonio, Tex. 
San Diego, Calif. 


Los Angeles, Calif. 
Louisville, Ky. 
Madison, Wis. 
Memphis, Tenn. 
Miami, Fla. 
Milwaukee, Wis. 
Minneapolis, Minn. 
Nashville, Tenn. 
Newark, N. J. 

New Orleans, La. 
New York City 
Oakland, Calif. 
Oklahoma City, Okla. 


San Francisco, Calif. 

















Registers 

capacity today and growing. 
From coast to coast the 

word has spread—“The Rem- 


ington is the new and better 
Cash Register.” You ought 


Seattle, Wash. 
Sioux City, Ia. 
Spokane, Wash. 
Springfield, Mass. 
Springfield, Ohio 
St. Louis, Mo. 

St. Paul, Minn. 
Syracuse, N. Y. 
Tacoma, Wash. 
Tampa, Fla. 
Toledo, Ohio 
Trenton, N. J. 
Utica, N. Y. 
Washington, D. C. 
Wheeling, W. Va. 
Wichita, Kan. 
Wilkes-Barre, Pa. 
Wilmington, Del. 
Yonkers, N. Y. 
Youngstown, Ohio 


There is a Remington Cash Register built to fit your bus:ness. Get in touch with the Office nearest ‘0 
you, and you will find our representative there willing and glad to make a complete demonstration. 
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Typical of thousands of Buick dealer establishments all over the country 


The Buick Franchise Brings Prosperity 


VERYWHERE Buick dealers are successful. 

Here are two important reasons why: Buick 
dealer policies! Buick cars! Buick dealer policies 
—including the Buick contract, Buick sales cooper- 
ation and Buick Authorized Service—have been 
worked out to help Buick dealers make more 
money. Since the introduction of the 1924 
models Buick has broken all production records, 
including its own, for the manufacture of finer 
motor cars. Why not have your name on file? 


BUICK MOTOR COMPANY, FLINT, MICHIGAN 


Division of General Motors Corporation 


Pioneer Builders of Valve-in-Head Motor Cars Branches in All Principal Cities—Dealers Everywhere 


WHEN BETTER AUTOMOBILES ARE BUILT, BUICK WILL BUILD THEM 
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EMPIRE@: BOLTS 


“Seeing Isn’t Believing” 


At first glance an Empire New Process bolt looks like 
any other good bolt. But the nut tells a different story. 
It slides on so easily and so smoothly over the processed 
thread that you seem to be turning it up on a gauge. 

A thread that “mikes” at .o005’” (as the New Process 
does!) would do justice to any gauge, at that. 
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The thread of an Empire New Process bolt is built u 
by a cided: that seaiiiie a new type of tool of 2 hithe RUSSELL sBURDSALL & WARD 
erto unattainable precision. With its use, Empire New ©) BOLT & NUT COMPANY ® 


Process bolts, in practically all types and sizes, can be PORT CHESTER.NY. 
produced at great speed—and consequently at no . comm. - CHICAGO ~ SANFRANCISCO + ROCKFAUS.DL. 


higher price than previous Empire bolts. ues ane bys Since (sas 
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New Departure 
Ball Bearings 
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They Outsell Because They Excel 
in the Job of Keeping Cars New 





HOW 
By resisting wear in themselves, New Departures 
support and locate shafts and gears permanently in 
correct adjustment. In gears a correct setting should 
never be altered, nor adjusted te compensate for wear. 
The alignment of shafts should always be maintained. 


WHEN 
At no time does the New Departure permit change 
in location of shaft or gears. When bearings are made 
adjustable, it is because that type wears sufficiently to 
need adjustment. No amount of readjustment can ever 
eliminate entirely the gear noise and gear wear which 
has developed from this variable support. 


WHERE 
The peculiar advantages of New Departure ball 
bearings result in these permanent characteristics in 
motor cars, which are the principal factors in long life 
of these parts: quiet rear ends, transmissions in which 
gears mesh easily, and wheels which will not wobble. 
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EDERAL 
FAN BELTS 


BLUE PENNANT “V” FAN BELTS 


A fan belt for V-shaped pulleys, which, 
for quality and long service, cannot be beaten. showing cord core 
It is built up of high-quality endless cords, wrapping. 
treated with best quality rubber friction—same as used in 
Automobile tires. 

The core is wrapped in square-woven duck, has extra 
thick cover of blue rubber compound, which eliminates pos- 
sibility of slipping, stretching or breaking. 

Made in all standard sizes, and packed 5 belts in heavy 
shipping container. 



















FLAT FAN BELTS 


Made from best quality, long-staple, square-woven 
cotton fabric, built up and thoroughly impregnated 
with rubber compound of highest heat and oil resisting ¢ 
qualities. Wearing surfaces coated with extra thick | 
rubber stock to withstand oil, grease and heat. A ‘ 
flexible stretchless belt which will not slip or break 
under severest service conditions. 

Made in all standard sizes and packed 10 belts in 
heavy shipping container. 


Dealers Supplied through the Jobbing Trade 


THE FEDERAL RUBBER COMPANY 


OF ILLINOIS 
CUDAHY, WISCONSIN 











Cross Sectional View 
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Are you selling all 
these Krafve Products 

















Krafve Primer & Gas Adjuster Combined 


Simplifies carburetor adjustment by bringing it to the 
dash. Installed in 3 minutes. Takes the place of 
standard Ford choker. No drilling necessary, pliers are 
only tool needed. Earns its cost in fltzibility and fuel 
economy. A lean mixture on smooth roads; a richer 
mixture to take the hills. Aluminum dial adds to ap- 
pearance of dash. Model A, 1924 coupes and all sedans. 
Model B, all tourings, runabouts and all cowpes previous 
to 1924. Price $1.00. 





and getting all the profit @ _ 


Krafve Products for Ford cars and trucks are real improvements. Well made, 
strong and substantial. 


Display them in your salesroom and they will sell and repeat. You can not 
sell what you have not got or do not display or talk about. Don’t be a dead 
one. If so you will not last long in the automobile accessory, parts and neces- 
sity business. If your jobber is not up to mark and offering the improved 
Krafve parts for Fords, tell him so, he will wake up when he sees you know 
what is good for you to have for sale. To do business—to make money—you 
have got to have something to sell. A salesroom with many different parts and 
accessories for Fords, and they are 50% of all automobiles, well displayed and 
shown up by talking about them will draw the Ford owner and user to them 
and make sales. That is business. 

Silence is all right in a cemetery, but not im a salesroom. Ford owners are 
always looking for parts that will improve their Fords. You will see that the 
store that displays and talks Ford improvements has many customers in the 
salesroom. Have Ford owners get the habit of coming to your store to see what 
the market has got to offer in improvements for their cars. LEAD; don’t trail 
behind the demand for parts that can be sold. ACTION is what counts among 
living beings. The more active you are, the more parts you move. Thus the 
more profits you make. 


Why does Ford have so many cars to sell? Because he is active in producing 
them, displays them and sells them. He is a live one—up and coming all the 
time. ACTION. But he has no monopoly on action or speechh YOU know 
that, and you know that is what produces things, sells things,—action and speech. 

aw and talk in your salesroom Krafve Improved parts for Ford cars and 
trucks. 


KRAFVE AUTOMOTIVE CORPORATION 
Oakham, Mass. 






ALUMINUM CASTING 











Krafve Oil and Fan Pipe 





ONCE 


Ad ASG, 


¥ 




















Makes it easier to pour oil into the engine and auto- 
matically keeps your fan belt tightened without atten- 
tion and because of its extended height and the felt 
washer at the bottom of the pipe, it keeps water, grit 
and dirt out of the crankcase. Price $1.00. 





Krafve Steering Column Brace 
Holds Ford Steering column rigid at all times. When 
once put on and fastened tight, it will never give or 
loosen. Made of pressed C. R. Steel and comes com- 

















plete with extra large bolts and nuts. Every Ford needs 
one. The low price means vasy saies. Enameled $.75. 
Nickeled, $1.00. 











Easy to Install 


Simply remove the regular 
Ford Intake Manifold and 
Carburetor. 

Bolt Carburetor to 
KRAFVE Mixer Intake 
Manifold with the same 
bolts and nuts. Clamp back 
on cylinder in same position. 


KRAFVE 


Improvements for the Ford Car 
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KINGSTON products 


have been known to moiorisis 


ov a Genera lion 


KINGSTON Ignition devices have been 
known to motorists for more than a quarter 
of acentury. The experienced dealer knows 
that there will be, day in and day out, a 
steady and remunerative demand for prod- 
ucts of the Kingston line. 


It is this factor that has made the Kingston 
line so popular with dealers everywhere. 
They know that every motorist knows 
Kingston products, that motorists have been 
buying them for years, and will continue to 
buy them. Correctness of design, the test 
of materials and the utmost care in work- 
manship have contributed to that unswerv- 
ing confidence that motorists everywhere 
have in the name Kingston. 


Most dealers are cashing in on this steady 
demand, and have been for many years. For 
the dealer who is not acquainted with 
Kingston products, or who does not feel that 
he is getting his full share of this business, 


we have an interesting story to tell. Drop 
us a line, 





KOKOMO ELECTRIC COMPANY 


KOKOMO, INDIANA 





KINGSTON 
GENERATOR 
CUT OUT 


Wise dealers know 
there is no _ better 
Cutout at any price 
than the Kingston. It 
is expertly made, and 
is built to last. Fur- 
nished with curved 
base to fit the Ford 
generator or with flat 
base for use on any 


KINGSTON COIL UNIT 


MILLIONS 


Rel) of Kingston 


LIST $ 
PRICE 


Hi Coil Units are 


. They 


i} have given 


excellent ser- 


Mm 4ovice on Ford 


cars for many 
years, and are 
recognized as 
wholly de- 
pendable. 


KINGSTON POINTS 


Kingston Contact Points are extra 
large in size, and are suitable for use 


both on Ford 


cars and K@® 


Fordson trac- 
tors. Buy the 
genuine! 
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For Over-head Valve Motors 
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Have Quiet-Running 
Overhead Valves 


With Gemco Rapid Valve Adjuster the 
car owner can keep his valves operating 
smoothly and quietly as a watch. No 
skill; no tools are needed for perfect ad- 
justment. 

Each notch on the knurled dial repre- 
sents one thousandth of an inch. Ad- 
justment may be made on the road, any- 
where with motor running. Owners of 
Chevrolets, Buicks and other cars are 
eagerly buying the Gemco. 
Easily and quickly installed 
by car owner. Takes place 
of regular rocker arm ad- 
justing screw. 













Put this self sale display on 
your counter. It really makes 
sales. It will prove a new 
source of profit for you. 















; effected by the Gemco Rapid Valve Adjuster. 


Write us direct if your regular supply house cannot 
Dealers; your order. Your customers will appreciate the 


GEMCO MFG. CO. “Milwaukee, Wis. 











1 Gemco Mfg. Co. 
I 760 So. Pierce St. 
° £ desl. ine Milwaukee, Wis. 
saving of fuel, increased power and freedom from valve trouble Ge eat ee ete wees 
[ 
1 





Adjuster, Gemco discounts and name of near- 


est jobber, 














Protection 


Gemco Bumpers afford protection to the car owner 
and his car—the most effective protection, because 
Gemco skill and long experience are asserted in 
scientific design, maximum resiliency, beauty and 
lasting finish. 


The artistic design of Gemco Bumpers enhance the 
beauty. of the car and help retain its beauty and 
resale value. Sell the Bumper made by the world’s 
oldest bumper manufacturer. 


Gemco Bumper quality protects the dealer’s repu- 
tation. Write for our dealer plan, and free catalog 
No. 31 showing models for all cars and stay-tight 
attachments for all models. 





Gemco Mfg. Co. 


760 So. Pierce St. 
Milwaukee, Wis. 
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Sav-Oil Piston Ring Co. 
2056 Jackson Blvd. 
Chicago, Illinois 
Sav-Oil Ring Mfg. Co. 
550 Golden Gate Ave. 
San Francisco, Cal. 
H. C. Alexander 
612 W. Seventh St. 
Little Rock, Ark. 


H. W. Blevins 
1532 Grand Ave. 
Kansas City, Mo. 


C. H. Mountjoy & Co 

















San Antonio, Texas 
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“I guarantee you at least 
— the gallon of oil with 


SAV-OIL Rings’ 


















1000 miles 


Motorists today are not satisfied with 
vague guesses or promises of results. 
They want definite facts and figures. 


That is why Sav-Oil rings are so easy 
to sell—you can guarantee at least 
1000 miles to the gallon of oil—and 
we stand squarely behind you. 


Sav-Oil rings have proven their value 
—as satisfaction insurance for your 
customers, and as sales producers and 
money makers for you. 


A small order to begin with will 
quickly and surely convince you of 
Sav-Oil superiority. Send it today. 


DISTRIBUTORS 


Write today for our sales proposition 


211 Third Street The Sav-Oil Ring Mfg. Co. 


1037 So. Figueroa St. 














June 12, 1924 














Los Angeles 
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GATES BELTS 


‘The Standardized Fan Belt” 























CROSS SECTION OF 
MOULDED’V BELT 





Everyone knows 
there’s no tire like a 
cordtire. Reasonable, 
isn’t it, that the same 
cords and the same 
construction in the 
Gates Vulco V-belt 
have made it the 
most popular V-belt 
in America. 





| Made by the World’s Largest 
Manufacturers of Fan Belts. 
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A Holmes Automobile Wrecker will take 
any wreck within a radius of 100 feet 
and with one long, easy, continuous pull 
put it back on the road in a jiffy. 


With a Holmes Wrecker you have 100 feet of service 
cable to work with. If you need two or three feet you 
have it. If it takes ninety-nine feet to reach the 
wreck you have that too. 


This long cable is immediately available. It is not 
auxiliary equipment which has to be connected, 
changed or adjusted. 


The long Holmes service cable makes any changing 
of tackle, blocking, stopping or adjusting of line un- 
necessary. When you handle a wreck that is a long 
way from the road just carry the cable right to’ the 
wrecked car and hitch on. That's all there is to it. 


Contrast this easy, time saving feature with other 
methods which only allow you to pull a few feet, 
then force you to block the wrecked car, take up 
the line and adjust before you can pull a few more feet. 


Holmes 100-foot operating range is but one of 15 
vitally important exclusive features which you will 


find in Holmes Wreckers. 


Your jobber will tell you all about the other fourteen 
(all equally important). Ask him. He will show 
you too how with a Holmes Wrecker you can easily 
make from $150 to $500 a month in towing fees 
alone and increase your repair business from 30 
per cent to 300 per cent. 


ERNEST HOLMES CoO. 


CHATTANOOGA TENNESSEE 


w 





‘The 15 EXCLUSIVE 
HOLMES FEATURES 








100 Foot Operating Range 
Don’t Block Traffic. 
Transfers Load to Road. 


Easy Comfortable Operation 
from the ground. 


“V” Tow Bars. 

Swinging Booms. 

Double Booms. 

Electric Lights for Night Work. 
Two Speeds. 


Full Floating Low Speed Power 
Shaft. 


Independent Boom Control. 
Perfect Balance. 

Hand or Power Driven. 
Steel Body. 

Cable Guards and Guides. 























June 12, 1924 











Is Gone! 











OAKES SPARE WHEEL 
LOCK, Cylinder Type 
$5.00 














OAKES SPARE WHEEL 
LOCK, Bar-Arm Type 


$6.50 


The Day of 
“Make-shift” 
Tire Protection 


Car owners are no longer satis- 
fied with rattling chains, ugly 
cables and rusty padlocks. 
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OAKES SPARE TIRE LOCK, $5.00 
(Ford Type—$4.00) 


EEP up with the times! OAKES LOCKS for Spare Tires and 
Spare Wheels are replacing the old, unsightly, unreliable “make- 
shifts”. OAKES LOCKS give complete protection plus neatness and dis- 
tinction. Installed in a minute! A turn of the owner’s key makes the lock 
instantly removable. Weather-proof, dust-proof—lasts as long as the car. 


_OAKE 


‘fire LOCK 


Progressive car dealers are selling an OAKES LOCK with every new car. 
Live-wire accessory dealers are selling to the millions of present car owners. 
Put an OAKES LOCK n every car in your salesroom and place the 
OAKES Display Stand where people will see, examine and buy. Why 
not let OAKES LOCKS help pay your rent? 





THE OAKES CO. (at) INDIANAPOLIS 
Established 1910 


FREE! MAIL THIS COUPON TODAY 
en a eee 7 
Stand, in sizes for one, two or THE OAKEs Co. 
three locks, will be sent free with 3019 Roosevelt Ave. Indianapolis, U. S. A. 
your order for six or more locks. Gentlemen:— 


Please send your toposition and free copy of “The 
OAKES Selling Plan”. 


FIRM NAME 
ADDRESS 
We are dealers } for 


distributors 














We are C] accessory dealers. We are C] jobbers. [ 
MAI 











— — 


ATES! 
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Here’s $3.70 Added Profit 
For You On Every Oakland 


in Your Territory 


VERY Oakland owner in your territory will buy a 
United Air Cleaner if you tell him how dust dam- 
ages his motor. 


When you install a United Air Cleaner you make a 
friend of the customer and some real profit for yourself. 


You sell a guaranteed product. The United Air 
Cleaner is positive insurance against motor deteriora- 
tion. It is quickly and easily installed. It operates au- 
tomatically—requires no attention throughout its life 
—not even oiling—and will outlast the life of the car. 


Write today for complete description of the United Air 
Cleaner, price list and discounts for all makes of cars. 


UNITED MFG. & DISTRIBUTING CO. 
9703 Cottage Grove Ave., Chicago, U. S. A. 


Wm. E. Kemp, 245 W. 55th St., New York City 
New York and New England Distributor 





$11.00 Hudson $14.50 to $16.00, Hupmo- 
bile $12.00, Jordan $13.00, Maxwell 1923- 


The United Air Cleaner under careful 
laboratory tests—eliminates 99 per cent of 
the dust and grit and provides CLEAN 
AIR for the motor. 
e@ United Cleaners are standard equipment 
on new cars in the better class. The 

. cleaners retail at, Fords $5.00, Buick 6— 
AIR CLEANER 1924 $9.00, Nash $11.50 to $13.50, Oak- 
land 6-54 $11.00, Oldsmobile $10.00 to 


1924 $13.00, Chandler ’23 and ’24 $11.00, 
DUSTLESS AIR TO THE MOTOR baker’ Special $1300, Velie 56-58 $12.50, 


Chevrolet $8.00, Dodge $12.00, Flint 
Willys-Knight Model 64 $12.00. 
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The Man Who Drives 
Behind This Cap 


His name may be Jones, Smith or Van Courtland, it 
matters not—to you he is Mr. Carowner. He is your 
customer. He has purchased a radiator cap from you; in 
fact, a very good cap—a KEYSTONE. It is on his car 
to stay; it will not require any service and will outlast 
the life of the car. 


Mr. Carowner drives daily behind the cap you sold him. 
He realizes you did him a good turn by selling him that 
particular cap. Before him constantly is a symbol of your 
service. When he is in need of other accessories he is 


going to purchase them from the man who sold him the 
KEYSTONE Cap—from you! 


KEYSTONE Caps are theft-proof, rust-proof and will 


not stick or “freeze.” They require no installation—just 


screw on, and they are on to stay! 
E ys TOR ( E 
“With Initials Monograms and Emblems 


THE NORLIPP COMPANY 
568 W. Congress St. 
CHICAGO 
























Ask your distributor for dealer’s pro- 
position—also window displays, counter 
cards, pedestals and literature, or write us. 


Three models 
— fit all cars 






























“Keep thy Shop and thy 
Shop will Keep thee” 


































































The Answer to Your 
Problem! 


HOMAS OLtLson had a problem at his 
Westville, N. J., service station. It was 
the same old problem — how to cut the cost 
of free air service. He tied the can to his troubles 
by installing a Franklin Super Single Stage Air 
Compressor. 











First, he found it was a bear for hard work; 
day in and day out, always onthe job. It required 
no attention; the automatic control switch started 
the motor when pressure dropped to 120 Ibs., and 
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threw it out when she had pumped to 150 Ibs. 
He had no repairs to make, there was nothing to 
get out of order, no unnecessary or complicated 
parts. Every part of the Franklin is strong and 
durable and thoroughly tested before leaving the 
factory. 


Mr. Ollson soon learned that the 
Unloader was a real money-saver. 


Franklin 
It allows the 
motor to start free from 
pressure—without load— 
which saves electric cur- 
rent. When full speed is 
attained, the Unloader 
drops out of line and com- 
pression starts. 











The Service Station of 
Thomas Olison at Westville, N. J. 


The Franklin Super- 
Single Stage Compressor, with the special super 
cooling spiral fin cylinder, is bui't to meet the 
needs of all garages and service stations— in 
one model only. It has standard replacement 
parts, a positive safety valve, a 32-gallon tank, 
a leak-proof air line manifold, pressed steel deck 
and legs, and many other exclusive features. 
The price is $225.00 f.o.b. Norristown. Solve 
your air problem with a Franklin Super-Single 
Stage Compressor. Order from your jobber 
today, or write for full particulars. 


Franklin 


Super Single Stage 
Air Compressors 
FRANKLIN AIR COMPRESSOR WORKS 


2604 MAIN ST., NORRISTOWN, PENN. 





We make the Franklin Air and Water Station 

















When it’s Nightime 


In Motordom 


One of the first accessories added to a car is a 
spot lamp and with pleasant summer evenings 
ahead the demand will be ever increasing. The 
great number of new cars now going into service 
present a merchandising opportunity that will 
mean profit for the Victor dealer. 

Stock the Victor Spot Lamp series and you can 
make a sale to suit any eye or pocketbook. 
These lamps are all products of Victor crafts- 
manship. They are strongly made, beautifully 
finished and built for lasting service. 






VICTOR No. 100 
Spot Lamp 


It is a double shell to 
prevent sweating and rust. 
Order by name and num- 
ber—Victor Arrow (100N) 
all nickel. Victor Path- 
finder (100BN) black and 


This lamp is the champion 
big seller of the Victor 
Line. It is made like a 
piece of jewelry Throws 
a strong beam of light in 
any direction except into 


approaching motorist’s nickel. Specify No. 103 all 
eyes. nickel for closed cars. 
Built to give the ut VICTOR No. 41 

most in value at a és 9 

selling price that HIGHWAY 


















should bring it to 
every windshield. 
Black enamel finish, 
nickel rim, 4 in. con- 
vex lens, silver plated 
reflector. Furnished 
with substantial 
bracket that stays put. 
Specify No. 59 bracket 
for closed cars. . 


| 


A strong beam of 
light — Just where 
you want it— Just 
4 when you want it. 
Throws a strong 
beam of light in any 
direction, as easily 
as pointing your 
finger. Bracket has 
stop to prevent 
blinding the ap- 
proaching driver. 
Fits any windshield. 
For closed cars use 
No. 59 bracket. 


VICTOR No. 40 
“TRIUMPH” 


~ 





TRADE MARK 


THE CINCINNATI VICTOR COMPANY 
714 Reading Road, Cincinnati, Ohio 
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UIET operation has always been one of the outstanding 
features of Hyatt Quiet Roller Bearings. And now, in 
the Hyatt New Series Bearings, this distinctive and highly 
desirable feature is even more pronounced. 


The quiet performance of motors, axles and transmissions 
equipped with Hyatt New Series Roller Bearings, contributes 
very materially to the lasting quiet performance of the cars in 
which they are used. 


Manufacturers are better able to meet the requirements of 
consistent quiet operation through the use of Hyatt Quiet New 
Series Roller Bearings for supporting shafts and gears. 


HYATT ROLLER BEARING COMPANY 


NEWARK DETROIT CHICAGO SAN FRANCISCO 


HUNTINGTON, PHILADELPHIA, PITTSBURGH, MINNEAPOLIS 
WORCESTER, BUFFALO, CLEVELAND, MILWAUKEE 


Hay Series H YATT 


Roller Bearings 






































: “Built like a 
High-Grade Distributor” 


which is one big reason why jobbers report 
that Bell is becoming their fastest-selling 


Ford timer. 


The BELL TIMER 


Precision made, to give to Fords all the power, 
smoothness and easy starting of the high-priced 


car. 





























Wipe contact 
Copper brush 
Copper contacts 
Bakelite shell 
No oiling 


PPrrr > 





Bell Timer is a fast-mov- 
ing profit maker which 
should be on every deal- 
er’s counter. Leading 
jobbers handle Bell Tim- 


crs. 


Ask your jobber or write us 
direct. 


Ask also about the unique BELL 
DASH LAMP for Fords and other 
cars. It’s out of the way when 
not in use. 


Bell Manufacturing Co. 


13 Elkins Street, 


Boston 27, Mass. 
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OU can make more money with Graton & 
Knight Standardized Leather Fan Belts than 
you ever expected to make from fan belts! 


These splendid belts have the honest quality 
that makes them easy to sell. Your customers 
can tell from the “heft” and “feel” that Graton 
& Knight belts give their money’s worth in ser- 
vice—and then some! 

Made of famous Graton & Knight standardized 
leather. Resist motor heat, oil and water. Tough. 
Pliable. Grip the pulleys without bearing de- 
stroying tension. Hold their shape. You can 
unhesitatingly recommend them as the most du- 
rable, long-wearing belts money can buy. Every 
time you sell one you make a friend for your 
business ! 

Graton & Knight belts are furnished in Flat, 
“V” and Link “V” types. Made to specifications 
for every car. And they pay a mighty generous 
profit! Write your jobber to-day for prices 
and particulars. 


THE GRATON & KNIGHT MBG. Co. 
W orcester, Mass. 





VY GRATON 


KNIGHT. 





GRATON & KNIGHT 


Standardized 


LEATHER BELTING 
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Me New 
BETH:.icHEM 


THE CONTRACT 


With a substantial new Corporation in 
business to stay. 








Every contract direct with the factory. 
Perpetual—automatically renewable year 
after year. 


Flooring plan. 
Retail deferred payment plan. 


THE PRODUCT 


Shock insulated — (oil magazine) and 


high pressure chassis lubrication — less 
attention from driver—a perfectly lubri- 


cated truck. 





Bethlehem’s own motor. 


Electric lighting and starting equipment 
all models. 


Bosch A T truck magneto. 
Steel wheels all models. 
Weights legal in all states. 


Spiral Bevel and dual reduction rear 
axles. 


Not just another truck—“ALL A MO- 
TOR TRUCK SHOULD BE.” 





gS $1,595 
“FAST FREIGHT”, 2 Ton... 2,495 
“STURDY”, 244, 3 Ton... 3,195 


“HEAVY DUTY”, 3, 314 Ton..... 3,795 


BETHLEHEM MOTORS 
CORPORATION 


of New York 
ALLENTOWN 


PENNSYLVANIA 











Jt Pays to Buy a Kellogg 








Model 
EM 62 


Air Compressor 







5 It?s a Bear- 


for work—the Kellogg EM 62 
compressor. Built for the big 
garage and filling station. 

It will always give you plenty 
of good clean air—when you 
want it—every hour on the 
hour. 








We can prove it to you—just 
send us a card. 


Kellogg Mfg. Co. 
Rochester, N. Y., U.S. A. 


NEW YORK CHICAGO 
105 West 63rd St. 1502 Monadnock Bldg. 


SAN FRANCISCO 


New Kellogg 
Air Tower 


Attracts Motor- 
ists night and 
day. Air and 1583 Bush St. 
water _ service 

combined. Price CLEVELAND 


only $60.00 net. 1108 Hippodrome Bldg. 


DALLAS 
2006%4 Commerce St. 








Beyond Gompare for Pumping Gir 


























GASOLINE 


Vacularm 





































OF YOUR CAR 


Three Times 


be Removed or Changed. 


your money. 


1930 W. 77th St. 





acujarm 


ON THE INSTRUMENT BOARD 


Blows the Horn 


WHEN GASOLINE IS LOW 


Tells Exact Amount 


OF GASOLINE IN TANK 


Vacuum Indicator 


TELLS OF MANY TROUBLES 
BEFORE THEY BECOME SERIOUS 


Easily Installed. No Wiring or Tubing Needs 


Vacularm comes packed with complete instruc- 
tions and all necessary material ready to install, 
by Parcel Post, prepaid, to any address in the 
United States, upon receipt of price, $12.50. 


Write Your own “Money-Back” Guarantee or 
return within 30 days for any reason and get 


Investigation by Dealers Invited. 


Manufactured and Sold by 


THE SMITH MOTOR EQUIPMENT CO. 


Cleveland, O. 











MOTOR AGE 


Quick Sales and 
Good Profits With 


These Two Accessories! 


June 12, 1924 








Welco “Neva-Lost”’ 


Gas Tank Cap 


Price—$1.50 


Here’s an accessory that 
is making profits for 
dealers everywhere. It 
fits permanently on the 
gas tank. Can't be mis- 
laid or lost. Hinged top 
opens or locks with a 
quarter turn of bar han- 
dle—no unscrewing to 
get the cap off, no 
chance to strip threads. 
Made of brass with high 
nickel-plate finish, in fif- 
teen various sizes cover- 
ing sixty popular makes 
of cars. Packed in at- 
tractive carton. 


Counter display board furn- 
ished with assortment. Lib- 
eral discount. 


Y 


Welco 
Ford 











Foot 
Accelerator 


Price—$1.50 





Meet that demand for an efficient low-priced Ford Foot Acceler- 


ator with the Welco. 


Easy to apply—only one hole to drill 


through floor board. Adjustable to any idling speed. Substan- 


tially constructed and finished in full nickel-plate. 


Foot rest also 


provided. Packed in attractive carton with complete instructions 


for installation. 
eral discounts. 


Counter demonstrating board furnished. 


Lib- 


Ask your Jobber about these! 












SS 


yr 


ler- 
drill 
tan- 
also 
ions 


Lib- 


\ 
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Good Service 
Demands Good 
Equipment 


The success of Brookins Products 
has been due entirely to one thing,—and 
that is their ability to help any garage or 
service station win customers’ good will, 
get more customers, increase trade, build 
up profits. The Brookins Measure is the 
standard oil measure of the world today. 
Other Brookins Products, shown below 
are climbing steadily toward the same 
world leadership. 


The Brookins Oil Measure 


The most convenient, efficient and 
durable of all oil measures. It has 
a flexible metal nozzle that reaches 
any oil hole without the use of a 
funnel. Oil flow is started, stopped, 
controlled by a thumb- valve oper- 
ated at the rim. A wide lip pre- 
vents spilling when brim-full. Made 
in one, two, four and five-quart 
sizes, all copper-finished. 





Brookins Instant Price Charts 


Permanent steel charts, litho- 
graphed on both sides and weather- 
proofed by baked enamel. Each 
chart shows price per gallon and 
corresponding quantity prices from 
one to twenty gallons. Supplied in 
both even cents and _ half-cents. 
Complete price range in each set. 
Chart fits directly on pump—can 
be changed instantly. Insures ac- 
curate price quotation—eliminates 
disputes. 





BGCOIMMeonr—| 
7 er 


The Brookins Emergency Gas Can 


A sturdy two-gallon can, fitted 
with a flexible metal tube instead 
of a snout. Carries any distance 
without spilling. Flexible tube 
reaches any gasoline intake port 
without funnel—no spilling, no 
waste, no danger. An emergency 
service can that will be appreciated 
by every customer. 





Brookins Products are carried in stock by most jobbers. 
If your jobber hasn’t them—write us for samples and prices. 


THE BROOKINS MFG. CO., DAYTON, OHIO 





SERVICE STATION EQUIPMENT 
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The Red Cat Valve and Push Rod | cars,such as | 
| Come Style A, houses the exposed BUICK | 
working parts of the Chevrolet motor. NASH | 
Keeps out dirt. Silences noise. The OLDSMOBILE 
oil saturated felt lining supplies con- OAKLAND | 


stant lubrication. | 
Everywhere it has met with instant ap- || renmmurcarnanyne. | 


proval. It gives Chevrolet owners one of | Clean Running 
the fine features of higher priced cars at 
nominal cost. They are selling with great 
success and will make you a good profit 
item. 


Red Cat 


Valveana Push Rod Cover 
for Chevrolet Cars 


Style B covers the valves and 
rocker arms and performs the 
same functions as Style A as far 
as it goes. It is also a popular 
seller. Like all Red Cat products 


they were first tested for sales 
popularity before being put on the mar- 
ket. The Red Cat trade mark is always 
the symbol of good sales and liberal 
profit. 














Send for full informa- 
= tion on our complete 

line of Chevrolet Mo- 
tor Covers, Luggage Carriers (fold out of sight), Car Heaters, 
Auto Straps, etc. By actual record every Red Cat item is a 
good seller. They are all popular products, backed by good 
merchandising and sales helps. Write for details today. Your 
jobber probably carries them. Ask him. 


G. A. ROTH MFG. CO. 


HASTINGS, NEBR. 












PUT KEY GRAPHITE PASTE 
ON ALL GASKETS 


Save oil and have a cleaner car by putting 
Key Graphite Paste on the three Transmis- 
sion case gaskets on the Ford. 







Also on the cylinder head gasket. 


It seals tight but does not stick. Parts may 
be disassembled and gaskets used again. 





There are a _ hundred 
and one uses for KEY 
in car service. 


Prevents corrosion on 
battery terminals. Lu- 
bricates springs. Seals 


hose connections, etc. \y 


No garage or car owner 
should be without it. 


WAPHITE PAST 


ey i eee 
The Handy Can 





Correspondence invited 
with jobbers. 


KEY BOILER EQUIPMENT CO. 


27TH AND McCASLAND AVE. 
EAST ST. LOUIS, ILL. 


-----Sample—FREE ---- 


Key Boiler Equipment Co., 
27th and McCasland Ave., East St. Louis, IIl. 


Please send me without charge or obligation a sample of Key 
Graphite Paste. 


PN cs ac alee Ue on kD 2a ee 


SELataieaieaiaieientetein 
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Sell Every 





Can you imagine a tourist starting off on 

a ten thousand mile jaunt over the wild- 
est country he can find and not first 
equipping himself with a good, easy 
working tire pump? 





Out where the tourists go free air is 
| mighty scarce and tire troubles are 
| plenty. With an easy valve action Rose 
to pump tires the job loses its back- 
breaking work. For the Rose IS the 
easiest tire pump in the world. It pumps 
with a quick, smooth, powerful stroke 
that inflates tires with half the ordinary 
amount of work. The patented Rose 
Valve, an exclusive feature, makes every 
ounce of energy count. 





So start your tourist customers out 
RIGHT. Sell them a Rose Tire Pump— 
and a Rose High Pressure Lubricator 
too, if they are not already equipped. 


FRANK ROSE MFG. CO. 
HASTINGS, NEBR. 
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Beat Competition With R. I. V. Quality 





MADE IN ITALY 














iness every time. 


bearing successfully. 








When competition is stiffest, the quality product 
which can be sold at a competitive price gets the bus- 


R. I. V. ball bearings are universally admitted to be 
a highest-quality product. 
permits distributors to sell these superior bearings at 
competitive prices, and still show an excellent profit. 


Such a product and such a proposition may be yours 
if you are well enough organized to handle a quality 


A postal card request will start things moving! 


The R. I. V. proposition 








Broadway at 57th Street 


Branches: 


Chicago, Detroit, San Francisco 


New York City 






























Made in many sizes to meet the 
most exacting requirements, and 
in the following types: 


Two Stage — Single Stage 
Air Cooled Water Cooled 
Stationary Portable 


Write for New Catalog 


Pioneers ~ the 











“Worlds Ggading 
Aiv Compressor 
with 
“The Incomparable 
‘Pin Splash 
Oiling Syste 
The United States 


Air Compressor Co. 


5304 Harvard Ave. Cleveland, O. 


Worlds Larcest Nianiivisc turers 


of ‘Two Stage Tire Inflating Air (Compressors 








ae Ss 








Get literature describing this new. 
est improvement, and the many 
other Usaco features before buy- 
ing an air compressor. 
There is also in force, a new low g 
schedule of prices which will in- 
terest you. 











MOTOR 








Write for 
Complete 
Catalog and 
Price Lists— 


QUALITY PISTON PINS 


Accurately finished. True to size, perfectly round. Prop- 
erly hardened. Most complete line on the market. 
Prompt shipment from nearest jobber or factory. Special 
pins on short notice. Write for price list and specifica- 
tion booklet. 


WARP PROOF VALVES 


Guaranteed Warp Proof. Mechanically correct. All 
makes. All models. Standard and .015 oversize. All 
steel. Prompt service from jobber or factory stock. 
Write for price list and specification booklet. 


JOBBERS: Write us for complete proposition and 
samples of ‘selling and merchandising helps. 


THE TRINDL CO. 
2917 S. Wabash Ave. 








No. 28 Parking Lamp 


Small type Parking Lamp, body 
made from solid casting, top easily 
removed for replacement of bulbs. 
To install, drill one hole in fender, 
fastening underneath with lock 
washer and nut. 

Glasses are cut jewel type, ruby 
in rear, crystal in front. Lamp 
does not have self-contained switch, 
necessary therefore to install sepa- 
rate switch on instrument board. 

Bulbs are 2 c.p., 6-8 volt, single 
wire circuit only. Each lamp is 
furnished with 


Let K-D 
Auto Lamps 
Work for 


Your Profit 


Twinkling through the 
night are thousands and 
thousands of K-D Auto Lamps 
—and every one has brought 
satisfaction to the user and 
profit to the dealer. 


Are you supplied? Are you 
profiting by the K-D standards 
of superiority and handsome 
margin of profit to the dealer? 
Send us a trial order, at least, 
and you'll stick to K-D for life. 


June 12, 1924 








nut and lock 
awasher for at- 
taching. 


No. 29 
Three Way 
Parking 
Lamp 

(Same construc- 
tion as No. 28, 


with Extra Green 
Lens on side). 











Chicago, Ill. 



























LOW 





DRUM SHAPE HEAD LAMPS 
with Universal Bracket 

Two sizes, 9” and 10” front diameter. Body is 
drawn in one piece. All plated parts are brass, 
highly polished and rust-proof. 

Reflector is parabola shaped brass, highly polished 
and plated. 

Finished all nickel or Slack enamel, baked on, with 
nickel trimmings. 

Bulbs are 2 c.p., 6-8 volt, single wire circuit, or 
double if specified. 


THE K-D LAMP CO. 


Models Nos. 
Cincinnati, Ohio 80-100 















SUMMER 
FARES 
to Colorado. 


Stop-over 
in Denver 
allowed 


the three highest auto highways in 
the world—Pikes Peak, Fall River Road 
and Berthoud Pass—and the highest 
scenic railroads in the world. 


There are two National Parks— 
Rocky Mountain and Mesa Verde, 
and 15 National Forestsin Colorado. 
Of the 59 Mountain Peaks in the 
United States, 14,000 feet high or 
over, 46 are in Colorado. Every Spa 
in Europe is duplicated in the 
mineral waters of Colorado. There 
are five living Glaciers, accessible 
from Denver. Hotels, Resorts and 
Mountain Cottages, at prices to fit 
any pocketb ook. You can take 
more scenic rail, auto and hiking 
trips from Denver, than from any 
other city in the world. 


WRITE FOR FREE BOOKLET 
that tells how to enjoy Colorado. 





Sunicipal golf links at iin 
—Denver's Mountain Parks 


TOURIST» PUBLICITY BUREAU 


Denver Chamber of Commerce 


534 Seventeenth St., Denver, Colo. 


















This Growler Costs But $6.50 


With it you can tell in ten seconds whether an armature 
is in good condition. If it is not, you are saved all the 
grief of having to do the whole job over, losing all your 
profit and the customers’ goodwill besides. Operates on 
110 Volt A. C. Current. 

Sold direct or through your jobber. Your check for 
above amounts plus twenty-five cents postage brings this 
moneymaker to you. 


ARMATURES: We rewind any and all kinds of GENERATOR, 
MOTOR and MAGNETO armatures, and reship same day old arma- 
tures received. 


FORD GENERATOR AND MOTOR ARMATUREG.......... $ 1.50 
ALL SMALL DOUBLE UNIT GENERATOR AND MOTOR 
ARMATURES 5.00 





SINGLE UNIT MOTOR GENERATOR ARMATURES 7 10.00 
MAGNETO ARMATURES $3.75 to $4.75 





Armature Rewinding Co., Inc. 


3301 Washington Blvd., St. Louis, Mo. (1) 
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STUDEBAKER | 


ULIVERED Prices 





Comfort’s Display Room 
Price Tag and Holder 


Form 600 


ve Display Room is not complete without 
a Comfort Price Tag on the Radiator Cap of 
your Machine. 

The holder is made of heavy brown leather with 
mica front thru which reading matter is very plainly 
read. 

There are eight cards printed on both sides in 
two colors. Six will be printed with the make of 
your car, while the other two are for the Used Cars. 


Price Complete Outfit 
One Leather Holder, Eight Cards 


$1.25 


Be sure to state make of car on order. 


Comfort Printing Specialty Company 


101 N. EIGHTH ST. ST. LOUIS, MO. 














Double Your Fan Belt Sales 
1 In One Half The lime 


























Right now is the time to push your stock of Rie Nie Fan Belts—when the motorists 
are planning their trips and buying their supplies. They will want the best at the 
most reasonable price and it is up to you to give it to them. 


Rie Nie Fan Belts have won their way to unrivalled leadership in the fan belt field, 
through their high quality and quick turnover for the dealer. 

Rie Nie Fan Belts are constructed of ply upon ply of specially prepared rubberized 
fabric — guaranteed to outlast all other makes. There is a Rie Nie Fan Belt for 
every make of passenger car, truck, tractor and circulating water pump. 


Vee Round for grooved pulleys Flat-Type for regular or crowned pulleys 


URKEEATWOODG. 


j/ MINNEAPOLIS, U.S.A. 














= 


























PRICE 
$20.00 
COMPLETE 






FOR CHEVROLET SERVICE 
STATIONS 
No. 6 Banner Motor Block Support 


Overhauling jobs can be completed and head replaced be- 
fore dropping back in chassis. Can be turned in any posi- 
Will not press cylinders out of round. Makes 
engine work a one man job. WE ALSO MAKE THE 
O’BRIEN ENGINE SUPPORT FOR ALL DETACHABLE 
HEAD MOTORS as well as forty other accessories.— 
Manufacturers’ Agents Wanted. 


tion. 


Banner Accessory Mfg. Co. 


2629 La Salle St., St. Louis, Mo. 


































60,000 
Sold . 


in six months 









and it r-r-rings very often! 


Sales on this low-priced, dependable auto- 
mobile clock keep the cash-register ring- 
ing—Proof? 60,000 Minute Meters Sold 
in six months, the first six months of its 


>> Minute 
/ Meter 
¢ Dash 


existence! 

And the Minute-Meter Stays Sold—its Cutter 
ability to tick the minutes off ‘“‘to the Added Profit in 
minute” day in and day out is the reason. I lati 
Cenvenient, too, a turn of the knob, nstallation 
shown in illustration and the Minute 


Add 50 cents to the price 
for installation! With the 
Dash Cutter the Minute 
Meter can be put on a 
wood back instrument 
board in about 15° min- 
utes—10 minutes for all- 
steel boards! Complete, 
ready for use, $1.00. Two 
installations and the 
cutter is paid for. 


Meter lifts out for rewinding or setting. 
A handsome reliable little instrument with 
a display stand that shows it off to ad- 
vantage. 

The Minute Meter fits flush on any dash 
of any thickness, wood or steel. Neatly 
packed in individual cartons. Attractive 
display stand as shown above with each 
dozen! Orders shipped promptly! 


<The LAU Crock MANurA 


Waterbury c & Co., ives 





onnecticut - U.S.A. 


] 









































Att MIMS. \ -~ 


mw NOMBUUNNHET 


Let er fire 
CONSTANTLY! 


The average motor car depreciates 
fast enough under ordinary condi- 
tions. But let a spark plug fire in a 
hit-or-miss fashion and the old bus 
will be old when she’s young. You 
know how it grates on your nerves 
to have the motor missing. Just 
think how it affects the poor car! 


One sure way of a sure-fire motor 
is to use spark plugs equipped with 
“775” insulators. They’re made to 
withstand rapid changes in heat— 
and to give long, reliable service. If 
you value your spark plug busi- 
ness you will see that the spark 
plugs you buy have “775” insulation. 


Frenchtown Porcelain Co. 
Trenton, N. J. 


WTAN DS THE nay 


1910— 


Since” 
































- Send for details of the Robert 
Bosch Franchise — especially 
designed for your 
requirements 











Robert Bosch Magneto Co., Inc. 
OTTO HEINS, President 
109 West 64th Street, New York 


Chicago Branch: 1302 South Wabash Ave. 
Sales and Service Stations in Principal Cities the 
orld Over 
The Genuine, Original Bosch means Robert Bosch only 
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That Awful JERK 
Is Caused by 


END-PLAY 


In the Ford Crankshaft 


Most of the jerking, when going 
into high, is caused by end-play. 
When you let in high, you have 
released clutch-spring, allowing 
crank-shaft fly-wheel, holding magnets and transmission, to 
have end-play or free lateral motion. The magnets, attached 
to fly-wheel, work to and from spool-coils, causing an uneven 
flow of current and resulting in uneven explosions. 


END-PLAY EASILY CORRECTED 


The C-A ADJUSTABLE BEARING presents a new and better way of 





stopping Ford crank-shaft end-play. A cheaper, easier method that posi- 
tively corrects this cause of hard starting, poor lights, knocking and the 
many other troubles due to destructive end-play. A quality device. Easily 


and quickly installed—leave the motor in and simply drop the oil pan. Let 
us tell you how to stop end-play without ‘pulling’? the motor. 


ADJUSTABLE BEARING 
COMPANY, INC. 
Dept. 401 
BRAZIL, INDIANA 
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New Junior Assortment 
Cotter Pins 


The only practical and profitable arrangement for quick, coun- 
ter sales of Cotter Pins—and the best Cotter Pin Assortment 
for Garages and Repair Shops. The cases are very durable 
and covered with black leatherette, neatly marked—both lids 
strongly reinforced where hinged. When closed Cotters can- 
not be shaken out of their compartments. 


We manufacture all sizes of Cotter Pins, Regu- 
lar Assortments in screw top boxes and special 
assortments as specified. 


ORDER FROM YOUR JOBBER 


WESTERN WIRE PRODUCTS COMPANY 


ST. LOUIS, MO. 

















Increase the EARNING 


capacity of your garage 






by using DICKERSON Turntable and Service Jacks. 
Cars moved instantly—easily. Spring replacements 
and chassis repairs made in much less time—raises 
car frame by any fraction of an inch, making bolt 
holes line up perfectly. Works where no other jack 
will—does work impossible with others. Mechanism 
like heavy truck drive. Handles all cars—bumpers, 
trunk racks, etc., do not interfere. One man easily 
raises heavy truck. 










Write for catalog. Some valuable territory open for 
“live jobbers.” 









C. A. Dickerson Compressor Corp. 
220-22 Chicago St., Buffalo, N. Y. 


DICKERSON 
GARAGE JACKS 
AIR COMPRESSORS 
SHOP EQUIPMENT 




























Lonesome Leadership 


N A class by itself the 
“Pacific” is all by its 
lonesome. It craves com- 
petition because confidence 
of former conquests hast 
proved it to be first when $10.00 


it comes to 








Speed LIST PRICE 
Safety pissoaaie 

f the trade 
Accuracy 












The jack-screw principle of 
leverage affords maximum 
strength and complete control of 
operation. No patented locking 
devices used. 


Pacific Rim Tool Co. 
16606 Waterloo Road, 
Cleveland, O. 


2337 llth Ave., 
Seattle, Wash 









1134 B’way 
N. Y. City 



























113 











MOTOR 





AGE June 12, 1924 




































ANGULAR CONTACT THRUST BEARINGS. 
ANGULAR CONTACT RADIAL BEARINGS. 
These Bearings furnished to your requirements. 
Send us your blue prints and inquiries. 


The Bearings Company of America 
Lancaster, Penna. 


Western Sales Office, 
1012 Ford Bidg., 
Detroit, Mich. 











OVER 12 MILLION CARS AND 
TRUCKS REQUIRE SERVICE 


Good wrenches—the right wrenches—are essen- 
tial to good service. 

This is where the Walden-Worcester design 
comes in— wrenches that fit the location as well 
as the nut. 


WALDEN - WORCESTER 


Incorporated 
General Offices and Factory 
475 Shrewsbury Street 
Worcester, Mass., U. S. A. 


























Easier, now, to grind valves 
the better way—and faster too 


The screw driver principle is conceded by the 
best motor engineers, designers and mechanics 
to be the most efficient method of grinding in 
a set of fine valves. With the Beardsley Hi- 
Speed Valve Grinder you can use long strokes 
for roughing the valves down and short strokes 
for finishing—all with a smooth and easy 
motion. 

The Beardsley Hi-Speed Grinder fits all valves. 
It comes packed in individual cartons with 
==> long and short shaft, special Ford bit and 
adjustable bit. 

Write today for the liberal discounts and full 
information and ask your jobber for the 
Beardsley Hi-Speed Valve Grinder. 


The Loomis-Beardsley Co., 
1200 South Wall, Columbus, Ohlo 


BEARDSLEY HI-SPEED VALVE GRINDER 


(Fiddle Type) 











Get This ‘‘Pioneer’’ 
$6 5 Garage Special 


Electric Drill 
and Valve Grinder 


Greatest time and money saver, 
as well as money maker, for 
your shop— 


“It Will Do The Work” 
Louisville Electric Mfg. Co. 


Incorporated Louisville, Ky., U. S. A. 
C. E. Willey, Pres, J. B. McFerran, Secy.-Treas, 

































break on jackshaft outside of case. Hyatt Roller and Genelite bearings. No out- 
ting or machining—installation easy. 





replaces the 


repleces ‘he Transmission 


“Tt will pull 
like everything” 


Three Speed Sliding Gear Type— 
for Ford Cars and Trucks 


SIMPLEX 


For More POWER 


26 to 1 in low in our 
new type “CT” 


You have three speeds forward and 
one reverse, replacing the regular Ford 
transmission—drums, bands and all. 
The low speed is lower than the Ford, 
therefore, more power—the third is the 
same as the Ford and the second is 
half way between. 


It’s ruggedly built with over-size alloy steel gears. Multiple disc clutch. Foot 





E. D. & A. F. CRONK, Inc., 140 Hotel St., Utica, N. Y. 














Kokomo Long Life tires and 
tubes make money for deal- 
” ae, TS who handle them. 
fi S th (; (m\ Kokomo Twin-Grip Fabrics 
' ip = 1 hy y) Kokomo Two-Grip Cords 
~ . sas’ EE ~ Kokomo Everlaster Red Tubes 

TIRES AnD TU Kokomo Standard Gray Tubes 
KOKOMO RUBBER CO., Kokomo, Indiana 

131 South Main St. 


WG LIFE 














FRONTENAC CYLINDER HEADS 
and FRONTY-FORDS 


The remarkable showing of the Fronty-Ford in the 
500-Mile Race at Indianapolis May 30 was due 
solely to the performance of the Frontenac Cylinder 
Head. This Head is adapted for use on your Ford 
car by its designer and builder, Arthur Chevrolet. 
Write for FREE Catalog. Book, ‘‘How to Build a 
Fronty-Ford,’’ $2.00; free with orders of $50.00 or 
more. 


CHEVROLET BROS. MFG. CO., 410 W. 10th St., INDIANAPOLIS 

































EXCELSIOR TEST BENCH 


With the Positive Drive and Speed Control 


INCREASE 
YOUR PROFITS! 
Starting, lighting and 
ignition pays bigger 
profits than any 
other branch of 
automotive service. 


The Excelsior 
Test Bench 


equips your shop come. [3 
plete for this work. f 


“| Price $385.00 | 


Payable $50 per month 























RAMCO 


_ Cushion 
NNER RINGS 
fit behind piston rings and keep them in perfect con- 
tact with the cylinder walls at any motor speed or 
temperature. 


RAMSEY ACCESSORIES MFG. CORP. ST. LOUIS, MO. 

























: S the price of a snap 


“ty 
‘7 






















\ Sos § SX ring. 
r ‘Mh Fad Se Wilkening Mfg. 
\Y KS wg yee a SPW’ 15th and Mt. Ver- 
YY Se 3 ; s N 
N 
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Jack—For Balloon Tires 


The Springfield Jack No. 9 
especially designed for bal- 
loon tires— 

Double Screw—Ball Bearing 
Low Placement—High Lift 
Patent Height when closed, 7 inches 
Applied — Extends to 17 inches. 





Convenient handle excellent 
workmanship and quality. 


Dealers—Jobbers—Write 
us for discounts 


THE SHAWVER CO. 
Springfield, Ohio 


Weight 8 pounds 
Capacity 1 ton 
Price $4.75 





a 30 1917 q 3 Autex 
Extension 
Reel 


Takes light where wanted. Cord locked 
at any desired point and rewound au- 
tomatically on reel when not in use. 
Used in all places where extension of 
either light or power is required, elim- 
inating the inconvenience and danger 
of loose cord extensions. 





Approved by Underwriters 
The Cincinnati Specialty Mfg. Co., Inc., 


1913-21 Powers St., Cincinnati, Ohio 
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NEVER-LEAK 
Cylinder Head Gaskets 


Insure Satisfactory Engine Performance 


They’re “Bound to Be Good” 


FITZGERALD MANUFACTURING CO. 
TORRINGTON, CONN. 


Get a Manley 


Portable Floor Crane 


The Manley Portable Floor Crane 
possesses all the essentials of a 
crane for the best and most eco- 
nomical automobile repair work. 
It has high lift, deep overhang, 
ample lifting capacity and great 
strength, 


And, at the same time, due to 
revolutionary design, the Manley 
Crane has the greatest lightness 
in weight. 


Write for the complete catalog of 
Manley Equipment 


THE MANLEY 
MANUFACTURING CO. 


YORK, PA. 





























© IheRIcardo Head 


All that science and skill could 
conceive was applied in the de- 
velopment of the Ricardo Head. 
It represents a distinct revision 
in combustion chamber design 
that provides wide improvement 
in engine performance. 

No other development promises 
to attain greater buyer con- 
sideration when important speci- 
fications are referred to. 


WAUKESHA 


Motor Company 
ENGINE BUILDERS 
Waukesha, Wisconsin 
New York Detroit 











[LANDIS] 





largest makers of grinding 
machines. More value fer 
your money. 


Landis Tool Co., Waynesboro, Pa. 


New York Office—30 Church St. 









































MONEY MAKING MACHINES 


STORMIZING machines are truly 
money makers. They enable you 
to make biggest profits on every 
overhaul job. They handle all your 
cylinder renewing, accurately and 
efficiently, enabling you to turn out 
the high quality work that wins 
your customers’ lasting approval. 
The automatic time and labor sav- 
ing features make big profits pos- 
sible by lowering operation costs. 


Write for the Storm Book, 
“Modern Cylinder Methods’ 


= ras MFG. CO. 


406 A Sixth Ave. So. 









Minneapolis 

















EXCESSIVE VIBRATION 


is death to many a bulb, but not to 
Anchors. 
The filament used in Anchor Auto 
Bulbs, is chemically treated, so that 
it will withstand continuous shocks 
—radical changes of temperature 
and give the user an adequate re- 
turn for his money. 
The Tungsten is of such purity and 
conformity that clear light and a 
long life is assured. Use 
“Triple-Tested, Never Bested” 


ANCHOR AUTO BULBS 


ANCHOR ELECTRIC CO., 555 Jackson Blvd., Chicago, Ill. 


Originators of “Same Day Service” in the Auto Bulbs Industry. 





“Triple. 
{Tested 
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Send U. S. Your Armature Repair Work 


FORD TWO UNIT 
ARMATURES a GENERATOR 
REWOUND 
ARMATURE 
$2.00 $5.00 





ALL WORK GUARANTEED—WRITE FOR PRICE LIST 
U. S. AUTO SUPPLY CO., 3845-49 S. WABASH AVE., CHICAGO 




















BRAKE LININGS and CLUTCH FACINGS 


Always used where safety and service are the first and 
only consideration. 


KELSO M’F’G CO., TRENTON, N. J. H 
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YY —_— Wedge-Rite piston rings are 3-piece rings following the 
RI best engineering practice. The patented wedge takes up 
Kilda 





the wear, keeping the 
against oil and compression leakage. 
Rings are made from the best individual castings. 

WedgeRite - - - - Plattsburgh, N. 


groove and cylinder wall tight 
Wedge-Rite Piston 


¥. 














$200 Lifestimer 


Retail \% 

East of . 

Rockies hf r Ords 
Needs no oil. Short proof. Fool proof. Wipes a perfect contact regardless of 
wabble in the shaft. Bakelite Commutator is reversible, giving 2 timers for 
the price of one. Sold through the jobber. Write for folder and discounts. 


Mechanical Production Co. 
MILWAUKEE, WIS. U. S. A. 




















-ATWATER KENT 


The World’s Highest Grade 
Ignition, Starting & Lighting. 








4957 STENTON AVENUE 


PHILADELPHIA, PA. 


DOUBLE YOUR FORD SELLING FIELD 
And Make Two Profits with 


wartord 


AUXILIARY ANSMISSION 
Two-Ton Capacity—High Speed 
Ask your nearest distributor to demonstrate it or write us. 


THE WARFORD CORP., 44 Whitehall Street, New York 

















The most efficient Valve Spring Com- 
pressor and Holder. Saves time and 
temper. Fully guaranteed. Printed 
matter on request. Get it! $7.25 
c &. D. 





The Little Wonder Valve Tool Co. 
606 Oneida St., Jollet, Ill. P. O. Box 1028 


Manufactured by Waterloo Valve Spring 


<i COMPRESSOR |y 
WonpDE? 








e 

ALUMINITE Pistons 
Replacement for ALL MAKES of motors. 5 | 
TIMES stronger than die-cast. Can’t score, 
pump oil or slap. Used 90 per cent racing cars 
past 9 years. Special 12 oz. for racing Fords, 
Aluminite Connecting-Rods, too. Get price list 
and DISCOUNTS. 
GREEN ENGINEERING CO., Dayton, Ohio 





Compressor Co. | 

























Threaded for %4-in. hose. 
supported and counter 
All brass construction, 


Strongly 


balanced. 


Electric contact by rotor brush. 
Watertight Joints — automatic 
water control at end of hose. 





GAYLORD IDEAL 


9 ft. swivel permits use of short hose. Light always OVER job. 
AUTOMATICALLY by LITTLE GIANT WATER SAVER. 
tion washer and water saver. Write: 


Water controlled 
Lowest priced combina- 
THE GAYLORD MFG. CO., Paterson, N. J. 











140 Combinations 
—all in this ONE set 


or write us. 


The Eastern Machine Screw Corp. 
10-20 Barclay Street, New Haven, Conn. 


Everything you need, in one small box, compact, 
accessible, and a real mechanic’s outfit. Sockets 
will not break. Fully guaranteed. Ask your dealer 


























Buick Continues Hall Endorsement TYSON 
‘ Radi Sj - 

After using Hall Hones for over one ee Vise Gavae 
year Buick test out the New Hall Hone Fits Core only. With handy hook. 
and approve of it. It is the only Hone maui Pera foesen. op mate: 
endorsed by Buick. size $3. Average rial or enamel 

. all other cars, $4. drill. As shown 

THE HALL CYLINDER HONE Co. Write for discounts. and Drum Type. 


435 Dorr St., Toledo, Ohio 





TYSON Mrc. €o., Lock Haven, Pa. 
































Now offering both the matchless Peerless 
Eight and the Superb Peerless Six 


PEERLESS 


The 100% Lubricants 


tain any Moisture, Mineral or Fatty Acids. 
Attractive proposition for 
Dealers. 


RADIANT OIL CO., Inc. 


Manufacturers and Compounders 





Guaranteed not to cake or harden or to con- 


Jobbers and 


Ohio 

















— 
























BATTERY SERVICE EQUIPMENT! 
CENtoystoyn | PoRTOSTAT 


Test Set 


Rectifier 
FOREST ELECTRIC COMPANY 








New and Wilsey Streets NEWARH, N. J- 





The new Columbia selling agreement incorporates those 
features interesting to successful dealers. You are invited 
to investigate. 


COLUMBIA MOTORS CoO. 
Address Dept. “B” Detroit, Mich. 


— 
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The Aristocrats of 
Motordom 
7Models- Open andClosed 


Distributors in — principal 
cities. Open territory now 
being closed. 


Kissel Motor Car Co. 


Hartford, Wis, 





Built Car 

















Kaw sctoflat 1e€e€ r 
Write for Special Book Garage Fronts 
THE KAWNEER CO., 1219 Front St., Niles, Mich. 

















CABLES of Quality 
” Leche. 


Standard since the beginning 

of the industry. 

WARREN, 
OHIO 








ALLEN 
Wrench 
Sets 





The Allen Manufacturing Company, Hartford, Conn. 

















llfood:|mes 


Water Circulating Pump 

For Ford Cars and Trucks 
Is as reliable as the Ford Car itself and as- 
sures @ positive cooling system that constant- 
ly functions. No more overheating—No more 
freezing In travel—Made engineeringly cor- 
rect of best materials—quickly and easily in- 
stalled. Write for Dealer Discounts and com- 
plete information. 

WOOD-IMES MFG. CO., MINNEAPOLIS, MINN. 
Formerly Mid-West Mfg. Co. 





- 


Real High Tension Ignition 
for Ford Cars 


Varley Transformers eliminate nearly all chronic 
ignition trouble. Save gas. Add power. Keep plugs 
clean. Stop misfiring. Save repairs. $2.50 each. 


Write for full particulars. 


The Autocoil Co., Jersey City, N. J. 
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CRANK PIN 
RE-TURNING 
TOOL 





The Auto Hone Co., Buffalo, N. Y. 











99 


$2.50 






“Guards 
Your 
Battery’s 
Health”’ 


HYDROMETER 


Here at last is a battery tester of very finest quality. It is absolutely guaranteed to 
aceurate—every instrument must pass the two-point test. Green ribs of celluloid 
make sticking of float impossible. Write for details. 








N & N HYDROMETER CO. 3715 W. Grand Ave., Chicago 














Over 100,000,000 





ROLLER BEARINGS 


Have Been Manufactured 











BUTLER SPRINGS AND THE 
ACE OF CLUBS ALWAYS WIN 


Butler Springs are made of very fine grade 
steel. They are carefully heat treated and 
tested for hardness and strength. 

Order your Ace of Springs today. 


BUTLER AUTOMOTIVE SERVICE CO. 










































































101 D sT. EASTON, PA 
° INSIST = O° The oldest a 
Wonderful Time Saver UPON THE . ae pions 
The C & G Wheel Puller removes wheels in a jiffy. 2 Actually Spit Fire 
No thread stripping. No wobbly wheels from spoke strain or while others spark 
ag bo ge — — gpa ha ae hee & = rf | only. 
grip evenly applied over whole wheel hub. i - —~ 
information. eames T ENERGETIC 
Sold on money back guarantee—$12.00 Ee IGNITION— 
Adapters—$2.00 each + 
State for which car. Adapters fit from two to 15 cars. S a Big fg oe Gee Sa. ah POWER 
The C & G Wheel Puller Co., Wellsville, N. Y. Manufacture “Spit Fire’ Red Top and Timers 
6 99 
STRAIGHT LINE”? DRILL CHUCKS Power 





When buying Portable Electric Drills be sure to look for the 
Sekeowes ALMOND CHUCK, which may be easily identified by the 

STRAIGHT LINE” milling on the chuck body. 

Write for complete information regarding the new ALMOND 
“STRAIGHT LINE” CHUCKS. 


T. R. Almond Mfg. Co., Ashburnham, Mass., U. S. A. 
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BRANCHES 


AHLBERG BEARING COMPANY 


321 EAST TWENTY NINTH STREET. CHICAGO ILLINOIS 











2 THE STAMOARO 
P REPLACEMENT 








ge] 5 ele 







THE TOLEDO STEEL PRODUCTS COMPANY + TOLEDO -OH10 
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Have you seen the new Gilmer Fan Belt? 


It’s a V shaped belt, constructed of tough fabric and a new. special rubber com- 
pound. Sizes for all popular cars using V or grooved pulleys. Write for prices and 


complete information. { | 














REPAIRMEN 


Send us your rewind jobs. We 
are ‘‘Armature 
cialists.’’ 
Profit for you in our service. 
prices in proportion. 
all generators. 








Here’s a new 
source of profit! 


Winding Spe- 


Ford generator armature rewound—$1.95. Other 
All work guaranteed. Write for catalog and prices on 


H. M. FREDERICKS CO., Lock Haven, Pa., U. 8S. A. 





























L. H. Gilmer Co. 
Philadelphia 
Let us send you our FREE Catalogue on 
2 
nuetlers 


“It’s a Gilmer Product—you 
Fly-Wheel GearBands 


can depend on it.’’— Happy 
Van, the Gilmer man. 

Huetter Machine & Tool Co. 

546 Kentucky Ave. 


Indianapolis, Ind. 








Safety 


ECLIPSE 3, SHADE 


Instantly adjusted to any desired shading position with one 
hand from driver’s seat. Makes night driving safe. One 
size for all cars. Write at once for our plan of distribu- 


tion and full details, 
Plainfield, N. J. 


SUBURBAN TRANSIT CO., 
Subsidiary of Spicer Mfg. Co. 


























RADIATOR CORE EQUIPMENT 


For the Complete Manufacture of 


RADIATOR CORES 


Ask Us About This Equipment 
We make the best radiator test plug. 


RADIATOR ENGINEERING CO. 


626 Nesslewood Ave. Tolede, Ohio 











Battery Plates 


CONTINENTAL BATTERY CO., = gi” 
3201 Papin St., St. Louis, Mo. a” 























THE TOLEDO west 


100% efficient. Requires no key for locking. 
Rigid as a stationary wheel. 

Send at once for Sample Wheel. Examine 
it. Test it. Convince yourself of the easy 
profits to be made. It’s a big seller in a 
big field. 


THE TOLEDO MFG. CO., 
Factories Bldg., Toledo, Ohio 











WAYNE 


Be equipped with these 
two efficient machines to 
render good service on cyl- 
inder reboring and valve 
grinding jobs. 

Save time and labor and 


CYLINDER REBORING 
MACHINE & VALVE get more profit. 
GRINDER Write for details. 


WAYNE TOOL MFG. CO., WAYNESBORO, PA. 























USE THE AMMCO 


Cylinder Re-Conditioning Tool 
aente and refinishes cylinder bores. It is 
self-adjusting, self-aligning and self-centering. 
Write for Bulletin. 

Automotive Maintenance Machinery 
Company 
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At last—a headlight reflector that makes night driving safe. 


Write for full details. 
The PARAFLECTOR CO., Minneapolis 
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Ask Your Jobber or Write Us. 
GTON AUTOMOTIVE CORPORATION of Gas 








551 W. Washington St. Chicago 
EMINGTO The Man ROME-TURNEY RADIATOR SERVICE 
R Who Owns Honeycomb and tubular replacement cores, Radiators and 
ts f ll d ks. 
A U X I L I A R Y It Never One-day —, + ota pti profitable. 
GASOLINE RESERVE FOR FORDS ies ias oe mages 


Rome-Turney Radiator Co. 
Service Dept., - - - Rome, N.Y. 




































REMIN 
17 West 60th St. New York, N. Y. 
DRIVING 


INSHIELD tients 


INSIDE THE WINDSHIELD—NO GLASS TO CUT 








INSHIELD_ 8 INSHIELD SENIOR 
4% in. diameter. Heavy 5% in. diameter. Nickel 
Nickel or Black Enamel. finish only. Simplest and 


Made of heavy sheet brass. 
21 c. p. Mazda precision 
type tipless bulb, _ silver, 
triple-plated reflector $7.50 
The Inshield Products Co., Toledo, Ohio 
Formerly the Thal & Bitter Machine Co. 


best inner-controlled driv- 


ing light made. 

















Automobile 
Brake Lining 


TESTBESTos 


Manufactured by 


AMERICAN ASBESTOS COMPANY 
Norristown, Pa., U. S. A. 























Spring-steel, Oil-tempered Bumpers in Six Complete Styles. Guar- 
anteed Satisfactory Attaching Arms for all Leading Makes of Cars. 


We invite comparison in appearance, quality and price. 
hio | 














THE BELLEVUE MANUFACTURING CO., Bellevue, O 











THE QUINCY SILENT AIR-MASTER 


The Most Air Per Dollar Cost 


WALL PUMP & COMPRESSOR CO. 
Quincy, Ill., U. S. A. 
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[ @a- Cushion 
Bi Al CX _ Bumper 
for every 2X ge — 


Jj 











“PROTECTION | 
WITH DISTINCTION” 
THE BIFLEX CORPORATION, Waukegan, Il. 


“Dimit” 
Dims the lights with a touch of the toe. A 
remarkable seller. $1.50. For all cars. 
Distributors Wanted 
THE DIMIT CO. 
317-19-21-23 Fallsway Baltimore, Md. 


























WELEVER 


“OIL CONTROL” PISTON RINGS 


The Motor Necessity That Has Made Good 
Backed by Seven Years’ Satisfactory Service 


THE WEL-EVER PISTON RING CO., TOLEDO, OHIO 


Sold most everywhere. If your dealer cannot supply you write us. 





$17.0 COLONIAL CYLINDER HONES s;7.59 
PRICES REDUCED ONE HALF 


You can now buy the Colonial Cylinder Hone, an approved tool for this class of 
work and one of the best Hones on the market at $17.50 each F. O. B. Kalamazoo. 
Made in three sizes, one, two and three, No. 1 2%” to 3%”, No. 2 3%” to 35%” 
bore, No. 3 3%” to 4%”. 

Colonial Cylinder Hones are now being used by some of the best factory Service 
Stations in the country as well as by numerous Service Station Owners. 


Colonial Gear & Manufacturing Co., Kalamazoo, Mich. 


























DILL 
INSTANT-ONS 


Dust and Valve Cap 


Off or On in 5 Seconds 


The Dill Manufacturing Co. Cleveland, O. 











SPEED-O 


Multiple Valve Lifter 


LIFTS 8 TO 12 VALVE SPRINGS 
IN LESS THAN 30 SECONDS 
Manufactured by 
SPEED-O MULTIPLE VALVE LIFTER CORP. 
1926 Broadway, New York 





























rinsen Gas Appliances 


Metal-Melting Soldering Heat-Treating 


Pacific Coast Repr., C. B. Babcock Ce., San Francisco, Calif. 
New York Office—277 Lafayette St. 








PYROLITE 
STOP SIGNALS 


High in Quality—Low in Price 
Get Our Plan 


Steinberg Products Co. 
3146 Olive St. St. Louis, Mo. 























Noiseless Timing Gears 


Install quietness — Cloyes NOISELESS 
Timing Gears. They give the motor a 
soft, even “‘purr’’—permanently. 


Cloyes Gear Works 
1614 Collamer Ave., Cleveland, O. 
Sales Representatives 
United Autoware Co., Fisk Bidg., New York City 
N. Lowenthal, Box 952, Ft. Worth, Texas 

















REPU BILIC 
Cass Lt ROCKS 


REPUBLIC MOTOR TRUCK Co., INC., Alma, Michigan 

















» CASE 


e{ MOTOR CARS 


J. I. CASE T. M. COMPANY 


Racine Wisconsin 





















lWrite for the Book 
AIR PROFITS’ 


describing many new uses for com- 
pressed air. Shows how to make an 
air compressor earn greater profits. 


BRUNNER MFG. CO. 
UTICA 


NEW YORK 


BRUNNER 


AIR COMPRESSORS 


FREE 




























Good Profits for Distributors 


in Brunner Gauges for Fords! 


More Distributors needed NOW to sell Brunner Gas and Oil Gauges for FORDS, 
and Oil Gauges for Chevrolets. These new gauges operate on gravity pressure. 
Gas Gauge is graduated steel measuring rod in nickel plated tube. Oil Gauge 
is Japanned tube with graduated measuring rod. Raise hood to read. Retail 
at $3.90 each. Write NOW for proposition. 

FEDERAL ENGINEERING CO. 


746 12th St., Newark, N. J. 





RED GIANT RIM TOOL 


The name “RED GIANT” is a guarantee 
of satisfaction. Known and used in the ma- 
jority of the civilized world. If your jobber 
cannot supply you write direct. 


RED GIANT TOOL CORP. 
Lynchburg, Va. 






























OVER 100 ACCURATE SHORT -CUTS 
Ask © _ TO GOOD WILL AND PROFIT ~ ~ 
si Shop catalog “Thru your jobber - As service Is economy “ 


STEVENS & COMPANY 
375 BROADWAY ‘NEW YORK 









































“REQUIRES SAMPLE 


ONLY — nie 
NEAT" FREE 
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— As Old As 

Loc The Auto Industry 

Plates. = ; 

Vesta has 27 years of experience built 

An into it. The isolators have been used 
- for 8 years. Always in keeping with 

Exclusive automotive requirements. Write for our 

7 proposition. 

Vesta 


Vesta Battery Corporation 


Feature Chicago, Tl. 

























STEERING KNUCKLE BOLTS ano BUSHINGS 
PISTON eae een PIN —" SCREWS 
motive Divisi 


KING SEWING WACHINE Co., °BUFFALO, NY. 


























Jacobs ROAD-LITE 


Lights the way to safety 


Lights up the right hand side of road 60 to 70 feet ahead. Can’t 
shine in other fellow’s eyes. Invaluable for night driving. 


Jacobs Auto Safety Lamp Co., Blacksburg, Va. 














Do Motor Re-conditioning All you need is 


and Earn Big Money! FOSTER-JOHNSON 


You can ream and hone an aver- Cylinder Reamers and Hones 


age cylinder bloc the factory way 
in fifty minutes. Do the work 
without removing the engine, 
quickly, efficiently and econom- Foster-Johnson Reamer Co. 
ically. 1304 Beardsley Ave., Elkhart, Ind. 


Write for Foster-Johnson Station 
Manual and Tool Catalog 














YOU can handle this body PROFITABLY 


All steel construction pro- 
vides :ightweight with extreme 
strength. Outlast chassis. 


One design fills most light 


PR. | —% Ss | ) truck user’s requirements. 


Ton ard Half-ton sizes. 


Shipped knocked down. Low 
priced. Distributor and dealer 
terms liberal. Write. 


THK HYMAN PRESSED BODY CO., Huntington, W. Va. 
































UNIVERSAL 29, 


Adjustable. Two sizes will clamp any hose of 
any diameter. Made from cold rolled steel out 
of wire. No rough edges to cut hose. Put on 
in less than a minute. Everlastingly leak-proof. 
Order Universal Hose Clamps. Trademark on 
every clamp and carton. Get them from your 
jobber—or write us. 


UNIVERSAL INDUSTRIAL CORP. 





Hackensack, N. J. 


































“Best Money Maker I Ever Handled”’ 


Says One of our Distributors 
And his sales prove it! The reason is that the 
Duplex Tire Carrier & Rim Tool is one of the most 
popular items of equipment introduced in recent 


years. 
DUPLEX one a ye nee 


Two tools for the price of one. Holds tires securely. 
Expands and contracts rims. Attached instantly. 
Write for details. 

TRIPP-SECORD & CO. 
606 Kerr Bldg. Detroit, Mich. 




















a PERFECTION 


SPRINGS 











oie Malic Packing] | 
Plastic Metallic Packin 


Patented 


Stops the leaks in automobile water pumps. Mold it with your fingers. Makes 
a smooth metal bearing—adjustable and practically frictionless. At your 
Jobbers—Get it today. It does the trick. Put up in 1 Ib. cans. If your Jobber 
doesn’t carry it, write us direct. Price $1.65 per pound, f. o. b. Conneaut, Ohio. 


The Conneaut Packing Company Conneaut, Ohio 

















NO-LEAK-O PISTON RINGS 
wen Leak Because They’re Sealed With Oil 
No-Leak-O Piston Rings are making money for 
" dealers everywhere. Their ‘‘oilSEALing’’ _ — 
mo ._ \ found only in No.-Leak-O—packs an oil film 
\! between piston and cylinder walis like pecking” 
SEAL ING ) in a pump. Oil and gas stay where they belong. 





No-Leak-O. 
It will pay you to stock No-Leak-O at once. 
Price 35c and up 


RING CO., Dept. 376, Muskegon, Mich. 


National advertising is helping the dealer sell 

















INCREASE YOUR PROFITS! 


HB 8-Hour Constant Potential Battery Charging 
doubles your present income. Lowers charging 
cost, saves one-half on labor, one-half on rental 
batteries needed. Patented HB Voltage Regulat- 
ing Winding eliminates reversing. $20 monthly 
pays for outfit. 30 days’ free trial. Write for 
information. 


HOBART BROS. CO., Box AR 524 TROY, O. 


























More Power—Less Carbon 


Greater Mileage and less wear on pistons, cylin- 
der walls and bearings, provided by 

LaRose Air Stabilizer 
It moistens air by washing it. All the sales 
features of air cleaner plus advantages of humidi- 
filer. For all cars. 30-day money-back guaran- 
tee. Jobbers—Dealers—Write. 


LASCO CORPORATION 


























Quality rings at 
lowest prices. Get 
our list. 


Meachem 


Gear Rings 
for Fly Wheels 


MEACHEM GEAR 
CORPORATION 


Syracuse, N. Y. 

















Qo: OveraDay Away” 


ai 
Write Milwaukee Die sew Co., z.. 
waukee, Wis., for name of one of our 500 


MILWAUKEE Sixt BEARINGS 

















Niagara Falls, N. Y. 
EXHAUST 


LINENDOLL searen 


Attractive in appearance, with cleaning 
features of removable heating coil with no 
connecting joints inside the heater pan to 
leak. Meets instant approval. No odor or 
noise. Easily installed and operated. Will 
boost your winter sales—get our attractive 
trade proposition. 

THE NORWALK Avr. PARTS CO. 








Norwalk, Ohlo — 

















“In Stock-| 


—=Lorentzen-Headlight nex) 


AN AUTOMOTIVE 


NECESSITY THAT SELLS 


LORENTZEN HEADLIGHT KONTROL, INC 


olOMCT ay. Late Mt] am New York City. 
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PARTS and REPAIRS 


“Bros 


A Department that will Find What You Want, 





WRITE US FIRST! 
Save Time and Money 


F We carry a eomplete line of Automobile Parts 


Transmissions (all kinds) 
Cylinder Blocks Magnetos (all kinds) 
Drive Shafts Carburators 
New Gears (all kinds) Starters 
Used Gears (all kinds) Rear Ends 


400 Motors of all kinds in stock at all times 
WRITE 
BENNETT BROS. 
Largest Auto Wreckers in the Country 
Grant and Water Sts. Pittsburgh, Pa. 
Mail Orders Given Prompt Attention 








NEW AND USED AUTO PARTS 


We have wrecked over a 
thousand cars. 


SANDER BROS. AUTO WRECKING CO. 
WEST POINT, IOWA 








ANY PART Send for Catalogue 
for a ° 
Cincinnati Auto Parts 
ANEW. —s & Wrecking Co. 
712-714 Walnut St. 
bet CINCINNATI, OHIO 
USED Parts eur middle name 





aCe 











INFORMATION 





Six cents a word is the rate for all undisplayed 
advertisements set solid, regular want ad style; all 


capitals, 9c. 


a word; all capitals leaded, 12c. a 


word; minimum charge $1 an insertion; payable 


in advance (see next paragraph). 


Ten per cent discount if one payment is made 
in advance for four or more consecutive inser- 


tions. Advertisements other than 


“Positions 


Wanted” will be billed monthly if run more than 


four times. 


Add five words for address if replies are to 
come to a box number address at any of our offices. 
These replies are forwarded each day as received, 


in new envelopes, at no extra charge. 


Refund will be made if all insertions ordered 
are not needed, the amount refunded being the 


difference between cost of 
full amount paid. 


insertions given and 


Telephone orders must be confirmed in writ- 


ing same day. 


No allowances can be made for 


errors of any kind unless prompt notification is 


sent us. 


When replying to blind ads be careful to put 
on your envelope the correct box number and do 
not enclose original letters of recommendation— 


send copies. 


Displayed advertisements are sold by the 


inch. Rates will be furnished upon application. 


The right is reserved to refuse any advertise- 
ment and also to rewrite and edit copy furnished 
whenever the publishers consider it advisable to do 


this. 
THE BROADCASTER DEPARTMENT 


THE CLASS JOURNAL COMPANY 
239 W. 39th St., New York 
5 S. Wabash Ave., Chicago 








PARTS FOR ALL MAKES OF CARS 
Immediate service is our motto. Out of town orders 
shipped the same day they reach us. Full supply of 
all parts for all cars ever made. Complete line of 
new and used accessories. Satisfaction guaranteed. 
Send deposit with order, amd specify clearly name, 
year and model of car. Send part if possible. 


TRIO AUTO-PARTS & TIRE CO. 


2118-2120 S, Wabash Ave. 
2012-2014 S. State St. Chicago, Illinois 


PARTS and REPAIRS 














AUTO ‘ee xeaets PARTS 


3 SED GEARS. AXLES, BEARINGS, 
SPRINGS, MAGNETOS, GENERATORS, BTC. JOB- 
B. A SUPPLIES. 


BRIGHTMAN AUTO EXCHANGE 
321 Windsor Ave. HARTFORD, CONN. 


DOWMETAL PISTONS 
Lighter, stronger, and longer wearing than am 
or iron. Can be fitted with bronze bushings in the 
wrist pin holes same as in iron pistons. Dowmetal 
has no a growth. The expansion is little 


more than 
SEND FOR PARTICULARS 


LAMMERT & MANN CO. 
Cylinder and Crankshaft Grinding 
215-21 N. Wood St. CHICAGO 


Phones Wert 4918 














JANSEN FLY WHEEL GEAR RINGS 
Chevrolet 490. $3.00 
Chalmers 4.00 


JANSEN MACHINE COMPANY 


Des Moines, Iowa 











AUTO PARTS 


SAVE 50% TO 75% ON ALL CARS 


New and Used Gears—Springs and Axles—Cy’ 
Motors—Rear Systems, etc. Wire or Write 


INDIANA AUTO PARTS C 





316-18 NO. ILLINOIS ST., INDIANAPOLIS, IND. 
LARGEST IN [INDIANA 

















PARTS FOR AUTOS AND TRUCKS 


WHAT DO YOU NEED? We have it. Gray’s Auto 


Parts Company. 3212 Brighton Road, Pittsburgh, Pa. 





PRU ed 





Are you looking for a man or a job, 
salesmen or dealers, 
agencies, plants or partners? 


agents or 


Broadcaster Service can help you 


CCUUCECOCROOCCCCCGEOCOCCORROCOROOCGSCUCORCOEEUCOROSUCCRGRCOREOGRECRoeeeeeenaeeeeeeES 
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PATENTS and PATENT ATTORNEYS 





PATENTS 


ae HIGHEST gy 
OMPTNESS ASSURED BEST RESULTS 
Send drawing or model for examination 
patentabili 


and report as to ity 
WATSON E. COLEMAN, Patent Lawyer 
644 G Street, N. W., Washington, D. 


MILLIE 








Attorney-at-Law and Solicitor of Patents 


Cc. L. PARKER 
Formerly Member Examining Corps., United 
States Patent O = 
American and foreign Patents secu Searches made : 
to determine bility and ornalidiity. Patent suits : 
conducted. of instruction sent upon request. 
McGill Building, WASHINGTON, D. C. 











MISCELLANEOUS 





_.LITHOGRAPHED STATIONERY 
Our special combination plan of operation makes 
it possible for us to furnish you fine Lithographed 
Stationery produced on a White fe 20 lb. Watermarked 
Bond in quantities as low as and up. 
AT LESS THAN PRINTING PRICES 
ENGRAVED HEADING Ft FREE 
Made up in anyone of the many beau 
original designs we feature. 
You must see our samples to appreciate what we 
are offering you. 
Send for Samples and Full List of Prices 
Just a few of our prices on 8%xll1 letterheads or 
6% envelopes for comparison. 


4m” 2M OM 100M 
$5.95 = = = ~ $2.10 . 


ee Repeat , = will «Fy You Po 
PEERLESS LITHOGRAPHING CO. 
1821-23 Berteau Ave. Chicago, Ill. 











FOR SALE—Old established automobile business in an 
Iowa city of 8,000. Chevrolet Agency. 1923 sales over 175 
cars. Fine showroom. Located on two main highways 
with over 100 miles of paved road. Battery station and 
paint shop in connection. Good reason for selling. Ad- 
dress Box 6148, care of MOTOR AGE, 5 S. Wabash Ave., 
Chicago, Ill. 





SIMPLIFY THE WORK in your Auto Repair Shop 
by sending for our free booklets: ‘‘Hadco Safeguard System 
for Double Checking the Time, Material and Tool Losses’’ 
and ‘‘How to Lay. Out the Auto Stock Room” and free 
samples of repair orders, job tickets, time sheets, parts sales 
‘slips, auto bin markers, card holders and auto steck boxes. 
Haddon Bin Label Co., Haddon Heights, N. J. 





COOLEY TIRE INFLATOR. Set hand on pressure desired. 
Automatically inflates tire to this pressure and cuts off. 
Saves time. Draws trade. Have no air service so cannot 
use. Cost $125.00. First $80.00 buys it. NORTON SALES 
CO., Corpus Christi, Texas. 





No. 60 HEALD CYLINDER GRINDERS at a bargain. 
Rebuilt and fully 90% new. You can save their cost in a 
short time. Write for photo and full particulars. Lucas 
& Son, Inc., Bridgeport, Conn. 





FOR SALE: Garage in live town near Quincy, Ill. Exclu- 
sive Ford Agency. Doing good business. Hundred twenty- 
five car contract. Il] health reason for selling. No trades. 
Address Box 162, Quincy, Il. 





GARAGE SACRIFICE—Fully equipped 
Storage for 40 cars. Profitable agencies ond & repair sh 





Ideal location. Will sell stock below cost. Brinton’s 
Garage, Salisbury, Conn. 
FORD AGENCY FOR SALE. Rich community. In county 


seat, central Nebraska. This is a money maker. Good 
reason for selling. Address Box 6147, care of MOTOR 
AGE, 5 S. Wabash Ave., Chicago, Ill. 





HELP WANTED 





A LIVE WIRE SALESMAN with mechanical ability 
to handle a well advertised line of automobile service sta- 
tion equipment to be sold through the jobbing trade. Lib- 
eral commission, exclusive territory. No objection to non- 
competing lines. State experience. Address Box 6144, 
care of Motor Age, 5 S. Wabash Ave., Chieago, DL 





WANTED—Sales Representative to handle our exclusive 
line of Automotive tools-and equipment. The Specialities 
Co., 410 E. Virginia Ave., Denver, Colo. 
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A one minute talk 
on Gas Gauges 


Measuring the gas in a Ford is like $1 25 
ra 


thawing out frozen water pipes—you 
il 
» Retai 















damn the job from beginning to end, 
but IT MUST BE DONE. 

Eight is the usual number of moves 
required by the Ford owner to know 
his supply. 

Reason enough then why Ford owners 
will quickly buy a good gas gauge. 
Tasco combines everything called for 
—low price, long-lived construction 
and convenience. It replaces the old 
tank cap and by just lifting the seat 
you know instantly the gas supply. 
Sell Tasco Gauges—at the counter, in 
the window and at the pump. Every- 
where they will go quickly. 

Write for the liberal discounts today. 
Please name your jobber when writ- 
ing. 


The Akron-Selle Co., Akron, O. 


“40 years in business” 








































































Easy Working 


Regardless of the enduring quality that might be 
put into a packing, it might easily be impractical for 
use if too stiff, too hard to cut or quick to tear. 

Tenax Compressed Asbestos Sheet Packing in- 
cludes both of the highly desirable qualities of easy 
working and durability in service. 

For well over twenty years it has been the favor- 
jte. “There Is Only One Sheet to the Men Who 
Know Tenax.” 

“The Original Blue Sheet” made in blue, red or 
black. Thickness 1-32 to % inch; 1-64 inch in black 
graphited only. Size 50x50 inches. 

Ask your jobber—or prices and small sam- 
ple upon request. 


Let us figure on your gaskets. Send blue 


prints. 


Advance Packing & Supply 


Company 
808 Washington Blvd., Chicago 


Pacific Coast Distributor: Allled Industries, Inc., 
San Francisco, Los Angeles, Seattle. 
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and not as a part of the advertising contract. Every 


care will be taken to index correctly. 
ance will be made for errors or failure to insert. 





A. C. Spark Plug Co................. 72-73 
Adjustable Bearing Co., Inc.....113 
Advance Packing & Supply Co. 122 
Ahlberg Bearing Co..................... 117 
BUPOR=BENS CO. ..0::00.cc0sessicessccrnsees 122 
AMerteonm B CO.......:..0.00..csc0c000 74, 87 
Alien Mig. Co., THE: ........005...00ss000 117 
Almond, T. R., Mfg. Co....... 87, 117 
American Asbestos Co................. 118 
American Chain Co..................... 8 
American Oil, Pump & Tank 

Ma xtuschinciossiseninescecmccacteameteaars 61 
Anchor Electric Co....................... 115 
Armature Rewinding Co.. a8 8D 
Atwater-Kent Mfg. Co............... 116 
Auto-Hone Co., The...................... 117 
RMBOOC COs, TC vovccciccccscccss....:..- 117 


Automotive Maintenance Mach. 


ROMS simienscencsieascoussaineee He one 118 
Banner Acc, Mfg. Co......0............ 112 
Bastian-Blessing Co. .................. 87 
Bearings Co. of America............ 114 
LC ec nee 104 
Bellevue Mig. Co...............:c00.0ce0s. 118 
Bethlehem Motors Corp............. 105 
Bethlehem Spark Plug Co., Ine. 75 
Biflex Corp., The.......................... 119 
Black & Decker Mfg. Co............. 

snishcpiaieleescisha' cn nedeucuspeves 3rd cover, 87 
Bock Bearing Co................... 65 & 66 


Bonney Forge & Tool Works.... 87 
Bosch Magneto Corp., Amer- 


WN sco cance pcdines eae W& 71 
Bosch, Robert, Magneto Co....... 112 
Broadcaster Dept. ....0................. 121 

‘ Brookins Mfg. Co., The.............. 107 
Brunner Mfg. Co................... 87, 119 
Matick Motor Co.........::.6:.cs-cscescsee 87 
Burton Rogers Co......................... 7 


Butler Automotive Service Co...117 


Cc. & G. Wheel Puller Co........... 117 
Case, J. I., T. M. Co.....................119 
Chandler Motor Car Co...Bk. cover 
Chevrolet Bros, Mfg. Co............. 114 
Chicago Solder Co.........000000000..... 119 
Cincinnati Spec. Mfg. Co., Inc. 115 
Cincinnati Victor Co., The........ 102 


Clearing House—See Broad- 
caster Dept. 


Cloyes Gear Works...................... 119 
Colonial Gear & Mfg. Co........... 119 


No allow- 


Columbia Motor Car Co..... 116 
Cumfort Printing Spec. Co. lll 
Conneaut Packing Co., The ..12 
Continental Battery Co............118 
Continental Sales Corp............... 87 
Cronk, E. D. & A. F., Imne.........114 
Curtis Pneumatic Mach. Co..... 59 


Denver Chamber of Commerce..11@ 
Dickerson, C. A., Compressor 


HIS. kasecstecteoccsatanssarcensicnuners 113 
BE I iv vestcics cc nssesiccnse 119 
Dimit Co., Inc................- 119 
Durkee-Atwood Co. ........ MN 
Eastern Mach. Screw Corp. 116 
Eaton Axle & Spring Co... 120 
Federal Engineering Co... 119 
Federal Rubber Co............ wee 98 
Fendagard Sales Corp........ ..123 
Fisk Tire Co., Inc......................... 86 
Fitzgerald Mfg. Co.............. coe 
Forest Electric Co............... 116 


Foster-Johnson Reamer Co.......120 
Franklin Air Comp. Works......102 


Fredericks, H. M., Co........... 118 
Frenchtown Porcelain Co...........112 
Gates Rubber Co.............. . 
Gaylord Mig. Coa............... 116 
Gemco Mfg. Co..................... weve 95 
General Automotive Corp...... . 
a 2; ee 118 
Graton & Knight Mfg. Co.........104 
Green Engineering Co....... 116 


Hall Cylinder Hone Co., The....116 
Hobart Bros, Co...... .......... ss se 
Holmes, Ernest, Co.............. .. 8 
Huetter Mach. & Tool Co...........118 
Hupp Motor Car Corp.....2nd cover 
Hyatt Roller Bearing Co........... 103 
Hyman Pressed Body Co...........120 


Inshield Prod. Co............ 118 


Jacobs Auto Safety Lamp (°., 
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Jacobs Mfg. Co................ wee 


Johnson Automobile Lock Co... 3 
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Milwaukee Motor Prods., Inc... 80 
Miniature Incandescent Lamp 
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U. S. Auto Supply Co................. 116 
Wc Te Tee: TN Gi cccrecsiceecrenes 67 
Universal Industrial Corp..... ...120 
Van Norman Mach, Tool Co..... 87 
Vesta Battery Corp..................... 120 
Walden-Worcester, Inc, ............ 114 
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Fendagards sell 
CS . 


They appeal instantly to 
the motorist who can see 
at once that Fendagards 
alone furnish full protec- 
tion—with none of the dis- 
advantages of the project- 
ing type of rear bumper. 


And the $8 Selling Price 
clinches the sale .... 





You can handle Fendagards with 
no trouble at all. They fit ALL 
cars having semi-elliptic springs— 
no extra parts or special fittings to 
carry in stock! Wire your jobber 








Fendagard Sales Corp. 


Springfield 





Mass. : 


Rear-end ‘‘Protection without projection’’ 
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BALL BEARINGS 


« 





HOFFMANN 


ROLLER BEARINGS 


THE'NURMA COUMPANY OF AMERICA 
ANABLE AVE.,LUNG ISLAND CITY, N.Y. 
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Are you anchored 
to a“dead one”? 
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KE Any automobile merchant of average intelligence can sit 
4 So , ° e e 

hh ot down with pencil and paper and list the names of the motor 
The Sign of So the Genuine car factories which will be doing business 5 years from now. 





Only those companies which are “up and doing” have a 


chance to carry on. 
From a small town dealer: ee 
It takes money—real money and lots of it; it takes resources 


—vast resources; it takes product of better than average 
merit; it takes prestige—only built up by years of consistent 


‘‘We have sold the Stutz for several 
seasons. More than twenty cars 
this year. The very good reputa- 


tion established by the Stutz plus enterprise and achievement—all these, supported by a fran- 
the excellent co-operation and sup- chise that gives the dealer a chance by enabling him to do 
port of the factory warrants us to business along recognized business-like lines. 

believe that this season’s results . 

will far exceed those of last year.” This is no time to be hooked up with a “dead one” when 








there are opportunities to identify yourself with a “live 
one.” Stutz is growing; Stutz dealers are prospering. Why 
not make a Stutz connection? Your territory may be open. 





A Full Line of Enclosed and Open Models 
Price Range, $1995 to $3785, f. o. b. Factory 

















ESRC RIE RSET 














STUTZ MOTOR CAR COMPANY of AMERICA, Inc., Indianapolis, Indiana 
Builders of the Original and Genuine Stutz Motor Cars 

















HALF-INCH SPECIAL. 
PORTABLE ELECTRIC DRILL 


“With the: Pisteleeay ae) Tee Sitch” 








In a recent investigation in 
10 states only three of the 
automotive repair men 
asked expressed a prefer- 
ence for any other make 
of electric drill. 
This means more than any- 
thing we could say. 


‘Carried in stock by leading Automotive Jobbers 


We BLACK & DECKER MFG.CO. 


TOWSON , MD. 
Canadian Factory, Lyman Tube Bldg., Montreal, P. Q. 











